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big boost for Christmas sales 


IRWIN EXTRA PROFIT SPECIAL 


Gift Suggestion 
make 50% Profit for the HOME 


on a modest WORKSHOP 
$26.21 Investment 








Here's what you get! 


Free Counter Display 

Ren GE Gee cocccccccces 

Free Handout Folders 

4 Fast-Selling 62T Borchest Sets 
Stock No. 4-S 

AAM— 6-Bit Set, Retail Price $7.00 

BBM — 6-Bit Set, Retail Price $7.30 


AM — 10-Bit Set, Retail Price... .$10.80 
DM — 13-Bit Set, Retail Price... .$14.20 Order profit special No. 4-S today 





Irwin brings you a Profit sper al that’s sure to increase unit 


Total Retail Sales ee $39.30 sales for you And it's timed for the Christmas season when 
Total Dealer Cost —er 26.21 gift purchases of tools are at their profitable bes 
You Make eececcecoeoece5e $13.09 But vou can increase unit sales with this Irwit 
the full vear thes muigh. Here's why 1) It carries a « 
Note: Sets aise available trom open stock os required appe al for the customer looking for a useful and lasting gi 
(2) It directs a sales packed punch to the home workshop 
market which is growing by leaps and bounds 











And it's vours for a modest $26.21 investment! ! America’s 
best selling wood boring tools with a neat 50 plus prohit 
for you! Your Irwin hardware jobber is waiting to fill your 
order. So call him for extra profits soon. 


The Irwin Auger Bit Company, Wilmington, Ohio, USA 








ell the Finest... 
' Sell MURRAY OHIO! 


RRAY Baby Walkers, Wheel Goods, Bicycles 


these days of shortages, it is still mighty satisfying 
build lasting customer good will by offering 
rchandise of unexcelled quality . . . For over a 
arter of a century, the Murray line has been 
btognized as outstanding in value . . . Murray Ohio 
tsmanship is being fully maintained in spite of 
ent material restrictions beyond our control 
We treat both large and small buyers alike by fairly 
allo ating our production . . . Today, with its 
nendous consumer acceptance, the Murray line 
nis the greatest sales opportunity in the wheel 
pds and bicycle fields. 


MURRAY*GO*ROUND 


is America's finest baby walker stroller. Na 
hhonally advertised to millions of new mothers 


NEW in’52— 
FOLDING HANDLE 
v 


THE MURRAY OHIO MFG. CO. + CLEVELAND 10, OHIO 


MURRAY BICYCLES 


include deluxe and 
standard models 
sizes from 26" down 
to 14” park cycles 
Equipped with MUS.- 
SELMAN COASTER 
BRAKES. another 
M O product 


MURRAY WHEEL GOODS 


include juvenile autos, fire trucks, 
station wagons, tractors, veloci- 
pedes. and chain-driven tricycles 
Modern ball-bearing construction. 











“Sometimes | wonder if they hove the right creatures 
behind Bethiehem Fence 











Advertisements like these, appearing regularly u 
regionai tarm papers : h tence { yers attentior 





by their FENCES 






The old adage still rings true. Trim, tight fences—like plump hogs 
and fat cattle—are roadside signs of a healthy, well-managed farm. 

One glance at Bethlehem Fence—on the farm or in your store— 
shows why smart farmers are buying it. Inspect the tried-and- 
proved hinge joints. Test the strength of the tough steel wires. 
Examine the smooth, vise-tight zinc coating that fights off rust! 

Here's another reason for selling Bethlehem Fence. Your cus- 
tomers know the Bethlehem emblem. They consider it a promise 
of superior farm products—the kind that pay off in extra years 
of durable, dependable service 

Bethlehem Fence is made in all standard styles and sizes. It 
goes up faster and lasts longer when it's installed on sturdy, 
easy-to-drive Bethlehem Steel Posts 

Talk over your fence needs with your jobber today. And ask 
him about the other top-quality steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Stee! Corporation. Export Distributor Bethlehem Stee! Export Corporation 








== ; - x 
AUTOMATIC 
BARBED WIRE BALE TIES BALER WIRE NAILS AND STAPLES FENCE POSTS CLOTHES UNE 
SOUTHERN HARDWARE is pu shed monthly at BE Crawford &t ru 2 a a Aus ea 
Subscription price Unit e yes 
¥ red « matter eA f Me 
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ASSOCIATION GROUP HEALTH 
and ACCIDENT INSURANCE 
MAKES RAPID GAINS! 


Popularity Grows as Benefits are Experienced 


The average individual accepts without question the need for fire insurance. 
He wouldn’t drive his car without liability insurance. But until recently 
there was little recognition of the problem of loss of income and medical 
expenses resulting from accidents or sickness. In the past few years, however, 
growth of accident and health insurance has been very rapid. 


GROUP PLAN 
LOWEST IN COST 


Group insurance has met the need 
best of all because it offers more 
in benefits for the premium dollar. 
The cost is usually borne equally 
between employer and employees. It 
is felt that if the employee pays at 
least part of the cost he has a greater 
sense of responsibility and partici- 
pation. All members of your firm 
are eligible regardless of their age 
and without a physical examination. 
Thus protection is provided for those 
who are otherwise uninsurable. 


TRADE ASSOCIATION PLANS 


By offering group insurance through 
trade associations stil] further econo- 
mies are realized. Federated Mutual 
has been a pioneer in this field. 


ADVANTAGES TO THE DEALER 


The plans cover the employer and 
his family just as they do the em- 
ployee. Dealers report there is a 
definite connection between peace ot 
mind and profit. The man who is 
relaxed and worry-free enjoys his 
work and does it well. Employees 
feel greater loyalty. Turnover is re- 
duced. Smaller businesses can match 
many of the big corporations’ em- 
ployee benefits. When there is an 
unfortunate accident or illness, in- 
stead of passing the hat for charity, 
most of the financial burden is met 
with insurance. 

If you are not already a member 
of such a plan, whether it be one or 
Federated's or not we urge that you 
give serious consideration to its 
benefits! 


Questions about Insurance? 


Ask. Sederaleds 
QUESTION (| BOX 


> these accident and health 
plans provide me with an income 
when I’m laid up? 

A. Most Federated Mutual Group 
plans provide for a weekly income in 
addition to payment of hospital and 
surgical costs. 


Q. May I go to any doctor or hospi- 
ai—_ = , 


A. Yes. 





Representatives of Federated Mutual and John Hancock Company 
present checks for $325 and $3,000 to the widow of a dealer who 


cA _ 


group health 





participated in the lowa Farm Equip 


and accident insurance plan. 





CLAIMS PAID PROMPTLY— 
NO RED TAPE! 


“Mrs. Toews and the writer haven’t 
words to express our appreciation 
for the checks. 

The thing that we really appreci- 
ated was that there was no red tape 
to go through as usually is the case, 
requiring weeks—sometimes months. 
All we did was to make out the appli- 
cations and just in a few days we 
received our checks which were much 

more than we ex- 


Cin * pected them to 
ay — be...” 
“= Bees. H.H. Toews 
7 _ Toews-Mehr 
7S Implement Co. 


Mankato, Minn. 


We ea ee 

















Bills For Billious Bill 

He felt bad enough and then the bills 
came bowling in! How about you? Has 
your trade association a group health 
and accident plan? If they have it’s an 
opportunity for protection at a very low 
rate. Don’t be caught like billious Bill. 
Write your association today! 





aftr, 
* 2 


Sederaled atual Bete 





IMPLEMENT and HARDWARE INSURANCE COMPANY %& OWATONNA, MINNESOTA 


SOUTHERN HARDWARE for SEPTEMBER, 1952 








line 
SEINE TWINES 
SEINE CORDS 


TROT LINES ‘ 
STAGING 


You can put your confidence in- 


» Mee 


Quality Twines and Cordages §=—ctorwes umes 
BUTCHER'S TWINES 
FISHING LINES 







NYLON CASTING LINES al, 
STARTER ROPE “~~ 
JUMP ROPE 
MOP HEADS 


WRAPPING TWINES 

KITCHEN LINES 

EXPRESS TWINES 

CHALK LINES 

KITE CORDS 

PARCEL POST TWINES Z 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 





We are introducing our new line of Polished 
Fine India Twine after perfecting what we feel 
to be the best product of its kind on the market 


Because of its 


Reliable uniformity 


Smooth Even Po.isH 


Evtra High staenare 








POLISHED 
INDIA TWINE 








(Made available in a variety of put-ups) 


ART 
577 No. 24 Solid wound balls, 485 ft., 56 lbs. test 
578 No. 36 Solid wound balls, 323 it., 85 lbs. test 


ORDERS OF $50.00 OR MORE. FREIGHT 566 No. 24 Cored balls . 75 tt., 56 lbs. test 
566-B No. 24 Cored balls. . 150 ft., 56 lbs. test 
PREPAID. Orders of less than $20.00 f.0.b. 567 No. 36 Cored balls . . 100 ft., 85 lbs. test 


Mill, Lawndale, N. C. or Marietta, Minnesota. 
Orders of $20.00 to $50.00, freight allowed (All packed 12 balls to box) 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 


rier's regular zone of delivery. When you display the MITGtine- 


: it Sells! 
Cleveland Mills Company vawnoacc, north canouna 


ESTABLISHED iN 1673 | Marietta, Minnesota 
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air-puRPOSE 


winpDow MATE 


100-C ** { Cotton reinforced 
Jastic reinforced 


200-P ** , Saran Pp 
700-W 4*x* Aluminun 


, wire reinforced 


50-C Economy cotton reinforced 


VIMLTE 300-CW 
10-mesh galvanized wire rein- 
forced GO 
VIMLTE g00-CW 
14-mesh galvanized wire rein- 
forced 
400-T Wax 1m 
V-LITE 15V 
househol 
vinyl! plastic 
RM PANES 


plastic at 
forced 


pregnated fabric 


All-Pur pose 
d material Clear 


nd deluxe 


cotton rein 
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FIN 
EST MERCHANDISING 


FLOOR FIXTURES 


! 


MOR 
saad eae RETURN PER 
OT OF FLOOR SPACE! 


Complete R-V-LITE 
and STORM PANE 
DEPTS. that 


INDIVIDUAL 
STORM PANE 
CARTON 
FORMS SELF. 
DISPLAY, too 
-++ Stands up 
and sells 
anywhere! 





You'll agree...You're Always | 




























MOST DIVERSIFIED 


POINT-OF-PURCHASE 
@ DEALER SELLING HELPS 





RTISING KIT 


ARTERS FOR 


BIG, FREE DEALER ADVE 

spotlights your store as HEADQU 

R-V- LITE and VIMLITE 

Contains NEW, 3-DIMENSIO 

STAND-OUTS .« - - the self-stickin 
d attention, en 


tions that comman 


boost sales! 
ONSTRATOR” STORE BANNER 
king SIGNS for windows, 


NAL POP-OUTS and 
g display innova 
hance your store. 


BIG “DEM 
vivid DIE-CUT 
doors, counters, shelves 
COLORFUL COUNTER DISPLAYS 
BIG AD MAT SHEET of FREE news 
paper mats available 
CONSUMER FOLDERS with actual 
sample swatches 


self-stic 


r 

br 
Ol . 
ch 


++? 4 
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SELL HODELL 


~ ae © 
= <s@e 
Yi 
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DOG CHAIN DISPLAY 


Eye-catching 2-color metal dis- 
A complete with 12 assorted 
dog chains. Best-liked “Bulldog” 
sattern, leash or dog chain styles, 
in a choice of assortments. 


(po ee 
as a a 


k- 
a eh aes »_ 
= A 


as at eT nx) 
ANIMAL CHAINS 


Hodell halter and dog chains, 
leashes, cow ties, tie-outs, kennel 
and exerciser chains, anti-cow 
kickers, dog couplers and chain 
choke collars. In all popular sizes 
and styles. 


Cet ee eet aN 


CHAINVENDER 

A complete compact chain depart- 
ment in itself, the Hodell Chain- 
vender takes up less than two 
square feet of floor space. Choose 
from eight different assortments of 
chain to meet your local consumer 
preference. Dimensions: 54” high, 
18” deep, 15” wide. 


THE “LITTLE DRUMS” 


The four most popular sizes of 
proof-coil chain, neatly packed in 
fiber drums. Use them with the 
Chainvender for attractive display. 
Drums contain 100 Ibs. or 100 ft. 
continuous lengths of a size, %4¢. 
4, % or 4% inch. 


.. he Chain that 
Serves the Best/ 


COUNTER DISPLAY 


Hodell Household Chain 
ment contains four of the most 
yopular sizes of small chain for 
me use around the home. Four 
reels per display, 50 feet each of 
16 Single Jack, 2/0 Safety, 18 
Register, 7 Bulldog. 


assort- 


PRL NALS) 
ee eee) 
PRR 


And, of course . . . famous Hodell 
Coil Chains in standard hardware 
packages or on reels. 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 





oll 


aD Vostienall 
Penesett: 


<> > 
FASTENERS S/ HODELL CHAINS 


CHESTER HOISTS 
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AT YOUR SOUTHERN SERVICE... 
TWO BRANCH WAREHOUSES 
IN THE SOUTH 


We recognized in 1940 the growing South by opening a 


ae 


branch warehouse in Atlanta, Georgia. Now we 
have added another service unit in Hollywood, Florida 
From each of these branches you can have same day or 
24-hour service on all sizes, shapes and kinds 
of metal mouldings, nosings, edgings, etc 
These warehouses have complete stocks of metal 
mouldings. They are in business to better serve the South. Phone, 
wire or address your inquiry or order to 
Hollywood, Fla. — 2334-2336 Hollywood Blvd. 
Atlanta, Georgia — 363 W. Peachtree N. E. 
These branches can also expedite 
inquiries for industrial and commercial aluminum extrusions. 


UPERIO YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. Prospect St. - Youngstown 6, Ohio 


ATLANTA, GEORGIA HOLLYWOOD, FLORIDA 
363 W. PEACHTREE N. E. 2334-2336 HOLLYWOOD BLVD. 
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“, .. free as a nation 


and financially independent 


as individuals.” 


OLIVER P. ECHOLS 


Chairman of the Board, Northrop Aircraft, Ine. 


“For nearly every American, systematic saving during productive years is the 
best means of insuring future security. We at Northrop Aircraft believe in the 
Payroll Savings Plan. We feel that bord purchases contribute greatly toward 
keeping us free as a nation and financially independent as individuals.” 


In addition to a deep, personal interest in his own com- 15 million dollars worth of Series E Defense Bonds dur- 
pany’s Payroll Savings Plan, Mr. Echols is Chairman of ing the next twelve months. 
the Aircraft Industry Committee to build employee pas Has every employee of your company been offered an 
ticipation in the Payroll Savings Plan. opportunity to enroll in the Payroll Savings Plan? If not, 
e When Mr. Echols’ Committee was formed, 17 major phone, wire or write to Savings Bond Division. 
airframe manufacturers and 11 major suppliers, em- U.S. Treasury Department. Suite 700, Washington Build 
ploying 400,000 workers, had a total of 80,000 employees ing. D. C. Your State Director will help you conduct a 
enrolled in the Payroll Savings Plan person-to-person canvass. 
At Mr. Echols’ request all 28 companies agreed to con- 


duct person-to-person canvasses among their employees. 





The first companies to complete their canvasses report 
a total of more than 70,000 new Payroll Savers bringing Typical Companies Reporting Results of 
the industry total to more than 150,000 participants Person-to-Person Canvasses, Payroll Savings Plan. 


In the first reports on campaigns, average payroll par Before After 
Canvass Canvass 

Hughes Aircraft 38.7% 85.8% 

tion —all 28 companies —will be well over 50° by the sersang hea = < 

” i Z2oce pante wi eo we over ‘ y “ Boeing Aircraft 17.8% 55.1% 

time the canvasses are completed Rohr Aircraft 1.3% 77.6% 

Solar Aircraft 1.8% 60.5% 

Bell Aircraft 14% 50% 


ticipation (companies reporting! went from 20°. to 
32°, Latest indications are that the average participa 


It is estimated that the 70.000) new Pavroll Savers 
already added to the Plan through the co-operation of 
Mr. Echols and his Committee will purchase more than 











The U.S. Government does not pay ft this advertising. The Treasury De- 


partment thanks, for their patriot lonation, the Advertising Council and 


SOUTHERN HARDWARE 
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PRICE 


IMPORTANT 
SERVICE 

MORE This cut is reprinted from an old PQ booklet 
_ chance —and it holds true today. Pennsylvania bas 


QUALITY been making quality mowers since 1877 


MOST 
IMPORTANT 





More Pennsylvania Mowers 
from New, Modern Factory 


* * | New 1953 Models 


in Power and Hand Mowers. 


x * * # But No Change in “PQ” 
which means 
Pennsylvania Quality 





® Your PENNSYLVANIA jobbers’ salesmen have plenty of good 
news for you about the 1953 line of power and hand mowers, 
Thanks to the new, modern factory at Exeter, Pennsylvania, 
we can now fill the growing demand from all parts of America. 
New streamlined models are now in production and pop- 
ular old favorites have been restyled. Only the PQ remains 
unchanged—for regardless of price range PENNSYLVANIA 
makes all its mowers intentionally better. That's why repair- 
men say PENNSYLVANIA Power and Hand Mowers are easiest 
to sharpen and seldom need repairs or service. That's also 
why PENNSYLVANIAS will be easiest to sell again next spring. 





Ask your jobber’s salesman about PENNSYLVANIA'S great 
improvements. Order PENNSYLVANIAS early for a banner '53 
and feature the quality leaders. 





>) 
(()) 
\ acco 
an PENNSYLVANIA LAWN MOWER DIVISION 
NW American Chain & Cable Company, Inc. 


Exeter, Pennsylvania « Bridgeport, Connecticut 


SOUTHERN HARDWARE for SEPTEMBER, 1952 








WARWOO 


GARDEN 
‘TOOLS 


These unique tools were developed in 
eccordance with the advice and suggestions 
of many expert gardeners, who required 
something better than the average in garden 
hoes and mattocks 

They ore sufficiently light to prevent 
fatigue, while retaining the superior hang, 
balance, rigidity and freedom from torque and 
bounce, which only forged tools con provide 

The attractively finished heads are packed 
for shipment in strong cartons, one dozen to 
the carton 

Nos. 08, BP, and GH are furnished with 
polished 4 ft. and 4% ft. ash handles 

Nos. LC and AE are furnished with 36 
inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 


WHEELING, WEST VIRGINIA MAKES THE DIFFERENCE 
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or RED-HOT 


SALES and PROFITS! 


-This Season’s 


Finest Gas Heater Value! 


Get your heating season sales off to a flying start. Feature 
Hearth Glo, this season's outstanding heater value. Rugged 
construction, dependable performance, smart, clean styling— 
and priced to pull customers into your store. For red-hot cold- 
weather sales, feature Hearth Glo Heaters! 


ORDER NOW, to be sure of getting all the Hearth Glo Heaters 7) 


you need. UL cnth hy 


Sold only through Authorized Wholesalers CIRCULATOR 


.+» for areas where 
vented heaters 


JACKES-EVANS MFG. CO. «+ St. Louis 15, Missouri are required 





makers of the famous 4 “ST. LOUIS BLUE" Tempered Stee! STOVE PIPE 
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Win pe orden 





MAXISWIVEL HOSE COUPLING 


Carefully machined threads 
insure quick, easy attach- 
ment to sill cock. 























Extra deep washer pocket 
holds washer permanently 
in place. 





Precision machined ball and 
socket joint with neoprene 
Large, deep-knurled, solid seal assures watertight fit, 
brass MAXISWIVEL Nut is easy swiveling. 
carefully machined. Easy 
to grasp and tighten. Can- 
not bind. 


Expanded from inside to 
maximum inside hose dia- 
meter assures 50% more 
water flow! 


MAXISWIVEL locking device 
permanently locks and seals 
coupling to hose carcass. 


Edges of ferrule are counter 
sunk flush with hose cover- 
ing thus preventing tearing 
or cutting of hands. 


MAXIMUM SWIVEL 





Maxiswivel Coupling Advantages 3. Helps prevent hose from kinking or snarl- 


ing. Enables hose to lie flat. Prevents sprin- 





1. Swivels through a full 360°, thus preventing kler from tilting. 






hose from binding or collapsing at sill cock. 





4. Coupling is expanded from inside to full 





2. Makes screwing coupling to sill cock many inside diameter, thus assuring 509 more 






times easier. water flow. 








5. An exclusive Swan improvement, available only on 


SWANITE hose. When customers see it, they'll buy it! 
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Exclusive and Patented 








and the new improved Qwande 
America’s finest Garden Hose! & nee 
FOR 10 YEARS 





Superlatives are odious, yet we have no choice but 
to use them in describing the new Swanite, which is 
ABSOLUTELY THE FINEST GARDEN HOSE WE 
KNOW HOW TO MAKE! 


Look at wares Unique Advantages 


1. New type inner tube of low temperature plastics 
gives super flexibility and protection against scalding 
hot water. Inside surface of tube is perfectly smooth, 





or sun-check. Resists scuffing, abrasion, kinking and 
snarling. Lies perfectly flat and stays where you put it. 


5. Available in bright red or brilliant green in full 
4 and %%-inch inside diameter. 
6. HERE AT LAST IS A GARDEN HOSE WHICH 


GIVES PERFECT SATISFACTION IN ANY CLI. 
MATE, AT ANY TEMPERATURE, UNDER ANY 


assuring full volume, unobstructed water flow! 


WATER PRESSURE! 
2. Brute strength is assured with reinforcement of 
genuine DuPont Cordura rayon cords, imbedded in 


the tube by a special Swan process which allows plas- Swan's line is most complete — with 


Swanite, a full line of plastic, and 










tic cover to adhere perfectly. ; : 
Neoprene-covered rubber garden hose ; 

3. Beautiful, mirror-smooth pure plastic cover of — it's strictly competitive, yet it’s the , 
low temperature plastics WILL NOT BECOME most profitable line in the industry! ; 
STIFF WHEN COLD. SOAK SWANITE in ICE : 
WATER FOR HOURS — IT’S STILL SOFT, FLEX- : 
IBLE, PLIABLE! SWANITE is so light, so flexible, All SWAN HOSE IS INDIVIDUALLY : 
a child handles a long coil with ease! PACKAGED ON STRONG, COLORFUL ; 
4. SWANITE will not fade, rot, peel, crack, mildew DISPLAY DISCS FOR EASY DISPLAY. ; 
: 


“We all love a winner...and in Swan Hose we 


know we have a winner,” 
SAYS 
SOUTHERN HAROWARE co 
CHARLOTTE, WN. C. 









Gentlemen 
We have been selling Swan Hose, exclusively, for many, many years 
and find that due to Swan's alertness throughout their entire pro 
gram, Swan Hose has become increasingly popular with our cus 
tomers cach year 

Especially would I like to call attention to Swan's most attractive 
and effective Display material. This is further evidence of their 
sound and modera merchandising ideas incorporated into their 
over-all program 

We all love a winner, and with The Swan Company it is a pleasure 
to be associated, for in Swan Hose we know we have a winner 
Yes, we are very much pleased by the way in which Swan Hose 

















has lived up to its Name and reputation with our customers for 
afcer all, it ts imperative that we handle the products which please 
our customers, and give them complete satisfaction. Swan Hox 








does just that 








SWAN RUBBER COMPANY « BUCYRUS, OHIO 
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THIS COULD BE YOUR MOST 
IMPORTANT SALE 


for continued customer satisfaction 


st important 


A tiny item 


A fellow gets pretty 


but 


mad ¢ 


if can be one of your me 


the annoyance caused by 


plumbing rubber products that don't stand up! That's why 


you need the 


quality that wins friends 
every time! Talk 
your 


ass 


Lavell 


comple te 


plumbing rubber 


th 
OUR O-vear IN SERVING YOU 


CAVELLE 


Hose Washers «+ 


PACKAGED RIGHT! 


Tonk Bolls + 


MADE RIGHT! - 


Faucet Washers + Force Cups + 


PRICED RIGHT! - 


Basin Stoppers «+ 


irance of Lavelle quality — 
brings back satisfied customers 
to your jobber for 


department 





Repair Assortments 























\ 


wet 
oe 























NO. 424 FIT ONE. FIT ALL 
TANK BALL 

Today, or ony day the best you con 
offer your customers! Hondsomely 
styled carton features 12 individually 
pockaged pieces. Tough, block natural 
rubber compound — with tapered sect 
reinforced top 


NO. 36 LUCKY STRIKE 
FAUCET WASHER ASORTMENT 
Proved profit builder! Colorful, self 
merchandiser includes 36 individual 
pockages. Each pockage contoins 8 
genuine Lovelle bevelled washers in 
oll populor sizes with brass screws 


NO. 2') ASBESTOS 

VALVE STEM PACKING 
A real seller. Universally used in 
homes, aportments, institutions, 
forms, gorages, etc Colorful unit 
contains 25 cellophone envelopes — 
each with 22 feet of top quality 
heot resisting asbestos grophited 
packing 


NO. 5! GARDEN 

HOSE WASHERS 
Now your customers con buy ‘em 6 
to the clip!” Colorful carton holds 48 
handy clips 8 washers to each clip 
Bigger profits, faster turnower for you 


LAVELLE RUBBER COMPANY -426 NORTH WOOD STREET ~ CHICAGO, ILLINOIS 
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Fortunately, when you sign up as an exclu- 
sive BPS Dealer, you can forget all about 
company-owned store competition... about 
direct selling, price cutting and all the other 
paint bugaboos that keep you from getting 
your full share! Under the terms of a far- 
sighted company policy that's been in effect 
more than sixty years, every BPS Dealer 
is guaranteed elachi-14i-1° Ml -Taglicle Meo lile. 
protected profits! 








But even more than that, this company 
policy means top-quality paints for every 
need every situation—paints in tune 
with the times. With Flatlux, the heartily 
accepted, one coat flat wall paint, on your 
shelves, you'll sell more make more 
than ever before. Decide now to break the 
bonds that tie-down your profit potential, 
and sign up with BPS Best Paint Sold 
for Bigger Paint Sales! 


The Patterson-Sargent Company 
1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts concerning your exclusive 
territory BPS Franchise 


Nome 
Title 
Address 
City 





THE co. 


Lowe Brothers new Stylist Paint Colors have enjoyed 
immediate and overwhelming consumer acce ptance— 
and dealers everywhere are enjoying the results, in the 


form of faster, easier paint sales and profits! 


The Stylist Color System helps you sell much 
more paint with much less sales effort. It 
allows you to offer a broad choice of modern, 
wanted colors (either flat or semi-gloss) with- 
out all the usual problems. No mixing for you 
to do—no extra charges—no complicated in- 
ventory to worry about! 

Brothers Stylist Color 
Planner permits you to offer customer- 
makes every 


Lowe ingenious 


winning personalized service 
clerk an authority on colors! Moreover, many 


dealers report that the Stylist Color System 
is bringing in new commercial, maintenance 
and architectural business which they've 
never realized before! 

In short, Lowe Brothers Stylist Color 
System has everything—simplicity, complete- 
ness, universal appeal! It is building a record 
of fantastic sales results—and the band wagon 
is still rolling! Want to climb aboard? Write 
today for complete agency particulars! 


The Lowe Brothers Company * Dayton 2, Ohio 


Lowe Brothers pats « varnisnes 


1952 
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This (ATTY promotion program 














You ElIcy money i. il ways 
when the wood fence posts you buy 


are pressure-creosoted 
with U°S*S CREOSOTE OIL! 








~ 

Onl @ the best wood preservative 
@ As you know, Creosote ee a 
~ can be eure you're getting the 
wessurecrecmmed posts ian up © — 
od posts, depending upor the type of 


forced deep into the wood 
finest protection Actually 
as long a@ untreat 


wont 
Here's what the means in do are and 


conte savings ¢ 


You ON 


REPLACEMENTS 


YOU ON 


LABOR ast so long 


oneumung job With Meders machinery ead « 
very past repiee 





you GLY ON coon enna is 
FENCE, T0000 weoceseg me eet 


builds profits for you 
in fence posts 
pressure-creosoted with 
U-S-$ CREOSOTE OIL 


HIS month more than 1,250,000 farmers in the 
South will begin seeing advertisements like this 

that bring home to them the economies of pressure- 
creosoted fence posts. Your rural customers prob 
ably will be among them 

These advertisements tell farmers about the sav- 
ings they can realize by buying these long-lasting 
posts. They direct farmers to hardware stores, 
lumberyards and farm suppliers who maintain a 
stock of pressure-creosoted posts. If you haven't 
handled this item, you can start getting your share 
of this profitable business by sending in the card 
below 

Millions of wood fence posts are used every 
season and this extensive promotion program will 
increase the number of pressure-creosoted posts 
sold through outlets like yours. If you stock them, 
you'll have a real profit-maker 

United States Steel does no wood preserving. It 
furnishes high-quality U-S’S Creosote Oil to inde- 
pendent pressure-treating plants who can supply 
you with pressure-creosoted posts. We'll be glad 





A down fance wauslly remults in nendiaw demag” %° line to havw the name af Foss commen So tate to put you in touch with treating plants in your 
the awe, much of which you may have \ pete preamure creme —— 


—_ There © me oblagetson of 
wed When the happens cupee walow 
ooh eens Se on 
je year ~ : - 
ew veer “That's anwther reason i's a0 amportan 
preasure  receoted poste 





vicinity; just mail the card below. United States 
Steel Company, 525 William Penn Place, Pitts- 
burgh 30, Pa 


A ee 


ey aera 


err 


United States Steel Company 
Room 2804-W, 525 William Penn Place 
Pittsburgh 30, Pa. 


I am interested in more information on pressure-creosoted fence posts. 
Please put me in touch with wood preservers who serve my area. No 


obligation, of course. 


Name 
Address 
City 


State 





SALES RESULTS! 


Lowe Brothers new Stylist Paint Colors have enjoyed 
immediate and overwhelming consumer acceptance— 
and dealers everywhere are enjoying the results, in the 


form of faster, easier paint sales and profits! 


The Stylist Color System helps you sell much 
more paint with much less sales effort. It 
allows you to offer a broad choice of modern, 
wanted colors (either flat or semi-gloss) with- 
out all the usual problems. No mixing for you 
to do—no extra charges—no complicated in- 
ventory to worry about! 

Lowe Brothers ingenious Stylist Color 
Planner permits you to offer customer- 
winning personalized service—makes every 
clerk an authority on colors! Moreover. many 


dealers report that the Stylist Color System 
is bringing in new commercial, maintenance 
and architectural business which they've 
never realized before! 

In short, Lowe Brothers Stylist Color 
System has everything—simplicity, complete- 
ness, universal appeal! It is building a record 
of fantastic sales results—and the band wagon 
is still rolling! Want to climb aboard? Write 
today for complete agency particulars! 


The Lowe Brothers Company * Dayton 2, Ohio 


Lowe Brorhers eawrts « varnisues 
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You ECIGy money three ways 
when the wood fence posts you buy 


are pressure-creosoted 
with U’S*S CREOSOTE OIL! 


the best wood preservative Se 
with Creasote Ov 
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builds profits for you 
in fence posts 
pressure-creosoted with 
U-S-$ CREOSOTE OIL 


HIS month more than 1,250,000 farmers in the 
South will begin seeing advertisements like this 
that bring home to them the economies of pressure- 
creosoted fence posts. Your rural customers prob 
ably will be among them 
These advertisements tell farmers about the sav- 
ings they can realize by buying these long-lasting 
posts. They direct farmers to hardware stores, 
lumberyards and farm suppliers who maintain a 
stock of pressure-creosoted posts. If you haven't 
handled this item, you can start getting your share 
of this profitable business by sending in the card 
below 
Millions of wood fence posts are used every 
season and this extensive promotion program will 
increase the number of pressure-creosoted posts 
sold through outlets like yours. If you stock them, 
you'll have a real profit-maker 
United States Steel does no wood preserving. It 
furnishes high-quality U-S’S Creosote Oil to inde- 
pendent pressure-treating plants who can supply 
you with pressure-creosoted posts. We'll be glad 
to put you in touch with treating plants in your 
vicinity; just mail the card below. United States 
Steel Company, 525 William Penn Place, Pitts- 
burgh 30, Pa. 





MAIL THIS CARD TODAY— NO STAMP NEEDED! 


United States Steel Company 


Room 2804-W, 525 William Penn Place 


Pittsburgh 30, Pa. 


I am interested in more information on pressure-creosoted fence posts. 
Please put me in touch with wood preservers who serve my area. No 
obligation, of course. 


Name 


Address 


City 


State 


ee 





Don't pass up this opportunity 


to build profits in 


PRESSURE-CREOSOTED 
FENCE POSTS 


se Pall tu 
in - “ha 











FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 PL BR) 

Pittsburgh, Po. 

















BUSINESS REPLY CARD 


No Postege Stamp Necessary if Moiled in the United Stotes 











— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2804-W, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 











YOU'LL CALL 


SN Wig 


=RED HOT= 


<a OT TAAALUALEL LRA — 


MONEY MAKER \ 






My “handy pail” 
sells on sight because 


IT’S OVAL to fit 
cellulose sponge mops. 
Also, easy to fill, 

pour and carry! 


IT’S BALANCED 
to stand securely 
on steps, sills and 
ladder platforms! 


IT'S HOT DIPPED 
AND HAND DIPPED 
for extra durability! 







SHE CALLS IT 
MY “HANDY PAIL” 7, 

















hee 9) Ta 
a a= 





ne ee ee 





Here's the neatest package of pure sales appeal 
that ever crossed a counter! 

Its eye-catching, practical oval shape . . . the quality look 
of its gleaming, heavy galvanized finish . . . its colorful, 
hard-selling label—_ALL team up to make My Handy Pail 
a sell-on-sight item you can’t afford to be without. 


Stop traffic and build volume with My Handy Pail, a 
stand out in the outstanding De Luxe Metalwear Line. 


Order from your jobber today! 






SCHLUETER MFG. CO. . St. Lovis 7, Mo. 
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maestit A-ZomaZic_ iawn moweR 


GETS EM ALL... Tall Grass, Weeds, Everything! 


Majestic Rotomatic lawn mowers, regardless of their size, are un- 
excelled for the maintenance of beautiful lawns. They cut crab 
grass, mouse ear, chickweed, buckhorn, thyme-leaved, speedwell, 
broad-leaved plantain, and other growths that ordinary mowers will 
nao not cut. Only Majestic Rotomatic mowers do the complete job. . . 
give outstanding performance under all cutting conditions. .. spring, 
summer or fall . . . lawn or weeds. Sell the best, sell Majestic Rotomatic. 





DON’T MISS SEEING OUR NEW 1953 MODELS .. . THEY'RE REALLY NEW 
- THEY'RE OUTSTANDING ... THEY'RE FULL OF NEW FEATURES 

+ + THEY'RE PRICED RIGHT... WE'LL LOOK 
FOR YOU AT THE— 


NATIONAL HARDWARE SHOW 






Manufactured by 







17, 19 and 22 inch Gasoline models 
available, with or without Rewind 

Also, 16 inch Electric model 
with 1725 RPM motor, and 18 inch 
Electric model with 3450 RPM motor. 


17-INCH 
GASOLINE BOOTHS 422 to 427 
Medel GSR-17-RW w _ Grand Central Palace + October 6 to 10 


SILVER KING, INC 
6501 W. Grand Ave., Chicago 35, Ill. 
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HUNTING CLOTHING 








BUILDS STORE TRAFFIC... 


MAKES MORE MONEY 





It's no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 
line is such a terrific profit-maker. Once those customers come 
into the store, the RED HEAD duck drives home sale after sale 
The quality and construction plus the famed RED HEAD 
reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 

remember too that at least one of the RED HEAD "/93 
ways fo make a profit” can mean that extra sale that will con- 
tinuvally boost your profits to new highs! 




















These three headliners are real drawing cards 
they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. "“Bone-dry 
comfort in itself sells for you add the best all- 
around designing and you can build up your own 
» store's reputation by making RED HEAD your “top” 
line this fall 


r 


- « 





"Bone-dry'’ HUNTING COAT 


"Bone-dry'"’ Hat-cap "Bone-dry" Zovaves 








~ Here itis ! 


our 19§2 
Millers falls 





No. 1950 
BIT BRACE 
$4.80 List 


No. 725 
NEST OF SAWS 
$2.95 List 


No. 2120 
BUFFING AND 


SANDING ATTACHMENT 
$8.45 List 
MILLERS FALLS oa 
eelel a A 





NATIONALLY ADVERTISED 
TO MILLIONS 


in the Saturday Evening Post 
Country Gentleman 
Popular Mechanics 
Popular Science Monthly 


NO FORCED COMBINATIONS 
OR DEALS 


You make your own selection of the 


tools you want to feature 


PLENTY OF SALES 
HELPS FOR YOU 


Display Streamers 
Newspaper Mats 
Consumer Folders 
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Prices slightly higher 
in the West 


















Ne. 100 
AUTOMATIC DRILL 
$4.00 List 


No. 966 
e SANDER-POLISHER 
$37.50 List 


% 









- 
; 
f No. 29X 
y AUTOMATIC SCREW DRIVER 
WITH ATTACHMENTS 
$3.80 List 


Sa_—-.. 





Neo. 1200 


COMBINATION SQUARE Ne. 106 
$2.00 List CARVING TOOL SET 
$4.60 List 
i Prices slightly higher 
p= in the West 
Free Selling Aids to help make Yo a Christmas Shopping Center | 






























—_—— 
For a Merry Christmas wy y 
columa sizes for © 
Ebina _700LS ere oe 
—= Se Se an 


They ll ateracte Christ 














CHRISTMAS STREAMERS mas shoppers to your 
They're big — 34” x 11”. They're color- store — build profitable 
ful — brilliantly lithographed in red, store trafhe during the 
green and black on shining Kromekote holiday season 
stock ha ge ea, po gs oe 
or wi w isplays. Speci num 
wanted CHRISTMAS 
COVERS 
Scriking, 3-color Poin 
CHRISTMAS FOLDERS : ¥ setsin Geolan wied 
Pile them , a counter pickups before 2 matching labels slip 
and during the holiday season. Send them ee over standard boxes 
out with bills in November and Decem =SAR and labeling, preclod 
ber. They'll make loc of extra sales for ing carrying over any 
you. Order as many as you want. 2 1 unseasonable packaging 


Millers Falls Company, Greenfield, Massachusetts 
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CONSISTENT NATIONAL ADVERTISING 


is telling your customers about the 


HIGH QUALITY ~:~ REASONABLE PRICE 
of the entire 


ROKER 
Tree Giperano 


ALi ye fw} 


Boker Tree Brand Cutlery is popular...it’s reasonably 
priced ...it moves fast. Every item in the line is made of 
the finest cutlery steel. Each number is designed with your 
customer in mind. Good to look at... good to use... it 
means solid customer satisfaction. It will help build up your 
reputation for smart buying. 

An attractive, hard-hitting Saturday Evening Post adver- 
tising program is telling your customers about the fine 
quality and reasonable prices of the entire BOKER Tree 
Brand line. 


RANCHERO SET 
An example of Boker Tree Brand advance in packaging 
end design for cutlery. Handy viny! plestic ripper-closure 
carrying case. Moving fest everywhere. A marvelous gift 
item. Of course we hove BOKER Tree Brand 
table cutlery in popular block and other styles 





POCKET KNIVES DRESSMAKER SHEARS 
Famous everywhere for fine steel And every other type scissors and shears 
and fine looks. The expert's choice. ...incleding Pinking Sheers — quality 
Hundreds of patterns to choose all the woy — priced to sell of @ good 
from profit 


“PU... See the line that makes the profits 


H. BOKER & CO., INC. \f at booth 59 NAT'L HARDWARE SHOW 


CHAERIEED 1687 > YOU'LL SEE WHY YOU SHOULD STOCK 
NEW YORK 7 NEW YORK S/T BOKER TREE BRAND CUTLERY 
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ie the farmers who hold first place in Grady 
Cole's regard. His activities in their beball 
e won him ma: awards. He has been sell- 


ap 
ound 
. New® R ions 
v.¢. 1 stall 
i heard on 
may Neshville 
mW 
ween Noo® a. 
parotte 
ws PM ow F 
= is eM Mew 
2us . . 
wmuc new Orles 
Noo 
ee" wi. chee worth 
wor AM Pallas F* 
o w.F 
oar 
went AM sen ot 
N 
wonts pM shrexenor 
" M.¢ 
a F 
vy 
ED BROWN mis AM mone 
ie WIJJ's specialist in form 6 M. the 
. Bews and agricultural affsirs. He takes an wis, AM » 
interest in the 4-H and F.F.A. pro- @:15 


active 
Grams in bis listening area, and makes hun- 
dreds of friendly, personal contacts through 
bis broadcasts at auctions, feirs and other 
special agricultural events. 


‘| presents... 


Popular Radio Salesmen Help You Sell U-S-S Steel Products 


@ On ten leading southern stations, T.C.1. regularly presents a 
farm news program that is particularly directed to the farmers or 
ranchers in each station's listening area. The program content is 
specially chosen because of its interest to local farmers or ranchers. 
In addition, the men who are featured on the programs are out- 
standing radio personalities; some of them, like those pictured 
here, are among the leading agricultural authorities in their areas. 


, 


On and off the air, these men are helping to build a better busi- 
ness for the U-S-S Dealer 
Fence and Tenneseal V-Drain Roofing reach a large number of 
your customers most frequently. But their personal appearances 
(occasionally their broadcasts) at fairs, auctions, farm meetings 
and demonstration projects also turn friends into customers for 
the U-S-S Products you sell 

Listen to, and promote the T.C.I. Farm News Round-up in your 
locality. It will pay off in increased sales in your store. 


Their radio commercials on American 





TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFFICES: CHARLOTTE - FAIRFIELD - HOUSTON - JACKSONVILLE - MEMPHIS - NEW ORLEANS + TULSA 


U°S°S AMERICAN FENCE 
U°S°S TENNESEAL V-Drain ROOFING 
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Build 
Business 
and 
Profits 


More and more dealers are cashing in on the 
sales opportunities offered by Ruberoid Roll 
Roofing. They know that when they sell 
Ruberoid, they are selling a product that will 
build both their present profits and their future 
business. Ruberoid’s customer-satisfying qual- 
ity and time-tested performance can mean 
greater sales for you, too. 


In 1892, The Ruberoid Co. produced the first 
roll of ready-to-lay asphalt roofing ever made 
Now, nearly 60 years later, genuine Ruberoid 
Roll Roofing still leads the field. The original 
is still the best! For free literature, write The 
Ruberoid Co., 500 Fifth Avenue, New York 36 


Stock these “best-sellers” for profits: 


Color-Grained Asbestos-Cement Siding 

decorator-designed duo-tone colors, straight- 
grain “shake” texture, fireproof, rot-proof, 
weatherproof. A revolutionary concept of side 


wall treatment 


Dubl-Coverage Tite-On Shingles . . . the 
“hurricane-proof” shingle with the beautiful 


basket-weave pattern 


Stonewall Asbestos-Cement Board .. . the 
building material of 1001 uses. Rigid, fire 


N. Y.. or your nearest sales office in Baltimore, proof, rot-proof, almost indestructible, yet so 


Md.. Dallas, Texas, or Mobile, Ala 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 
% SOUTHERN HARDWARE for SEPTEMBER, 1952 


easy to “work.” 










STANLEY 
Hangers 


and Track 











Pe ee, 


















PLANTS 


See us at Booth No. 1, Netione! Hardware Show, 
October 6-10, Grand Central Paelece, New York 






He couldn't hit the side of @ barn door, the saying goes. _into a single length of track, as required. Box track is 
Today’s market for Stanley Sliding Door Hardware is weather-protected and dirt-shielded. 


bigger than all the barn doors! It includes commercial Are you promoting Stanley Door Hardware for all 
garages, machinery sheds, warehouses, industrial plants. it’s worth—for all these applications? The door is 
And you can hit the whole market ...meet the wide open for more sales and profit! Send for folder. 
requirements of any sliding door up to 1000 pounds 

with just three sizes of Stanley Track and Hangers. THE STANLEY WORKS © NEW BRITAIN, CONNECTICUT 


What's more, you know that every sale you make 
sells you. The frictionless hangers (ball bearing swivels, 
roller bearing wheels or ball bearing wheels, if you like,) 
coast quietly and easily under fingertip operation. The 
track sections are uniformly straight, and Stanley leg. U.S. Pat 
“Hold-Fast"’ Track Clamps bind the sections tightly HARDWAREeTOOLSeELECTRIC TOOLSeSTEEL STRAPPINGSSTEEL 
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6 
Send for catalo’ ue with full descript 































NEW CATALOG READY! 
Send for Yours Today 
Colorful, 8-page cata- 
log with big clear pic. 
tures, detailed specifi- 


al ti 3 i] . . 
SAVAGE) | feeay'torscesce 
Rotor Chief Write Savage Arms 


Corporation, Lawn 
Mower Division, 
Chicopee Falls, Mass. 
Or get one from your 
jobber. 








NG 
ONG ADVERTIS! 
BRINGS CUSTOMERS IN 


in Saturday Evening Post, 











SEE US AT BOOTH 12 - 
NEW YORK 





NATIONAL HARDWARE SHOW 
* OCTOBER 6-10 
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lease take me 
| Home'!... 


_ s<s.ceseeee* jobber. 














... that’s what the 





ISPLAYING any of the three Plymouth rope mer- The SalesRak sells 






prices 


rope where rope was never sold before. One or more 






of these Plymouth merchandisers makes your store 
“headquarters for rope” in your neighborhood. 










Set up one of these rope pushers and 






keep a check on sales—you'll be 
pleasantly surprised. 





















In addition to its three merchandisers, Plymouth offers 
carton-pocked cod rope for use with the SalesMoker 
Available in half and full coils up to ¥>" diameter, and in 
half coils only in 7," and 2" diameters. 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 





chandisers is like adding a special rope salesman rope off the spool 
to your staff . . . one that says quietly but effectively, Complete with display ond dis- 
. — pensing rock os shown. Contains 
“Here's that rope you need, come and get it! 16 spools (6 x 4", 6 x %", 4 x 


Yo"). The 4" and %" sizes are con 


These displays sell rope by the package, off the nected in units of 3 x 100' spools 

bs 7 The a" size is connected in units 

spool, or from the coil. They have accounted for in- of 2 x 100! spools. Rack holds 3 x 
. 4", 3x %", and 2 x Ve" spools at 

creases of as much as 40% in rope sales. They have sold ese Gk Bee wees Wilted tes 








The HandyPak sells rope 
by the package 


Contains initial stock of 13 attrac- 
tively packaged individual coils in 
50' and 100' lengths. Replacement 
coils available. Prices from your 







The SalesMaker sells 
rope from the coil 


Disploys, measures ond cuts 
rope in ony six sizes up to 
1" in diameter. Designed for 
retailers whose volume justi 
fies inventory in full or holf 
coils. Rope moy be fed from 
basement, overhead, shelves, 
or floor. Nearly 4,000 re- 
toilers testify to increased 
rope soles of 25% to 100% 
with this unit. Cost $17.50 
net. (Counter model $12.50 
net.) 



















| 
y 


Turn this around 
Y...for bigger business! 


Here’s a profitable idea to turn around 
in your mind. 

Many of the smaller items you deal in 
can build your business in bigger ones. 

For example, the stove bolt shown. Stock 
the finest made . . . RB&W .. . as well as 
other RB&W bolts, nuts, rivets and screws. 
These “bread-and-butter” items make sat- 
isfied customers that keep coming back to 
your store . . . build traffic for everything 
you sell. 

RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
And they're one of the few profitable, fast- 
turnover items that you can stock in quan- 
tity without worrying about style changes 
or damage. Thus, you keep time-consum- 
ing re-ordering to a minimum. 

You keep handling to a minimum, too... 
thanks to RB&W’s unique “upside-down” 
package that prevents spilling. This attrac- 
tive red and green package stands out on 
your shelves . . . clearly labelled to show 
in a jiffy the type and size you want. 

For fasteners that move fast, order the 
complete RB&W quality line today. 





106 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Iil., Los Angeles, Calif. Additional soles 
offices at: Philadephia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portlond, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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"Our paint department is 


successful and profitable... 








- because we have featured the Pee Gee line 
exclusively over a long period of years.” 


Mr. London keeps the Pee Gee line right up front 
in his big, recently remodeled store. His progressive 
further comments are instructive: 


“The reason for remodeling is, of course, to keep 
abreast of the times . . . in merchandising, display, 
and the many other factors that make a modern 
retail store. But . . . through the years and all the 
changes .. . we continue to feature the complete 
Pee Gee Line for a very definite reason. We have 
found that Pee Gee too, believes in remodeling, in 
keeping abreast of the times, in improving and 
developing their products, in introducing new prod- 


PEASLEE- GAULBERT 


ving the S« 
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R. P. London, Jr., President 
London Hardware Company 
Johnson City, Tenn. 


ucts, and in continually striving to help their dealers 
do a better selling job. 

“As we continue to grow and expand, we have an 
ally in the management of Pee Gee, with the same 
goal as ours . . . to serve the public better.” 

We at Pee Gee underlined those words of Mr. 
London's, because that’s the clearest statement of 
Pee Gee's dealer policy we've ever read! 

If you want a profitable, successful paint depart- 
ment from the very start, we suggest you investi- 
gate a Pee Gee dealership . . . as Mr. London did a 
good many years ago! 





See See 


PAINT & VARNISH COMPANY 


223 N. 150 reet Le ville. Kent 


3} 





sales power you've 
never seen before 


Tie in with mower quality you can prove . . . the Johnston 

line for 53. Two all-steel reel-type power mowers with exclusive 
pinion design, and a new quality-built rotary mower .. . 

all at competitive prices. See your wholesaler now. 


—soe LAWN MOWER 
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NEW PLANT 


NEW ROTARY MOWER 








¥ ata oot “ 


See Johnston for ‘53 — Booth 35 — National Hardware Show 


CORPORATION . Ottumwa, — 
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High Profits 
FOR © Quick Sales 
e Repeat Business 
Heh your jobber about the 
BERNZ-O-MATIC 
TORCH 


wrencnanouand i moderately priced for quick sale... 


Lights instantly even at 
30° below zero 














‘ : Lasts up to 15 hours 





— Approved for storage by leading 
mama fire marshals, laboratories, 
and insurance companies 
A 
“\ AD 


Built to last—ICC approved 
steel cylinder 





PACKAGED TO SELL 


The fast selling BERNZ-O-MATIC torch is packaged 
in a handsome, sales appealing, three color carton 
which acts as an extra salesman. In addition, you 
can get many other merchandising aids. 
BERNZ-O-MATIC is a name to remember. You'll 
be hearing more and more about BERNZ-O-MATIC 
products using this repeat sales-building dispos- 
able cylinder. Keep up with competition. Be sure 
that your jobber keeps you informed about BERNZ- 
* hl Reliable O-MATIC products made by: 
Siuce 1976 ° 


OTTO BERNZ CO., INC. ROCHESTER 6, N.Y. 
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Hardware and Allied Lines - Farm Operating Equipment 
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N are the choice Rud ~ 

tomers everyw 

\. cause of thelr superior 
end depend- 


\ quality 
able service. 
y 

* GLASWIK The leader in 
\ reputation end distribution 
N The original spun gless wick 
N and the only wick that is free 
™ of wire. Outlests several! ordi 
Nn nary wicks 
\ 


FPLAMEMASTER § Americe's 
N\ leading asbestos wick. Woven 
of wire reinforced high grede 
asbestos yarn 


BESWIK A woven asbestos 
wick that gives long depend- 
able service. Economical in 
\ price but equal in quality to 
other wicks. Attractive dis 
play cartons make « favor 
able impression on customers 


rors 
















TOP NOTCH Perfectly woven 
of highest quality cotton fitted 
into @ metal carrier. Fits Perfec 
tion, Miller, Nesco and other 
cook stoves and room heaters 
A good “repeater.” 





FASTHEAT “Accordion fold” 
construction makes FASTHEAT « 
universal wick . . . fits any stend- 
ard range burner. It is @ fast 
seller and strong repeater. 


WRITE FOR COMPLETE 

DESCRIPTIVE LITERATURE 
ROOM 503, 

GENERAL OFFICES 


ATLAS 
ASBESTOS 
COMPANY fen 


NORTH WALES, PA. 
30 YEARS OF PROGRESS IN ASBESTOS TEXTILES 


aa 
THEA 


Oe Wie 









tQaigiddhtihtdhtiitbt hited 


a 





SOLD 
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Simplified Pricing for 
Consumer Durable Goods 


OPS HAS PROVIDED 
methods for calculating ceiling 
prices for the approximately 100 
industries in the consumer durable 
goods field. 

The new regulation, CPR 161, 
must be used to determine the 
ceilings of all new commodities in 
troduced after September 24, 1952. 
its mandatory effective date. It 
may be used, at any time before 
that date. 

A major objective of the new 
regulation is to make price con- 
trol simpler for consumer dur- 
ables manufacturers, particularly 
the small ones. 

The new regulation provides, 
among other things, simpler re- 
porting requirements; more ac- 
curate pricing methods; some sub- 
stantive changes; innovations, such 
as 90-day letter orders to permit 
a manufacturer to test his market 
with experimental models; suspen- 
sion of controls over commodities 
whose effect on the cost of living 
is certain to be negligible, and 
special treatment for custom man- 
ufacturers 


simplified 


Comparison Pricing 


The basic technique of the new 
regulation is comparison pricing 
Ceiling prices of new commodities 
are established by comparing them 
with similar commodities for 
which ceilings have already been 
issued 

Perhaps the most important 
change made by this regulation, 
OPS said, is that the ceiling prices 
of new commodities can be estab- 
lished by reference to the ceiling 
prices of commodities introduced 
after the pre-Korean base period 
One of the major difficulties with 
previous new goods pricing meth- 
ods was that ceilings for new 
commodities had to be established 
by reference to the ceiling prices 
of commodities manufactured dur- 
ing the base period 


The policy of the regulation 
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is to reduce reporting 
manufacturers to a 


OPS said, 
burdens of 
minimum. 

Where it has been impossible to 
eliminate reports, the method of 
reporting has been simplified and 
streamlined. A printed form has 
been prepared for every report and 
application required by the regu- 
lation. These forms should make 
it easier for the manufacturer to 
give OPS the necessary informa- 
tion, since they make clearer what 
the agency wants to know 


* 
New Ruling on 
Fertilizer Sales 


OPS HAS AMENDED the General 
Ceiling Price Regulation to pro- 


vide that sales of fertilizer to 
farmers shall be considered retail 
sales instead of wholesale sales 
under the GCPR 

While the change in the law 
may raise ceiling prices somewhat, 
OPS cautioned that sellers who 
gave special prices to farmers dur- 
ing the base period or to different 
classes of farmers must continue 
to do so now. The amendment does 
not change the OPS rules which 
require that price differences to 
different classes of purchases must 
be maintained. 

The amendment was required 
by congressional amendments to 
the Defense Production Act. 

Under the amendment, a resell- 
er’s ceiling price for sales of a 

(Continued on page 85) 


Announces 4th Quarter Metal Allecations 


THE DEFENSE Production Ad- 
ministration has allocated copper 
and aluminum for the 4th quarter 
of 1952 in order that industrial 
users may comply with lead-time 
order limitations on these ma- 
terials. 

Final levels on steel, however, 
have not been established pending 
a determination of production loss 
resulting from the work stoppage 
in the steel] industry 

In commenting on the stee)] situ- 
ation, DPA Administrator Henry 
H. Fowler said that the 4th quarter 
1952 advance allotments for steel 
products will not be affected. 

The allotments are, in general. 
80 percent of 3rd quarter 1952 al- 
lotments, but adjustments may be 
required later because of lost steel 
production, which amounts now to 
about 45 days’ lost output. 

Copper allocations for the 4th 
quarter of 1952 are based on a sup- 
ply estimate of 402,000 tons of re- 
fined copper, which includes 
160,000 tons from foreign sources 
This supply estimate amounts to an 
increase of 57,000 tons over the 
original estimate because of the 


SOUTHERN 


new prices on copper imports. 

Major producers of civilian-type 
copper products requiring more 
copper than is permitted by self- 
certification will be allocated the 
metal at about the same level as 
that of the 3rd quarter of 1952, 
which is approximately 50 percent 
of base level 

Fourth quarter 1952 aluminum 
allotments have been based on a 
minimum supply of 731 million 
pounds. In making the allocations, 
ample allowance has been given to 
loss of aluminum due to water 
power failure. Should losses be less 
than anticipated, additional sup- 
plies will become available for 
stockpiling. 

In making allocations for the 4th 
quarter of 1952, account was taken 
of the increased quantities of cop- 
per and aluminum which may be 
self-certified by small users under 
recent relaxations of the Con- 
trolled Materials Plan. In effect, 
these relaxations make more cop- 
per and aluminum available to 
small manufacturers and simplify 
procedure in obtaining controlled 
materials. 


HARDWARE for SEPTEMBER, 1952 








‘Longest-Lasting Screening 
you can buy!" 


Here’s what he'll tell you: 


“I've stopped carrying 2, 3 or 4 kinds of screen cloth. I concentrate 
on the one screen cloth that satisfies almost everyone — LUMITE. 


“This not only cuts inventory costs, and saves stockroom and dis- 
play space. It also gives me a bigger profit on a bigger average 
unit sale. 


“What's more, I sell more screen cloth than before, because 
LUMITE gives me the hottest sales-story in screen cloth—'LONGEST- 
LASTING SCREEN CLOTH YOU CAN BUY!’ 


“My costs are down — sales and profits wp — since I switched to 
LuMITE exclusively.” 







HERE’S THE INFORMATION YOU'VE BEEN WANTING ! 





LUMITE BOX SCORE 


Compore Lumite with others, feoture feoture, ond will 
Brad's Hardware, Lakewood, N. Y. feature the vem 4 Lumive! poe 


GEORGE J. BRADFORD 





by the Lumire | METAL “A”| METAL “B"| METAL “C” 

wered - 7 Resistance to weather —— 

Soles Ro" _dvertisin® | icetensinni | sie 
g-hitting = (impect tests) 

Leo. d gr et dustry ' cen it rest, pt oxidize we 
































: NO Yes ves 

m the —_ Fe Hermed by humidity, 

- Cy colt alr, emoke or fumes? No ves ves ves 
Can it couse steins? NO ves ves re) 
May it need protective 

Ask your wholesaler for intinal® no ves ves ves 





FREE LUMITE SALES AIDS! 


LUMITE DIVISION 
Chicopee Mills, Incorporoted 
47 Worth Street, New York 13, N. Y. 


LUMITE is ideal for every exterior use! 


Under the worst exposure conditions. 
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Rising Sales Predicted 
for Last Half of 1952 


RETAIL SALES now on a high 
plane following months of slug- 
gish activity promise to be flourish- 
ing during the autumn months 
The indications are that business 
will rise gradually, reaching a peak 
in 1953 and remaining good dur- 
ing next year. 

The steel strike, while bringing 
about some shortages in heavy 
consumer durables, served to 
stretch out still further the arms 
production program. It will take 
months to get the arms program 
rolling again thereby assuring 
prosperity in the months ahead. 

Meanwhile, a rise in incomes 
points to the further rise in con- 
sumer spending. In June, personal 
income was at an annual rate of 
266 billions a year, a rise of 1.5 bil- 
lions from May. Income rate for the 
first months of the year, at 263.8 
billions, was qa new record, well 
above the 1951 period 

At the same time easy terms for 
installment credit are stimulating 
the sale of automobiles, household 
appliances, furniture and other 
durables. Reflecting the upward 
trend of retail sales, retail inven- 
tories of all kinds shrank to a total 
of 17.7 billions on July 1, down 
250 millions in June. Retail stocks 
were the lowest in 19 months and 
were 14 percent below the May 
1951 peak. 

Farmers, likewise, continue in a 
strong position financially, though 
the severe drought condition in the 
Southeast will restrict farm buy- 
ing power in those states. 

Farmers’ cash receipts in July 
were about 2.5 billion dollars, 10 
percent above June because of 
seasonally larger marketings, but 
slightly less than in July of last 
year. Cash receipts from market- 
ings in the first seven months of 
1952 totaled approximately 15.7 
billion dollars, 2 percent more 
than in the corresponding period 
last year. The volume of market- 
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ings was about five percent larger 
than last year, but prices averaged 
a little lower. 


* 


Farm Prices Received 
Show Slight Increase . 


HIGHER PRICES received by farm- 
ers for eggs, milk, hogs and com- 
mercial truck crops as of July 15 
were mainly responsible for a 
three point (one percent) rise over 
last month in the Index of Prices 
received by Farmers, the Bureau 
of Agricultural Economics has an- 
nounced. In contrast, prices for 
beef cattle, potatoes, cotton, wheat, 
calves and several other farm 
products were lower. Cotton prices 
declined from 38.02 cents per 
pound in mid-June to 37.02 cents 
in mid-July, 2.09 cents less than in 
July a year ago. 

Meanwhile the Index of Prices 
Paid by Farmers remained at 286. 
A slight rise in the average price 
of commodities bought for family 
living was accompanied by a de- 


cline in the seasonally adjusted in- 
dex of farm wage rates. Prices of 
production goods remained the 
same as in June. 


7 


Residential Construction 
Declines in First Half. . 


EXPENDITURES FOR nonfarm resi- 
dential construction in the first 
half of this year were at an annual 
rate of about 11 billion dollars, 
nearly seven percent smaller than 
in the same period last year. Hous- 
ing starts in the first six months 
totaled 567,500 units or about four 
percent fewer than a year earlier, 
according to the Department of 
Commerce. 


+ 


Tebacce Prices Received 
Above the 1951 Peried . 


GEORGIA AND Florida auction 
markets for the 1952 crop of type 
14 flue-cured tobacco opened on 
July 21 with prices averaging 
about 52 cents per pound for sales 
through July 31 compared with 51 
cents in the comparable period of 

(Continued on page 86) 





% change 

in sales 

June 1952 
from 


May 
1952 


Geographic 
Division 


June 
1951 


% change Stock-Sales 
in inventories Ratio 

June 1952 
from 


May 
1952 


June June 
"52 "51 


June 
1951 





U. S. Total 
Sales 


Hardware: 


South 
Atlantic 0 | 


East South 
Central +8i— 


8 
7 


West South 
Central +10 | 


| 
i 


2 9 











7 | 
+34 | + 7] 168 | 199 


261 
201 


263 | 














Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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BARCALO 
BOX WRENCH 
SETS (“= Whe) 


SET yourself up 
for bi WRENCH protits / 


WITH 9 FAST-SELLING BARCALO WRENCH SETS 


Meet us at Booth No. 124-126 Packed with appeal for your customers — and profits for you! Just put these 


NATIONAL HARDWARE SHOW gleaming drop-forged BARCALO wrench sets out where they can be seen 
October 6-10 and watch ‘em sell themselves for you. Barcalite plated or polished 
chrome finish. Order a supply now from your Barcalo Representative. 


BARCALO 
OPEN END 
SETS (/x'- 1’) 


BARCALO 
COMBINATION 
SETS (3%"-1%") 


Double-duty wrenches in a 
complete range of sizes 
Available in colorful metal 3506 1346 MH 
‘ athe 
es attractive leather 6-Plece 6.Piscs 1354 RL 
Double-Duty Polished Chrome 14-Piece Polished Chrome 


BARCALO MANUFACTURING COMPANY, BUFFALO & NH. YF 
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Stanley Names Bauman 
Asst. Sales Manager... 

Georce P. MERRILL, general 
sales manager of The Stanley 
Works, New Britain, Conn., an- 
nounces the appointment of Carl S 
Bauman to the position of assistant 
general sales manager. As assistant 
general sales manager, Mr. Bau- 
man will be responsible for as- 
sisting, directing, and supervising 


Carl S. Bauman 


the field sales organization and 
will generally assist Mr. Merrill 
with the definition and accom- 
plishment of sales objectives 
Curtis W. Christ as assistant gen- 
eral sales manager will continue 
his activities in sales work, at the 
New Britain office, whereas Mr 
Bauman’s activities will center 
around the field sales organization 


+ 


Vaco Opens New Dallas 
Factory Branch ....... 


THE OPENING of a new factory 
in the Southwest area has been an- 
nounced by Vaco Products Co., 317 
E. Ontario, Chicago, Ill., manu- 
facturer of screw drivers, nut driv- 
ers, and special small mechanics 
tool kits. 

The new branch, located at 1325 
McKinney Ave., Dallas 2, Texas, 
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will warehouse an adequate stock 
of the more than 250 styles and 
sizes in the complete line, it was 
announced. L. C. Heilman, who 
has been with the company for 
20 years, has been appointed 
branch manager 

The Dallas factory branch is 
part of a long-range Vaco program 
to facilitate service to its whole- 
salers and dealers in all areas of 
the country 


. 


J. L. Merris, Dicks-Pontius 
Representative, Dies .... 


J. L. (Jack) Morris, a Southern 
Representative for the Dicks- 
Pontius Company, of Dayton 
Ohio, died July 9th, following a 
short illness. Mr. Morris made his 
home in Douglasville, Ga. He was 
53 years of age 


+ 


Weoster Names Buckwalter 
General Sales Manager... 


J. K. BUCKWALTER, direct sales 
manager of The Wooster Rubber 
Company since 1948, has been 
named general sales manager of 
the organization. In his new posi- 
tion he will be in charge of Rubber- 
maid houseware and Rubbermaid 
Kar-Rug sales in the United States 
and Canada. He succeeds J. Robert 
S. Conybeare, who recently re- 
signed 

Since he joined the Rubbermaid 
organization, Mr. Buckwalter has 
been in charge of sales to specialty, 
chain, mail order and export com 





J. K. Buckwalter 


panies. He entered the Wooster 
company following sales and in- 
dustrial engineering experience 
with the U. S. Asbestos Division of 
Raybestor- Manhattan Inc. at 
Mannheim, Pa 


. 


Yale & Towne Constructing 
New Tennessee Plant... . 


THE CONTRACT TO build the new 
Yale lock and builders hardware 
plant at Gallatin, Tennessee has 
been awarded by The Yale & 
Towne Manufacturing Co., and 
ground was expected to have been 
broken in July. 

The new plant, which is sched- 
uled to be completed before the 
end of the year, will be a one-story 
building with a floor area of ap- 
proximately 75,000 square feet, it 
was announced by the manufac- 
turer 


Yale & Towne’s proposed new plant in Gallatin, Tenn. 
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Sale sman 








No hardware dealer using the McKay Silent Chain 
Salesman needs a long winded sales story. The 
Silent Chain Salesman shows nine actual chains, 
lists sizes and prices. You can increase chain sales 
easily with this ‘packaged promotion.”” Write and 
find out how! 


THE McKay company 


442 McKAY BUILDING + PITTSBURGH 22, PA. 
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Miracle Names Stafford 
Southeast Div. Manager 


MIRACLE ADHESIVES Corp., 214 
East 53rd St., New York, N. Y., an 
nounces that R. K. Stafford has 
been appointed divisional manager 
of the Southeast area. His offices 
are located at 221 Lauriston Bldg., 
Lake Worth, Fla 


* 


Langley Representatives 
Hear Expansion Plans . 


DETAILED PLANS FOR an expanded 
line of Langley. reels, rods and 
other fishing equipment were dis- 
closed to Langley gales representa- 
tives from thfoughout the United 
States at a week-long meeting in 
San Diego, California, recently 
The meeting culminated with a 
deep-sea fishing trip to the 
Coronado Islands in Mexican 
waters, with Henry I. Mandolf, 
president, and Richard G. Miller, 
executive vice president and world 
champion caster, as hosts. 

At the meeting, held at Langley 
Corporation's home office in San 
Diego, it was announced that a 
new Langley spinning reel will be 
added to the line for the 1953 sea- 
son, and production of a new spin 
seat was disclosed. The spin seat, 
it was reported, will overcome the 
disadvantages of present spinning 
reel seats 

Other expansion plans include 
more Langley rods and bait casting 


reels, as well as the return to pro- 


it AP 
cai 


Reelcast, low 
410° Whitecap, 
and salt water 


duction of the “500 
end reel, and the 

combination fresh 
reel 
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National Serew Elects 
New Officers ...... 


Directors or The National 
Screw & Mfg. Co., Cleveland, Ohio, 
have elected Donn D. Greenshields 
executive vice president, it has 
been announced by H. P. Ladds, 
president of National, whose divi- 
sions include Hodel] Chain Co., 
Cleveland, and Chester Hoist Div., 
Lisbon, Ohio 

Mr. Greenshields, recently elec- 
ted to the board and vice president 
of National since 1949, was former- 
ly production manager of the com- 
pany’s Cleveland plants. He has 
served with National in sales as 
well as manufacturing since 1934 

The board also named George F 
Jenkins, general sales manager, as 
vice president, sales. He has 
headed sales activities of the Na- 
tional organization the re- 
tirement of the late Benjamin H 
Jones, sales vice president, in 
March, 1950. Mr. Jenkins had to 
that time been industrial sales 
manager, and has played a major 
part in developing the company’s 
packaging, merchandising and ad 
vertising programs 

Robert E. Black 
assistant manager for the 
past two years ! 


since 


who has bee 
sale 


become ales man 


Langley representatives at San Diego meeting 


NEWS (Continued trom page 40) 


ager. He has been in charge of in 
dustrial sales, and for several years 
previous had been active in the 
company’s Chicago sales office 
Kenneth A. Miller has been ap- 
pointed assistant sales manager, 
following two years as manager of 
distributor sales. He will continue 
his activities in the distributor 
field, in which he is a veteran in 
experience of nearly 20 years 


. 


MIRRO Appoints Taylor 
Ga.-S. C. Representative 


D. R. (Rep) TayLor recently 
was appointed a MIRRO aluminum 
utensil representative in Georgia 
and part of South Carolina. He will 


D. R. Taylor 


contact the retail trade in this area 
with his headquarters in Augusta 
Georgia 

Mr. Taylor has six years 
experience and is well acquainted 
with housewares. A _ veteran of 
World War II, he spent three years 
with the Army. Before being 
signed to his new territory, he 
completed the company’s training 
program at the home office in 
Manitowoc, Wis 


selling 


as- 


* 


Peck, Stew & Wilcox 
Elect New Officers . . 


MarK J. LACEY, re-elected presi- 
dent and general manager of The 
Peck, Stow & Wilcox Co., South- 
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Leads the League— 


MAKE more sales hits, and knock in 

more profit runs, with the com- 
plete SSIRCO quality Line of Distributed 
PRODUCTS. There is a product for almost 
every building and repair need for the home, 
for the farm, and for industry. Each product 
is a quality product—nationally advertised . . . 
a well-known name. Each is easy to sell. Each 


is profitable to sell. The SSirco line increases 








= Se RSS 7 7 


The SSinco Quality Line of DISTRIBUTED PRODUCTS™ 


IN HITS: MORE SALES 
IN RUNS: MORE PROFITS 


your batting average in total volume of sales 
and in gross profit. 

Besides, you can make the SSirco Ware- 
house nearest you your stock room. Overnight 
Delivery or Drive-in Pickup from one of the 
sixteen SSirco Warehouses strategically lo- 
cated throughout the South will keep you 
supplied—without a large inventory invest- 


ment. That, too, means more profits for you. 


Write for Complete Details, Including Price List 


SOUTHERN STATES 


IRON ROOFING COMPANY 


<r 
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INDUSTRY 


ington, Conn., announces the fol 
lowing other officers: Samuel C 
Wilcox, executive vice president 
and treasurer; Lee P. Smith, secre 
tary and assistant treasurer; Elmer 
J. Murray, vice president and sales 
manager of the Pexto Tools Divi- 
sion; Francis L. Ashworth, vice 
president and sales manager of the 
Pexto Machinery Division; and 
Walter Grubenmann, vice presi 
dent and superintendent 

All of the officers have been as 
sociated with Pexto for several 
vears, Mr. Lacey announced 


° 


Hager Names Campbell 
Eastern Sales Manager 


C. Hacer & Sons Hinge Manu- 
facturing Company, St. Louis 
have announced the appointment 
of Arthur H. Campbell, formerly 





/ 


Arthur H. Campbell 


Hager architectural representative 
to the new post of eastern sales 
manager, with headquarters at 10 
Murray Street, New York City 

Hager’s Eastern Division com 
prises New York, New Jersey, 
Maine, New Hampshire, Vermont, 
Massachusetts, Connecticut, Rhode 
Island, Virginia and West Vir- 
ginia, the Washington, D. C. area 
Delaware, Maryland, North and 
South Carolina, Georgia and Flori- 
da 

Mr. Campbell was with P. & F 
Corbin before joining the Hager 
organization in 1947. He is a 
graduate of Trinity College, and 
served as a Naval Officer during 
World War II 
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NEWS 


National Screw Promotes 
Washabaugh; McBurney 


ANNOUNCEMENT WAS made re- 
cently by H. P. Ladds, president of 
the National Screw & Manufactur- 
ing Co., Cleveland, Ohio, that S. M 
Washabaugh, who has been in 





S. M. Washabaugh 


charge of its West Coast subsidiary, 
has been promoted to director of 
sales research of the entire com- 
pany, which includes the Hodell 
Chain and Chester Hoist Divisions 

Howard McBurney was elected 
vice president, and E. H. Jones 
was elected vice president in 
charge of manufacturing of the 
National Screw & Manufacturing 
Co., of California 


. 


Stanley Works Relocates 
New York Offices ..... 


THE LEASING OF seven large of- 
fices in a modern building at 40 
Worth Street, New York, N. Y 
and the re-establishment of offices 
and salesrooms for domestic busi- 
ness is announced by R. W. Cham 
berlain, vice president in charge of 
sales, The Stanley Works, New 
Britain, Conn 

According to Mr. Chamberlain 
re-location of the New York office 
will provide up-to-date quarters 
and better service facilities 
Charles Pincus, New York district 
sales manager of The Stanley 
Works, has been appointed office 
manager of the new offices, in ad- 
dition to his regular duties 


SOUTHERN 


(Centinued from page 42) 


No products will be warehoused 
at the new offices. With the trans- 
fer of the firm's export division in 
May of this year from New York 
City to the Stanley Tools building, 
New Britain, Conn., the need for 
such a large building was elimi- 
nated and the eight story sales and 
showroom building at 100 La- 
fayette Street was sold to the 100 
Lafayette Street Corporation 

Included in the move of the New 
York offices to 40 Worth Street are 
the following divisions: hardware 
hand tools, electric tools, steel 
strapping and steel. The service 
department of Stanley Electric 
Tools has also moved to the new 
location, according to the an- 
nouncement from the company 


. 


American Appoints Ritz 
to Winston-Salem Area . 


THE APPOINTMENT OF Jack R 
Ritz as distributor in the Winston- 
Salem territory is announced by 
W. B. Crew, executive vice presi- 
dent and genera] manager of the 
American Floor Surfacing Machine 
Co., Toledo, Ohio. Mr. Ritz has 
been working out of the Toledo of- 





Jack R. Ritz 


fice and plant for the past two 
years, completing the American 
sales training program 

Born and reared in Toledo, Mr 
Ritz spent 18 months in the Army 
and was awarded the Purple Heart 
He graduated from the University 
of Toledo 
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id laggs 
Mer Chanalsing 


I' the end of summer means your display of lawn 
fence is relegated to the stockroom, you're miss- 
ing a lot of sales opportunities. Many homeowners 
who didn’t have the time earlier in the season can 
be sold on making a fence their fall project. 

In fact, in areas where the winter remains fairly 
open, there’s demand for lawn fence every month 
of the year. So keep Cyclone “Red Tag” Lawn 
Fence out where your customers will see it . . . and 
keep your stocks complete. 

A complete stock of Cyclone “Red Tag” Lawn 
Fence means both woven and welded styles . .. 
both single and double-loop construction . . . in 
the heights that your customers call for. And it 
means a complete stock of Cyclone Gates 
every fence customer needs at least one gate and 
often more. 

Keeping Cyclone Lawn Fence on your floor the 
year ‘round gives your customers repeated op- 
portunities to examine the features that make 
Cyclone a better-looking, longer-lasting fence. 
And they'll see the familiar “Red Tag” label, a 
symbol of quality in hardware products for more 
than half a century. 

Check your stock today and order from your 
jobber. He'll be in the best position to fill your 
requirements. 

CYCLONE FENCE DEPT, AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 


WAUKEGAN, ILLINOIS . SALES OFFICES COAST.TO-COAST 
UNITED STATES STEEL EXPORT COMPANY, WEW YORK 


US'S CYCLONE 
“Red Taq” 
HARDWARE PRODUCTS 
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help vour CUSTOMERS 


* SELECT THE BEST... 


hand them 
CHAN WELLOCK 





Chaennellock phers are made by skilled 
ecraftemen of « yay my A known for nearly 
3 4 ef @ century for ite highest quality pro- 
ducts The outstanding features of Channel- 
lock plers such as Longer Wearing. No Wear 
on the Joint Bolt. Closely Spaced Adjustments 
and Greater Strength make them the most 
desired pliers 

Whenever your customers ask for pliers 

help them select the Best Hand them 
Channellock 

And remember, Only Champion DeAr- 
ment makes Channellock. Send for Cataloy 
D8 todey 


CHAMPION DeARMENT TOOL CO. 
Meadville, Pe. 


Channeltoch piers are listed in the 
Yellow Pages of most lelephons 





| 
WHOLESALER NEWS 





P. T. Wyatt Observes 66th 
Year with Raleigh Firm. . 


JULY 31 MARKED P. T. Wyatt's 
66th anniversary with Job P. Wyatt 
Sons Co. of Raleigh, North Caro- 
lina; and as usual he showed up 
for work exactly on time 

Mr. Wyatt has missed only a 
few days from work during his 66 
years with the firm, a tenure that 
began five years after Job P 
Wyatt, his brother, founded the 
company. Known as “Uncle Pat” 
to friends and associates, he has 
been secretary of the organization 
since it was incorporated in 1907, 
and also spends much of his time 
out talking with customers 

Though he was 86 last May, he 
still appears at his office by 9 
A. M. and now stays there until 
2 or 3 P. M. When he came with 
the firm, its office was 15 x 60 feet 
in size. Today it is 105 x 265. 

Since Mrs. Wyatt's death 10 
years ago, “Uncle Pat” has lived 
alone in his apartment in the 
Capital Apartments, where he col- 


lects antiques. He has two children, 
Mrs. Sam Sparger of Durham and 
Dr. A. T. Wyatt of Raleigh 


° 


Sheffield Inaugurates 
Dealer Mobile Display 


SHEFFIELD HARDWARE Co., Amer- 
icus, Ga., recently inaugurated a 
new service for its dealers—a Deal- 
er Mobile Display. The display 
consists of a 24-foot aluminum 
trailer, which will be filled with 
seasonal merchandise for dealer in- 
spection. At the present time, the 
display is made up of the com- 
pany’s Christmas toy line and is 
covering the firm’s entire territory 
This enables dealers to make their 
toy purchases without making ex- 
pensive trips to toy shows or to 
markets in larger cities, according 
to John W. Sheffield, president. 

The display will be used to pro- 
mote housewares after the toy pro- 
motion is completed, with fishing 

(Continued on page 82) 








SOUTHERN HARDWARE for SEPTEMBER, 











ANOTHER LYFAIN sales MAKER! 





AN ACCURATE HIGH QUALITY STEEL TAPE 
HIGH 1 avauity @ MADE TO RETAIL AT POPULAR PRICES! 


onl $<350 


25-FOOT LENGTH 











\ KAN AN ORAS Wat ~~ 


© LOW wn price 


REGULARLY FURNISHED WITH 
HOOK RING—NO EXTRA CHARGE 





WITH 


wit 
LENGTH STANDARD HOOK oe 
RING RING 


25 FEET 430 H430 8=—_ $3.50 
50 FEET 433 H433 4.50 
75 FEET 435 H435 5.50 
100 FEET 436 H436 6.50 


cts Suan Wont WEST OF HOCH “ROYAL” Ni-CLAD 


Dependable Lufkin quality available in the lowest-priced quality steel tape on the 











market. Long wearing line of hard nickel-plated steel resists rust and corrosion. Because 
the line is metal throughout it will outwear soft-coated tapes many times. Durable black 
markings stand out sharp and clear for easy readings. Rust resistant welded metal 
case liner is covered with tough, dark green vinyl. Plated trim. Folding flush handle 
opens with push pin. Market unlimited—make every home owner a tape owner. Your 


jobber has the Royal Ni-Clad in stock—order your supply today. 







Jeast ON LUFKIN SALES PROMOTION AND ADVERTISING. NEWS. PUBLICITY RELEASES. AND ADVERTISING 
> WILL APPEAR IN HUNDREDS OF TRADE AND CONSUMER MAGAZINES MILLIONS OF BUYERS WILL BE 
lai REACHED. FOR NEWSPAPER MATS. COPY. AND ENVELOPE STUFFERS ON THE NI-CLAD TAPE WRITE 
Fs qi- =) THE LUFKIN RULE COMPANY, SAGINAW. MICHIGAN. DEPT. SH 
ee 


if PAYS TO SELL [UFKIN TAPES « RULES « PRECISION TOOLS 


THE LUFKIN RULE CO., SAGINAW, MICHIGAN + 132-138 Lofoyette St. New York City «© Barrie, Ontario 
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RAP up a harvest of profits 


this year with Dixtsteer Bale Ties. There's a big 


profit in every bundle you sell, so make your store 
ld {| headquarters for the bale ties preferred by Dixie 
farmers—DItXxtsTeeL. 

- Farmers like Dixistee. Bale Ties because they 

. are easy to work, yet strong enough to withstand 

[0 S WI more strain than is ever brought to bear on them. 

Dealers like them because the Spiral Wrap 

keeps the bundle in perfect condition, stiffens it 

: and makes it easy to handle. Ties do net become 

| Y S T bent or tangled. The bundle is clearly tagged on 
r / L the end to show the gauge and length of ties. 


\ complete range of Dixisteet Bale Ties is 


available. 


® 
ALSO AVAILABLE! DIXISTEEL Wire for 
John Deere Automatic Hay Balers. 


spiral wrapped 
single loop 








eee Dei eee COMPANY - ATLANTA, GEORGIA 
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This Merchandising Program Means 





to show a worth-while return 
from power tool merchandising, he 
must keep in mind the truth of the 
old axiom: “You get out of it what 
you put into it.” 

We have been aggressively 
merchandising power tools for the 
past five years, and during that 
time we have learned that there is 
a lot more to this specialty field 
than appears on the surface. With 
terrific competition stemming from 
the mail-order houses, auto supply 
stores, lumber yards, etc., the 
hardware dealer must be careful 
to plug up in advance every po- 
tential “profit leak,” develop a 
separate merchandising program 
which will insure that his store 
will be first considered when a 
home-owner begins to think of 
buying a power tool, and set up a 
service program which involves a 
complete, attractive stock of ac- 


: THE HARDWARE retailer expects 





cessories, good reliable service 
and all other factors 

The essentials to power tool suc 
cess, of course, include such ele 
ments as a good location, plenty 
of nationally-advertised brands 
which have plenty of newspaper 
advertising support, adequate 
space to display tools away from 
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MORE PROFITS 
from 


POWER TOOLS 


By Rebert Stavinoha 


Modern Hardware & Applience Co. 
Temple, Texas 


the hub-bub of the sales floor, and 
active demonstrations whenever 
possible. We managed to meet all 
of these requirements when we 
opened our large hardware store 
on a prominent downtown corner 
six years ago, but we soon found 
that even the foregoing combina- 
tion is not enough 
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A large stock of replacement parts and accessories is a “must” for power 
tools sales, and they are displayed on this mezzanine space 


With the profit spread in power 
tools considerably more limited 
than in pre-war years, the matter 
of competition is particularly im- 
portant. Carrying those lines of 
power tools which benefit from a 
tightly-controlled price policy and 
exclusive franchises is not enough 
to insure a good return, as there 
are other brands on the market 
which are “price footballs” and 
which almost any competitor can 
obtain if he so desires 

Thus, from the outset, we found 
it necessary to carry a larger in- 
ventory—in excess of $3500—than 
the local population actually war- 
ranted. What we actually did was 
to “sew up” one line of power tools 
which otherwise might have of- 
fered local competition. We carry 
a full inventory of this brand in 
stock, merely to maintain the 
franchise exclusively with our 
store. We are currently carrying 
three well-known lines, enjoy 
volume equally distributed among 
the three, and, while the invest- 
ment is large, we enjoy a com- 
paratively clear field 

Next, the need for display and 
demonstration has necessitated 
some radical changes. Power tools 
do not show to best advantage if 
they are crammed in among many 
other lines, and certainly it is 


Still more power tools are dis- 
played in a large room behind 
the record department. Fre- 
quent ads invite the public to 
attend “all-day demonstrations” 





them 
square 


demonstrate 
few 


sales 


impossible to 
with no more than a 
feet available on the floor 
Therefore, we display our power 
tools at three points through the 
store, in the windows, in a large 
separate room at the right-rear 
and on‘a new “deck” which we 
constructed a few months ago. The 
new “deck,” with dimensions of 
50x24 feet of space, cost us only 
$500, and it utilizes waste space 
brought about by an extremely 
high, old-fashioned ceiling. On this 
elevated “deck,” conveniently 
reached by a flight of stairs from 
the downstairs power tool display 
we have plenty of space to show 
every tool carried in stock, and to 
actually demonstrate the machines 


without noise, dust, etc., disturbing 
other customers. Thus, there are 
at least three separate power tool 
displays throughout our store at 
all times, with the most important 
factor being the loft display, out 
of the stream of traffic, and con- 
venient for active display when- 
ever it is desired 

Construction of the “deck” like- 
wise made it possible for us to 
bring one of our most important 
merchandising assets into opera- 
tion. This is our complete power 
tool accessory department; it cur- 
rently contains more than $1,000 
worth of parts and accessories, 
which are difficult to obtain other- 
wise. The size and completeness of 
our accessory department has 
proven itself unquestionably our 
number one “repeat sales” asset. 

Displaying the accessories to 
dubious customers has had the ef- 
fect of making literally scores of 
sales which otherwise might have 
gone elsewhere. Contractors, car- 
penters, hobbyists, etc., have, in 
many instances, purchased power 
tools from us at full price, where 
they might possibly have shaved 
off a few dollars elsewhere—en- 
tirely because of the accessory sec- 
tion. We carry all belts, grinders, 
disks, chucks, gears, bits, motors 
motor parts, electrical fittings, 
sanding disks and belts, machine 
parts, etc., necessary to use every 
power tool in stock—and no mat- 
ter how slow-moving a part may 
be, we will constantly keep it 
available. This has built such con- 
fidence and that we are 
realizing a unsuspected 
66) 


appeal 
totally 


(Continued on page 
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The only stipulation of this 
“Swap-It" advertising program 
is that the person placing the 
advertisement must come into 
the store and write out the 
“swap notice” himself, on letter- 
head forms provided by the 
store for this purpose 





SING THE “Swap-ItT” idea as a 
fone tng G & R Hardware Co. 
of Pensacola, Florida, developed 
an advertising program that has 
been successful in solving the 
Number One problem of many 
suburban stores—how to create 
volume store traffic that results in 
volume sales 

The idea of “The Old Trader 
radio program was conceived by 
Bob Reynolds and John Gabel, co 
owners of the company and firm 
believers in the idea of service to 
the community, in both advertis- 
ing and merchandising. A store's 
advertising, they point out, should 
clearly indicate to customers the 
atmosphere of the store and the 
nature of the people behind the 
advertising 

Though simple in plan and con- 
tent, “The Old Trader” program 
definitely has brought results 
G & R Hardware Co. buys time on 
the air, 15 minutes three times 
each week. This time is devoted to 
helping anyone sell or purchase 
used articles. The only stipulation 
is that the person placing the ad 
vertisement must come into the 
tore and write out the swap 





RADIO ADVERTISING 
THAT PAYS OFF! 


By J. Fitzgerald 


notice” himself. Letterhead forms 
on which the notices are written 
are provided by the store. These, 
in turn, are submitted to the radio 
station to be read during the 15 
minute programs 

According to the owners, the 
program is an answer to the often 
heard question: “This thing is too 
good to throw away, but what 
shall I do with it?” The answer is 
to swap it; and G & R Hardware 
Co. provides the swapping outlet 
free of charge 

Reynolds encounters skepticisn 
among prospective “swappers’ 
daily. They cannot understand that 
they are really getting something 
for nothing. But when they do 
understand it, they accept it gladly 

‘The program certainly brings 
people into the store,” Reynold 
pointed out. “And from that point 
on, it’s up to us. I don’t mean that 
we rush them and try to sell them 
something. In fact, we don’t. But 
we have fifteen 4 x 8-foot tripk 
decker island display counters, and 
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that means 1440 square feet of 
carefully selected merchandise in 
the center area of the store 

We judge impulse sales to be 
approximately 80 percent, and 
those sales are hard to ‘snag.’ So 
we train our sales personnel to be 
watchful and attentive, but never 
over-eager. With us, there’s no 
such thing as a ‘small sale.’ The 
woman who drops in today for a 
}-cent percolator top may be back 
next week to stock up on all of het 
gardening needs, if she is made to 
feel welcome and appreciated 

And, incidentally,” he added 
we pay particular attention to 
local customers who come in for 
gardening supplies. I keep on 
hand a supply of small, inexpen 
ive items, such as gardening 
gloves. I just include a pair of 
these, free of charge, or a clothes 
pin apron for the lady custome! 
who is buying laundry supplies 
All of these little attentions count 
tremendously in making people re 
member you and want to come 
back 

Strangely enough, while both 


thei 


idvertising and merchandise seen 


be geared more to suburban and 


5! 


et eR ee me 








rural needs, the city trade is grow 
ing steadily. This supports Reyn 
olds’ contention that people like 
to be appreciated. “If you work 
hard enough to give people a lit 
tle something extra for the money 
they spend with you, they aren't 
going to forget you when the big 
job comes along,” he explained 

The G & R Hardware Co. recent 
ly celebrated three years of grati 
fying growth. At present, the own 
ers are going through an expan 
sion program whereby they have 
literally built a new concrete block 
tructure around their original 
store, which consisted of a serie 
of small frame and masonry build 
ings. The store was not closed for 
a day during the remodeling, even 
though sales personnel had diffi 
culty in distinguishing between 
customers and workmen at times 
Sales skyrocketed during this in 
terval, which seemed to indicate 
that people like to be where things 
are happening, Reynolds said 

The property on which the new 
72 x 60-foot building stands fronts 
183 feet on busy North “O” Street 
and extends back 121 feet on Jack 


The paint display is on open 
shelves across the north wall 
of the store. Impulse sales. 
created by the advertising pro 
gram to increase store traffic. 
account for approximately 80 
percent of total volume 


and rear of the present 
across the entire front of the 
ing are designed for equ: 


with special emphasi 


} 


The sporting goods department 
occupies one full side of the 
store for an attractive, year 
round display. Copies of all 
changes affecting hunting and 
fishing regulations are offered 
by the store to customers 


The paint displ s on oper 
helve acro the north wall of 
the store. Garden tools and rakes 

lung in orderly ro\ for ea 
election alo } all opposite 
the paint display) le bins are 
irranged al lly accessible 
pot for bol nu crew and 
other smal] iten 

The sporting goods department 
occupie nother full side for an 
attractive vear-around display As 
a friendly gesture to porting 
goods customers, Reynolds obtains 
copies of all changes affecting 
hunting and fishing regulations 

Both Gabel and Reynolds are 
plaster contractor and Reynolds 

a building estimator also. Some 


of his largest sales are credited to 


ability to furnish a “take-out’ 

Imost any type of building 

rvice is free of charge 

imes we sell the ma- 

or the job he said 

Sometimes we don't. But you can 

be re the service does us no 

arm. The word gets around that 

have the know-how.” 

In addition to effective adver- 

(Continued on page 71) 
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R. V. Martin, Jr., right, meas 
ures a customer's order for 
electric wire on the wire-cut 
ting machine. Shelf contains 
fittings of varied types, and 
overhead fixture displays light- 
ing fixtures. Below, C. W. Hart. 
left. helps a customer decide on 
his requirements for galvanized 
piping. Ample stocks of piping 
in varied sizes are maintained 
in store's racks 


—Hv— 


H. Bierman 





13% of Annual Volume 


from two SPECIALTY lines 





sea in NERS ARE attracted in 
unusually heavy numbers to 
the R. V. Martin Hardware Co 
Miami, Fla., because of the store 
broad inventory of plumbing and 
electrical supplies. As a _ result 
these two lines account for ap 
proximately 43 percent of the 
store s annual gros 
Plumbing supplies account for 25 
percent of total annual volume 
while sales of electrical supplie 
approach 18 percent 

The inventory of pipe and 
plumbing fixtures handled by the 
store is large and varied. For in- 
stance, the supply of pipe ranges 
in sizes from *%*s-inch copper 
tubing, for connecting bottle-gas 


volume 


ranges to s-inch Cast ron ol 
pipe, for carrying waste t ewage 
facilities. In galvanized steel] pips 


the type used in home wate! 
tems, the Store can provide a 


foot length or a carload 

Bulky items, such as galvanized 
pipe, are displayed in one part of 
the store, which divided int 
sections. Here, the customer car 
look over the wooden racks of dis 


played pipe and make a quick and 
easy selection. Also, while in the 
store, customers can buy a com 
plete bathroom set n addition to 
the pipe and fittings needed to in 
stall them 
Electrical construction items 

home wi 
lighting fixtures—are handled in 
volume. The rf 


range from lamy 


ing connections and 


similar variety 
wiring alone 
lead-covered cable fo 


underground installation. The type 


cord to 


of wiring generally required for in 
terior house-wiring is referred t 
as No. 14 single strand. This lins 


stocked in sufficient quantity to e1 
able the store to deliver 50,000 
feet at any time, or any fractior 


thereof 

In addition to handlin a wide 
selection and a large inventory 
these two lines, R. V. Martir 


Hardware Co. also offer pecia 
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ervices to the pipe and wire cus 
When a customer select 
the size pipe he needs, the store 


tomer 


can immediately cut, bend, and 
thread it to fit into adjoining 
lengths, and the customer ther 
may take the pipe along with him 
The service alone has helped in 
crease traffic in the plumbing sup 
plies department, in addition t 
winning repeat business. Similarly 
the store is equipped to cut ele« 
trical wire to any desired length 
Located in a semi-rural area in 
Miami's northwest section, the 
store caters to its suburban neigh 
bors. In thi locality customers 
are primarily interested in home 
building and home remodeling and 
repairing, and more than 50 per 
cent of the tore’s total volume 
consists of items for these purpose 
Thus, plumbing fixtures and elec 
trical construction items have a 
natural market 
Many of these 
omers perform 


suburban cu 
t their own home 
repair and remodeling work, pre 
vided the jobs are relatively sin 
ple Others 
ployed in some building trade and 


however are en 


have gained experience in this type 

work, so that they can easily han 

dle such tasks. Such customers ars 
(Continued on page 60) 
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EARLY 
CHRISTMAS 
PROMOTION 


--- for greater 
yuletide sales 


| oe PULLING HEAVY Christmas season, plus a keen conception of 
traffic, start Christmas promo customer service, builds store traf- 
tion early, stay at it, and render fic, he said 
complete service. These are the Actually, the toy department at 
rules that D. J. Corwin uses for a D. J. Corwin Hardware is not op 
successful Christmas season in his erated for Christmas season only 
store, D. J. Corwin Hardware, It produces healthy year-’round 
New Orleans, Louisiana sales; but the big surge of sales 
“These rules helped to make naturally comes at the Yule season 
Christmas, 1951, more profitable and it’s then that Corwin concen- 
than the previous Christmas trates on the heavy promotion 
which was no ‘small-change’ sell- which produces traffic 
ing season itself, by some $12,000,’ A single, never-changing adver- 
he pointed out tisement is used the year-’round 
The toy department is the key and helps to make the Yuletide 
to Yuletide traffic, which in turn special promotion successful. “This 
is the key to high volume and ad,” said Corwin, “is by no means 
profits, he continued. Early pro- unusual, but there’s an unusual 
motion, continued until late in the idea behind it, and the idea pays 


" 
aA Shilos y 
The toy department is the key “ 


to Yuletide traffic. Early pro- A LAY-A.Way 
motion helps D. J. Corwin get a oO Corwin's Saves M 

lion’s share of the train sales, uF Store is jam ONEy and Ty} 
above, during Christmas sea- NUMEROUS “Packed with G ME. 
son. Assembling of toys is a VARITIES ORGEOus T 

service that keeps customers ‘ OyYs of 
coming back, year after year 


Time Saues Mies 


Postal cards. mailed early to 
prospective customers in the 
store's area, do a big job of 
selling selection and Seeman 
convenience, right. This direct 
mail is supplemented with pub- 
lication advertising 
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oft. Look in the classified section 
of the New Orleans telephone 
directory, under the heading of 
Toys, and you'll see one of the 
familiar boxes which list manu- 
facturers’ products. This one is 
headed by ‘Electric Trains.’ It ad- 
vertises complete stocks of trains, 
parts and accessories, and our 
name is the only one listed under 
the where-to-buy-it heading.” 

The manufacturer in this case 
does not pay for the advertise- 
ment at all. “We pay for it 100 
percent,” Corwin explained. “And 
here’s how we benefit: Under this 
heading, customers look to find 
places where they can buy trains 
If the manufacturer had paid for 
the space, he would naturally list 
all of his New Orleans outlets, in- 
cluding the department stores in 
the main business district. By pay- 
ing for it myself, I can reap all 
the benefit. People interested in 
trains see only my store’s name 
The implication may be that we 
are the only outlet, but the out- 
right statement is there that D. J 
Corwin is the dealer from whom to 
buy this particular make train.” 

In September, Corwin puts his 
merchandising plans into full force 
and begins to build Christmas 
sales. Lay-away is the attraction 
that wins these early sales, and it 
is a service which the small dealer 
can offer without impairment of 
his capital, Corwin said. “I could 
sell ten times the amount I do sell 
but if I did so through offering 
credit terms, I would quickly tie 
up my capital in accounts receiv- 
able. Lay-away, on the other hand, 
gives the customer an _ identical 
service without any risk on my 
part of needlessly tying up store 
operating funds,” Corwin pointed 
out. 

Postal cards go out early to peo- 
ple in the downtown section of 
New Orleans. These advise that “A 
stitch in time saves nine,” and 
that “a lay-away at Corwin’s saves 
money and time.” This direct mail 
is supplemented with publication 
advertising. Like the postal cards 
which do an institutional job of 
selling selection and lay-away con- 
venience, publication advertise- 
ments begin early in the season 
and continue to appear. until 
Christmas. Unlike direct mail, 
however, these feature specific 
toys at named prices. Heavily fea- 
tured are trains and accessories, in 
which the store specializes 

“We do not advertise in any of 
the New Orleans daily news 
papers,” Corwin said. “They are 

(Continued on page 72) 














Fishermen’s “Swap Board” 
Lures Tackle Customers 


A NOVEL “swap board” has 
enabled the Mississippi 
Hardware & Electric Co., Stark 
ville, Miss., to exchange slow 
moving fishing lures for cash 
while creating goodwill and 
stimulating sales in all depart- 
ments 

Owners J. W. Ray and C. L 
Lindsey report that the 4x4 foot 
swap board was used over 50 
times during the first six weeks 
after its installation Each 
“swap” is recorded on a sheet 
of paper taped to the bottom of 
the board, so that an accurate 
story of the board’s success can 
be maintained 

“Anyone, whether or not he is 
one of our regular customers 
can come in at any time and ex- 
change one of his lures for any 
lure on the board, paying only a 
quarter for this privilege,” Ray 
explained. “The lure he trades 
does not even have to be in good 
condition. In many cases, he will 
be able to swap second-hand 
tackle for brand-new merchan- 
dise, because the board original- 
ly was filled with unused items 
from our stock.” 

The new merchandise con 
sisted of items that were mov 
ing very slowly, and this back 
log of lures was partly responsi 
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ble for the birth of the swap 
board 

“We decided to try out the 
swap board as a means of 
clearing out some of the tackle 
that wasn't selling so well,’ 
Lindsey said. A thick piece of 
celotex was cut down to form 
the board, which accommodates 
approximately 75 lures. Lure 
hooks are easily imbedded in 
the surface, and customers can 
quickly remove their choice 
and substitute the lure they 
brought in exchange. Lures 
taken from the board, of course 
are not guaranteed. When the 
lures placed on the board are 
sold out, additional new ones 
that have over-stayed their time 
will be added. In this manner 
fishermen will be able to trade 
in second-hand lures for a dif- 
ferent mode] as long as the sup- 
ply lasts 

The swap board offers anglers 
another advantage. Many of the 
second-hand lures originally 
bore substantial prices. Inex 
pensive lures can be exchanged 
for these, enabling fishermen to 
acquire costly tackle sometimes 
at half-price or less 

Ray and Lindsey have sta 
tioned the swap board in the 

(Continued on page 74) 
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Showmanship in Displays 


A‘ TIVE SALESMANSHIP and show- 
manship are winning added 
volume for Caldwell Hardware & 
Furniture Co., Malvern, Arkansa 

This skillfully departmentized 
store operates a carefully-planned 
year-around program for what the 
promotion manager, Ed Stanfield 
terms “household items that wear 
out.” 

A bathroom or a complete kitch 
‘one-time sales, he ex 
plains. And while the store values 
and promotes these big-ticket sales 
what year-around volume 
for the store is the thoughtful pro 
replacement items for 
plumbing re 
and build 


en are 


boosts 


motion of 
the home 
pair parts 
ing materials 

A little showmanship 
boost to sales of replacement items 
for the home. As an example, Stan 
field pointed to his current display 
of new screen doors, complete with 


such as 
housewares 


Rives a 


attractive wrought-iron _ grilles 
Practically every local house built 
more than 10 years ago would be 
improved with one of these 
he said We make the 
want it by displaying it attractive 
ly, with the price showing. We call 


attention to it in our 


sets 


prospect 


newspape! 
and daily radio announcements 
And then, perhaps 
of all, we ti 
point out the item to the customer 
When the store first received the 


and 


most important 


ain our salesmen t 


grilles, a 
sales meeting was called. The own 
er, Z. T. Caldwell, Stanfield 
distributor's 


finer screen doors 


and a 


salesmar were on 
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By S. W. Ellis 


hand to train the salesmen in sell 
ing the new item. Salesmen were 
informed of the strength and qual 
ity of the door decorative 
effect of the handsome grilles. This 
information used as a 
basis for 
give on the floor t« 
On the day the 
opened the 


and the 


Was to be 
talks 


customers 


sales they would 
promotional! 
door 


large 


event screen 
were placed in one of the 
backless window together witl 
seasonal housewares. A daily radio 
following a popula! 
was de 


announcement 
five-minute news program 
voted to screen doors. Newspape! 
display advertisements also sup 
ported sales efforts 


Screen Door Promotion 


Unless the salesmen were very 
rushed, they pointed out the screen 
every they 


regardless of 


custome! 
what she 


doors to 
served 
bought 
‘We sold many screen doors that 
would have remained in our store 
without the extra selling effort 
Stanfield pointed out. “And with 
screen door went the neces 
builders hardware and paint 


every 
sary 
or varnish 
With every 
procedure is the 
are given thorough training or 
every selling point, the item is 
played up through display and ad 


added, the 


alesmer 


new item 


same 
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alesmen 


vertising, and the floor 


attention to it 
and arranges all 


ill Customers 
Stanfield pl 
displays and wri 
When he puts merchandise 
large windows, he arranges 
a complete line 
showed 
and 
with 
and 


advertise- 
ments 
in the 
what he 
The screen 


terms 
door window 


the various types of doors 
available 
household 


items 


together 
replacement 
maintenance that normally 
are bought in the warm months 
Selling is made easier when the 
customer is led to think in terms 
pointing 


grilles 


other 


of related items he said 
to the window adjoining the screen 
door window, which was filled 
with cleaning items. “That window 
is filled with a variety of cleaning 
housewife will need, 
time she installs 

Cleaning items 
repeat business. Well 
they get the attention 
woman who visits 
they have such 
that we usually 
promotion of these 
related 


tems the 
especially at tne 
a new screen door 
represent 
displayed 
of nearly 
the store. In 
universal appeal 
plan for the 
items to tie-in 
merchandise 
He pointed to the 
shown 
filled with cleaning items 
hand-lettered sign for 
actually was a part 
display. When wo- 
look at cleaning 
went from 


every 


fact 


with some 
washing ma 


chines just beyond the 
window 
The large 
the machines 
of the window 
men paused to 
their attention 
them to the washing machines 
“That is the value of large, back 


display windows he said 


items 
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At far left: gas ranges, consid 
ered “big-ticket” housewares by 
this dealer, are connected and 
ready for complete demonstra 
tion by trained salesmen at all 
times. Salesman Tom Miller. 
right. with the store for 5! 
years, and other salesmen are 
trained to demonstrate all 
housewares shown on the floor. 
Cleaning items, left, are ag 
gressively promoted in the 
store's window displays 





é a home-improvement spree 
they will want to buy housewares 
every pay-day. Items for the bath 


x ‘% oom, for example, attract the at 
nD é LS Hardw tention of many custome! : 
SELL! are 
He pointed to a floor island di 
play of toilet seats bathroom : 
hampers, towel bars, and plumbing ‘ 
eplacement parts, set on @ mov : 
They do double duty by offering loses all profits for the owner able platform with swivel-typ« 
opportunities to connect window At Caldwell Hardware & Furn asters. which could be moved ; 
displays with other items inside the ture Co., almost as many men a easily to any part of the store 
store. Our salesmen are trained re women buy housewares. Display When a customer buys one of 
peatedly to sell every item we partly the reason. Also, Malvern i these toilet seats, he will have a 
stock, and they do a fine job. But an industrial city. where man hard time leaving the store with 
we don't feel that they would get married women have jobs and out getting something else from f 
very far in increasing volume if their housework is shared by bot! the display. We've planne i the dis 
we did not put so much emphasis husband and wife. This fact ha play to attract maximum attentior 
on good display for all housewares been given careful consideratior and the salesman who serves the 
and related items customer knows his merchandis« 
“We count on display to er Replaceable Housewares The value of demonstrating cer 
courage the impulse buying that tain housewares is not overlooked 
makes the difference between stag We like to promote items that A fruit juicer, electric mixer, cof 
nation and growth. If an item isn't wear out and must be replaced fee maker, pressure cooker, etc., i 
seen in an attractive setting it Stanfield said, “because we like t eldom passed on to the custome: 
stands a chance of remaining in the have the same customers come without the salesman giving a brief 
store until the space it occupi back. When a working couple goe ind active demonstratior 








Screen doors and grilles are attractively displayed and Bathroom replacement parts, popular with home-own 
clearly price-marked to attract attention ers, are displayed on a movable floor island 
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Here’s how one dealer is -- 


AVOIDING CREDIT LOSSES! 


Guneute THE RETAIL hardware 
'/7dealer permit a credit customer 
to buy beyond his ability to pay”? 
Or should the dealer say, “That's 
enough!” and antagonize the cus- 
tomer? 

William J. Sibert, owner of Si- 
bert’s Hardware, Gadsden, Ala., 
looks back to the early 1920's 
when the deep economic recession 
found his firm carrying a heavy 
load of accounts receivable, for 
the answer to that question. Along 
with everyone else, Sibert’s reeled 
with the blow that fell in mid- 
1920, and credit losses almost put 
an end to the store's operation 
That was the cross-roads for Si- 
bert'’s, and the 45-year-old firm 
has followed a §cash-and-carry 
policy ever since 

Sooner or later, the 
hardware dealer comes to such a 
A sign point- 


average 


cross-roads, he said 


Customers, including the farm 
trade, find Owner William J. 
Sibert's cash policy satisfactory. 
and seldom ask for credit. A- 
voiding credit losses and ted- 
ious record-keeping are only 
two of the many advantages 
that resulted from his policy 
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ing in one direction says Open 
Credit; another pointing in the op- 
posite direction reads Cash-and- 
Carry. The hardwareman must 
turn into one of these roads, after 
deciding whether or not to extend 
credit to his customers—or con- 
tinue operation without benefit 


credit terms? 


in 
“8lmen, a 
n? 


of a definite sales policy 

Like his father before him, Bill 
Sibert looks upon a past due ac- 
count as a total loss. During the 
short, but sharp, depression of the 
early 1920's the company made no 
effort to repossess implements 

(Continued on page 74) 
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$10.000 annual volume from 


Electrical Supplies 


4 bread inventery plus planned 
the business of 
both home-owner and contractor 


displays win 


‘ ALES OF ELECTRICAL supplies add 
$40,000 to annual gross volume 
for National Hardware New 
Braunfels, Texas The store’s broad 
inventory of this line of merchan- 
dise has won the business of both 
electrical contractors and individ- 
ual home-owners 
“Contractors in a small town like 
this cannot afford to carry a large 
inventory,” said Tom Cater, man- 
ager of the business. “Furthermore, 
even if they could afford it, it 
would not pay them to go to the 
expense of maintaining warehouse 
facilities. It is less expensive and 
more convenient for them to get 
their electrical supplies from us.” 
Approximately 50 percent of the 
store’s sales of this merchandise 


are to individual 
And along with 
the demand fo 
wire, service en- 
trance boxes, lamp 
cord, service en- 
trance cable, and 
conduit, there fol- 
lows a steady de- 
mand for fixtures 
and lamps 

Various types 
and sizes of wire 
are featured in 
small coil form, 
atop a counter reserved expre 
for this purpose 

“The small coils,” Cater said 
‘make it easier for customers to 
determine their needs before buy- 





SOUTHERN HARDWARE for SEPTEMBER, 1952 





ing. Also, these small coils are eas 
ier for our sales personne] to han 
dle. It is not unusual for a sales 
lady to wait on a customer fo: 
wire.” 

And to make wire sales even 
more simple and easier for sales- 
men to handle, the store has a de- 
vice for measuring wire. The small 
coil is placed on a pedestal, and 
the end of the wire is pulled 
through a meter which records the 
length as the wire goes through 
The wire is then wound as 
a crank is turned as neat and 

mple as a lady handling and 
measuring yardgoods in a depart- 
ment store, Cater said 

Customers would not care to 
wait, if we had to juggle the bulk 
colls of Wire as we receive them 


Each of the many types of wire 
handled by the store is in «a 
small coil and clearly price- 
marked. After the customer se- 
lects his wire, above, Cater 
measures and cuts if accord- 
ing to the customer's needs. 
left 
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Neither 
u to 


would it be profitable for 
handle wire under those 
conditions. There would be too 
much time lost—and our sales per- 
onnel would be prone to tell the 
customers that we were tempor- 
arily out of a certain size, should 
they have to go to the warehouse 
and wrestle with a few hundred 
pounds of wire in order to fill the 
order.’ 
Measuring the wire on this de- 
interests most buyers and 
them time as well. Many 
browse around the store 
other while the 
wire is measured 
“Wire first,” Cater 
‘The customers buy their wiring 

which 
and 
are ready to look at 
These are what we like to sell, and 
carry 100 various types. They 
ire steady sellers, not only to in- 
dividuals who are adding a room o1 
two to their homes, but to custom- 
who are undertaking a mod- 
ernization program 

It's a fact that people tire of 
electrical fixtures just as they tire 
of wallpaper, for example. Fix- 
and for most 
outlived their 


vice 
saves 
custome! 
and select items 
being 
comes said 
includes cable, con- 
boxes. Then 
fixtures 


ne eds 
duit 
they 


entrance 


we 


ers 


become dated 
they 


tures 
people have 
usefulness 

By the middle of October, Cat- 
er’s lamp display is practically de- 
pleted. “We like to reduce our 
lamp inventory at this time,” he 
said we want the 
show new lamps for Christmas. But 
we want to postpone our Christ- 
mas display of lamps until the 
middle of November. Then they 
are fresh for the Christmas shop- 
pers. We make it a 


‘for space to 


practice to 
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A wide selection of lamps is 
necessary to create appreciable 
volume, Cater believes 


show something new for our 
Christmas trade. This has a tend- 
ency to liven up the display and 
provoke a new interest in lamps 
In a town this size, we must de- 
pend almost entirely on regular 
customers. We have to provide sur- 
for them in order to hold 
interest and prevent their 
San Antonio, which is 
miles distant. That city 
competitor in this 


prises 
thei 
buying in 
just a few 
is our largest 
respect.” 
According to Cater. a wide selec- 


SOUTHERN 


After purchasing their wiring 
needs, customers inspect the 
store’s 100 various types of fix- 
tures. Lamps are promoted vig- 
orously at Christmas, with new 
models displayed at that time, 
to provoke new interest and 
compete with large stores 


tion of lamps is necessary to create 
any appreciable volume. Today 
customers seldom purchase a lamp 
they need They 
want, and they buy it for 
rather than its useful- 


because one see 
one they 
its decor, 
ness 

“Farmers are no better 
ers for wire and fixtures than peo- 
ple living in town,” Cater point- 
ed out. “Perhaps more of them do 
their own work, but we get the 
electrical contractors’ business, and 
it is immaterial to us who does the 
work. We are interested only in 
selling the wire and fixtures, as 
well as the accessories 

“By having a complete stock, we 
have become recognized as elec- 
trical headquarters in New Braun- 
fels. Buying in quantity and being 
set up to handle this type business 
makes it a profitable year-round 
proposition for us 

“Also, we have no 
expense to charge against this de- 
partment. Customers come here 
assured that they will find what 
they need and want in the way of 
and fixtures, all under one 


custom- 


advertising 


wire 
roof.” 


. 


413°° Annual Volume from 
Two Specialty Limes... . 


(Continued from page 53) 


likely to buy plumbing and elec- 
trical fixtures to install them- 
selves 

Other quantity these 
residential customers metal 
tubs, buckets, and ladders of vary- 
ing types, as well as builders 
hardware and tools—items which 
naturally tie-in with plumbing and 
electrical items. Such merchandise 
is arranged in mass displays, the 
theory being that customers who 
see merchandise in large amounts 
are more apt to buy in large quan- 
tities 

R. V. Martin Hardware Co. was 
opened by R. V. Martin, Sr. in 
1925, and continues to operate in 
its original location. In 1946 the 
business was sold to his son, R. V., 
Jr., and C. W. Hart 


sellers to 
are 
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an 
product \ AMERICAN 


da CHAIN 


ty 


“eo eu ba 
CHAN amo CABLE company, 
WER iCan CHain Orv terom . . .vOmm PA 





BBB 
Co CHAIN 


pan cnt anc Cab COMME | 


MEER CAw Cn ain DIVIGION --- a > 


7 3 
Bie te 


AMERICAN Favorites 


@ These popular AMERICAN chains are bread and 
butter items. There is a demand for them every day 
—particularly now. 

Chain is easy to se!l if you show it—get it out 
where customers can handle it. The acco Chain 
Sales-Maker and ACcO-PAKS are dandy display pieces 
that will definitely increase your chain sales. 

Order these ‘American favorites"’ now from your 
AMERICAN CHAIN wholesaler. 


ACCO 
ae 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Theugh annual sales are high up in 
the six-figure bracket, this dealer's 
policy is te buy from enly a few sup- 
pliers, maintain practically no ware- 
house stocks, and keep his inventory 
moving rapidly. Result: A high rate of 


steck turn and better net 


profits 


There’s no profit in 


Wy — 
Baron Creager 


Le NORMALLY - SUBSTANTIAI 
item of operating expense in a 
retail store is down to the iz 
reducible minimum, turnover is 
accelerated to the maximum and 
inventory control is improved and 
more aecurate with elimination of 
warehouse stocks at Six Points 
Hardware in Corpus Christi, Texas 

Owner R. A. Humble admits it 
is impossible to operate without 
some warehouse space. For him, 
however, there are no warehouse 
stocks except in perhaps half a 


dozen lines handled, with strict 
limitation to unavoidables even in 
these 

That explains the pint-sized 
warehouse room in the rear, for it 
is Humble’s contention that stocks 
turn over only on the sales floor, 
that there is no profit to be realized 
on stock stored in a warehouse 

So the stocks are maintained in 
entirety on display on the sales 
floor, with multiple selections and 
multiple items. Stocks are re- 
plenished promptly by watchful 


WAREHOUSE STOCKS 


and salesladies wh« 
double as department managers 
and do the buying. They have the 
time to sell, manage and buy be- 
cause another store policy binds 
them to buy from only six sup- 
pliers, thus eliminating time spent 
with numerous salesmen 

The name of this retail establish- 
ment—Six Points—carries local 
geographic significance since it is 
derived from location, approxi- 
mately at the confluence of six 
streams of suburban traffic 

Humble bought it as a going 
concern, then occupying space 28 
by 30 feet, in 1941. Since then 
successive expansions have ob- 
literated partitions in all direc- 
tions, resulting in a store 40 feet 
on the front by 125 deep for a 
total of 5,000 square feet 

Out of this comes a raised, open 
dais, about 10 by 10, crowded to 
accommodate Humble’s desk and 
a bookkeeping department of tw« 
Out of it, too, comes the “ware- 
house,” a room no more than 25 
feet square. So of the 5,000 square 
feet afforded by the building 
4,325 square feet, or slightly more 
than 86 per cent, is available for 


salesmen 


Above, Owner Humble with 
the 8-drawer register. Each 
sales person has his own as- 
signed drawer for making 
change. Left, multiplicity of 
items is stressed in displays. 
and warehouse storage space is 
minimized 
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ow offer ‘the world's most versatile 
folding rule'— 


Make no mistake, the new Stanley “100 Plus” Extension 
Rule is the handiest, most versatile rule money can buy. 


Read it four ways— 

on inside measurements using slide, entire reading is 
centered at one point, eliminating chance for errors; 
may also be used as an ordinary extension rule for 
inside measurements, and as 
regular folding rule 
reading from 
either end. 


Use itasa 
marking 
gauge for 
measurements in 

2” and 4” multiples. 










CHECK THESE “100 PLUS” 
\\ RULE FEATURES 


@ Easy to reod Big Bick Numbers on White Sticks 
®@ Squore ends — butt flush with work 
®@ Opens to even inches ot end of each stick 
®@ Handy for end-to-end measurements — opens in 
6” multiples to full length, 72° 
@ 8B-inch Bross Slide graduated both sides, removable 
for use os depth gouge 
© New Plastic Finish weors four times longer 
© Extra Thick Rock Maple Sticks, graduated oll edges 


With these new Stanley “100 Plus” Folding Rules 
you con offer your customers the newest and best in 
rules — with new sales points and better profits! 
Order through your wholesaler! 

























= 


«rece 
n and | 
to the 


eth po 
» Korew’ 






NO. 346W “PULL-PUSH” RULE 
with big block numbers on white 
blode — eosy-to-reod 

6 ft. now IBC retail. 


] <> eS SOMO, BOTT) 


| <To back you up and help you sell... 


Month after month millions of 
\ tool customers read Stonley 

ods in THE SATURDAY THE TOOL BOX OF THE WORLD 
\ EVENING POST, BETTER 

HOMES AND GARDENS, 


| Ste. [STANLEY] 





7 









HOME CRAFTSMAN and 


POPULAR HOMECRAFT. 
} Reg. U.S. Par. Off 





an Kor - mi \ HARDWARE e TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
x SEE US AT BOOTH NO. 1, NATIONAL HARDWARE SHOW, OCTOBER 6-10, GRAND CENTRAL PALACE, WN. Y. 
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Located in a busy shopping center, Six Points Hardware has no ware- 
house stocks except in perhaps six lines, with strict limitation in these 


display and sales, and that space 
is utilized to the fullest. 

Humble’s warehouse policy was 
discovered after it was noted that 
in most lines of merchandise there 
were four, six or even more of 
each item on display. In tools, for 
example, there were 17 types of 
hammers on display. Except in the 
case of specialty hammers there 
were four or six of each hammer, 
and Humble explained that every 
line displayed is a complete line, 
with no surplus stocks in the ware- 
house. 

“A hardware stock should turn 
as often as possible in a year,” he 
said, “and if you get it out on the 
floor there is a better chance to 
get multiple turnover 

“Our customers don't go to the 
warehouse to hunt what they 
want. We can’t sell it until we get 
it out of the warehouse onto the 
floor. We use the warehouse only 
for items we must buy in quantity 
and 75 percent of the warehouse 
stocks is in that category—house- 
wares, china, lawn mowers. We try 
to keep the warehouse cleaned out, 
too. At the season's end I would 
rather sell leftovers at cost than 
have the storage problem, and the 
attendant expense. Operating a 
warehouse merely adds expense. 
And by having a manager who is 
constantly stock conscious, we 
manage to keep storage down and 
the inventory in line.” 

The normal force at Six 
Points Hardware consists of Hum- 
ble, two who are in sales only, and 
four doubling in sales and man- 
agement, a total of seven. On Sat- 
urdays and before Christmas there 
is extra help 

Although all sales people work 
all over the store when necessary, 
there are four distinct depart- 


sales 
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ments. Giftware includes pottery, 
pictures and various gift lines 
Hardware groups paint, tools, 


power tools, builders hardware, 
nails, bolts, brooms, mops and gar- 
den tools. Sporting goods takes in 
guns, ammunition, fishing tackle, 
competitive sports and outdoor 
equipment and toys. Housewares 
include gadgets, pots, pans, glass- 
ware and china. 

“There are several advantages in 
having a_ store departmentized 
with department managers,” Hum- 
ble commented. 

“In addition to buying, depart- 
ment managers are responsible for 
handling returned merchandise, 
and complaints. Customers soon 
learn to respect the judgment of 
these key people and ask for them 
by name. If the managers more or 
less confine themselves to their 
department, they develop better 
product knowledge of merchan- 
dise in their respective depart- 
ments 


Inventory Control 


“But perhaps even more im 
portant functions are buying and 
control of inventory, which elimi- 
nates necessity for a big ware- 
house, and with it a substantial 
item of expense 

“Department managers are on 
the floor constantly, know what is 
needed and what is not needed. If 
anything is not selling in any one 
department, the manager knows it 
immediately, whereup we adver- 
tise that item and move it out, thus 
always avoiding any accumulation 
of dead numbers 

“Management like this provides 
almost fool-proof, at least quite 
satisfactory, stock control. These 
managers are closer to the mer- 
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chandise than any one man could 
possibly be. I never couid keep 
the inventory down when I was 
doing the buying for the whole 
store.” 

During War II, Humble, like 
most other retailers, combed the 
supplier market constantly, buy- 
ing everywhere, wherever he 
found merchandise available. That 
would probably be necessary in a 
repetition of such an emergency 
But under prevailing conditions he 
defends as quite sensible his limi- 
tation to six of supplier salesmen 
from whom Six Points Hardware 
will buy 

“We are just as well off if we 
can get quantity and quality from 
a few,” he contends. “Think of the 
time saved to department man- 
agers talking with salesmen! Why 
if we let the bars down we could 
have three or four salesmen a day 
That would be a hundred or more 
salesmen a month. By limiting 
calls by salesmen, we increase the 
sales by department managers 
and we simplify our bookkeeping.’ 

The policies of having depart- 
ment managers and limiting calls 


by salesmen create for Owner 
Humble, time to devote to civic 
and church work and time in 


which to greet old customers and 
meet new ones. With all of that, 
however, he is consistently the top 
salesman in the organization. He 
knows how much he sells and how 
much department managers sell 
because the tape from an eight- 


drawer cash register reports each 


salesman’s total, and the grand 
total, at the end of each day 
Previously, there were three 


cash registers. Now the one does a 
better job, for every person who 
sells is assigned a key, which is 
punched before the amount of sale 
is punched. Each assigned key is 
geared to a corresponding drawer 
and whenever a sales person rings 
up a sale, he or she makes change 
from his or her one assigned 
drawer only. In heavy selling 
seasons it is necessary to double 
up on a few drawers 

“That register cost $1,800,” said 
Humble, “but it is worth every 
nickel of the price. At the end of 
each day the tape has our sales 
broken down by departments and 
individuals. Mistakes, where a sale 
has been rung up twice, which 
often happens, can be readily 
traced. Performance of depart- 
ments and individuals is accurate- 
ly reflected. And from the register 
tape it is comparatively easy for 
the bookkeeping department to 

(Continued on page 82) 
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Popularity is Important 


Tapat«co 


leads in Popularity 




















FEN Me A Car wpe. 


For more popularity than ever before, Tapat 
sleeping bags are now made in FULL COLOR 
No. 54 Forest Leader, above, has a maroon 


roon, gray and white 








outer cover and a rich 


lining. Kapok filled 


As a dealer you know that nobody fools 


N ) 
the public long. Shoddy merchandise Dark green 
80 wool, 20 


may sell well for awhile, but pretty soon 
customers catch on and then boom! 
One test of good merchandise and good 
value is continuing popularity. That's 
why more and more dealers are featuring 
Tapatco year after year 


Why don’t you tie in with Tapatco this 
season? The line is complete and the 
merchandise is right for profits. Its 
popularity is proof! Ask your jobber, or 





write us. 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 


No. 68 


ster ver 
and =yell 
filled 


Ta patdo... You Can’t Buy Better to Save Your Life 
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Seattle 


Perens SEATTLE CHAIN CORP. 


f 


| 


prom CALIFORNIA CHAIN C 


Se. Sen Frencisce 


@rouno 10S ANGELES CHAIN CORP Cleveland $ 


Los Angeles 54 


— 
There's 


ROUND SEATTLE Cuain CORP 


THE ROUND CHAIN & MFG “e 


Chicage 38 © ye crven CHAIN & FG : 


MAIN & MEG. CO. 
° Gane ROUND ALLOYS 


OHIO HOIST & MFG. CO. mmc. CO 
THE PLATING AND 
GALVAMIZING CO 





Treates 7 


THE SOUTHERN CHAIN & MFG. CO 
Birminghem 4 


‘ 


a 


Round CHAIN comPANy 


righ 


ROUND CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round Chain 


organization 

Cavan, a Round + 
Round Chain Co 
plies a complete 
chain, slings, cha 


and winches. Sold 


and distributors 


66 





tin your territory! 


is under the direction of J. 
eteran of 15 years. Like all other 
mpanies, Round California sup- 
line of welded and weldless 
in hoists, electric hoists, trolleys 
exclusively through wholesalers 





Pr Siti. 


CHAIN COMPANIES 


SOUTHERN 





Mere Profits from 
Power Teols .... 


(Continued from page 50) 


additional source of profit—selling 
the parts and accessories for power 
tools which customers have bought 
elsewhere. We feel that every time 
a mail-order house or competitor 
who does not carry a parts and ac- 
cessories inventory makes a sale 
he is creating a new customer for 
us 

With all of these advantages in 
operation on a practical scale, our 
next step has been to insure that 
the power tool department gets 
plenty of publicity and attention 
The most effective means of do 
ing this, we have found. is to carry 
out all-day demonstrations in the 
store windows, at least twice a 
year and sometimes more often 
Working closely with power tool 
manufacturers, we insist that each 
guarantee us factory-representa- 
tive demonstration in that fre 
quency, and all have done so 

All of our demonstrations are 
announced by not less than two 
and often as many as five news 
paper ads, the manufacturer shar- 
ing the cost of the ad where 
larger spreads are utilized. Each ad 
shows a photograph of the power 
tool in use, with the headline “All- 
Day Demonstration!” Below is the 
date, and an invitation to come in 
and meet the manufacturer's repre- 
sentative, and ask questions 

The factory representative, with 
a special platform set up behind 
our main display window, turns 
out furniture, puts various power 


tools, such as circular saws, drill 
presses, routers, sanders hand 
drills, twist drills, lathes, et« 


through their paces, and we give 
away the resultant handiwork to 
interested prospects 

After the initial ad, we run 
smaller one column by 12-inch ads 
illustrating several of the power 
tools which will be used, with the 
headline “All-Day Demonstration 
Today Such active demonstra- 
tions, although they involve a 
great deal of work in preparation 
and cleaning up afterwards, are 
by far the most valuable sales- 
builder the hardware dealer can 
use 

Over the year, we average a 
power tool ad at least once every 
two weeks. Again utilizing the 
“co-operative” ad principle, we 
have found that frequent reminder 
ads are extremely important. We 
may show only one popular, 
nationally-advertised tool at a 
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up sales 


Ue 


American Gold Strand Insect Screening 


Available in Galvanoid, Bronze or Aluminum—screening 


that meets every customer requirement 


Clinton Standard Hardware Cloth 


In all standard widths and meshes; unrolls flat for easy 
handling. Supplied in steel-bonded rolls of 100 feet 


Clinton Hex Mesh Netting 


Has c wide range of usefulness for poultry and fur farm 
enclosures, crab traps, stucco reinforcement, baseball and 

















tennis court enclosures 


CNEL: NACE Nt ss 


Perfection Door Springs 


Made of selected wire, available in black japanned and 


galvanized finishes 


Quick Hitch Gate Springs 


A rugged spring for heavy doors and gates. Made of oil- 


ee) ne 


tempered wire 


Wissco Flexible Wire Clothes line 


Long-wearing, strong, flexible, rust-resistant. Smooth, lus- 
trous surface. Coils of 50’, 100° or connected lengths 


Wissco TV Guy Wire 


Makes a permanently taut guy wire for TV antennas; lends 


a 


itself to quick and convenient installation 


THE COLORADO FUEL AND IROM CORPORATION + Denver, Colorede 

THE CALIFORNIA WIRE CLOTH CORPORATION * Ocklend, Colifernic 

WICKWIRE SPENCER STEEL DIVISION * Atlente * Boston * Buffale 
Chicege * Detroit * New York * Philedeiphie 


Oe WICKWIRE 


‘ , HARDWARE PRODUCTS 
Sas! eee 
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Heddon's Terrific TADpolly 


“Hotter than hot!" "Going great!" "Can't keep ‘em in stock!" 

That's the word from all over the country for the year's 

bait sensation—Heddon’s TADpolly. Sweetest-selling FLOATING-DIVING ~ 
wiggle you ever saw. For bass, pike, walleyes, muskies, Ye oz.—12 colors 
large trout. Headed for a new sales record in '53' Each $1.35 


LOOKE The TADpolly has a pup for spinning! 


TINY TAD Brand New for '53 


Spinning version of the great TADpolly. Same tanta- 
lizing action, eight popular patterns. Sure to be a best 
seller. 1/5 oz.—price each $1.35. 


Another new Heddon bait — another smash hit! 

That's the new Heddon Scissortail. A patented 

Heddon design—like nothing you've ever seen 

before. That split tail scissors through the 

water with an action that drives fish fighting 

mad. Coupled with a snake-like slither, and— 

top and bottom flash, it’s a triple threat, for y 
all sportfish. Runs shallow on slow retrieve, 
deeper down on fast retrieve. Sure to be a best 
seller—get your order in early! 


SINKING 
Ye ox.—8 colors 
Each $1.50 


TIMY TREO Going Great for Spinning! 


~SDw STILL AMERICA’S TOP SELLERS 
. 2 
aia TINY ema TINY as 3 RIVER RUNTC 


(Sinking) (Surtece) (Fleating-Diving) 


For ultra-light casting and trolling, too. All-time favorite baits for all sportfish. 
Weight each 1/5 oz.—price each $1.25. $1.35 and $1.50. 


And the new TINY GO-DEEPER RUNT 


Spinning version of another 
great Heddon bait, with the 
same deep-running, fish - 
catching action. ‘4 oz. 
$1.35. 








Terrific TADpolly - 4 Great New Baits 
24 New “PAL” Tubular Glass Rods 


New Spinning Reel - New Accessories 


Step ahead + Stock up - Order early from your jobber 


Heddon's OWN Spin Pal 
S Heddon Designed—Heddon Built! Foulproef 


At last—the all-around spinning 
reel fishermen have been hoping 
for! It’s the great new Heddon 
SpinPal . . . with absolutely foul 
proof pickup device. No more 
fumbling, no more line fouling 

reversing handle automatically 
moves pickup device completely 







Spinning Reel 
Pickwp Device! 





$25.00 


out of the way 
Left or right hand 


* Handle reverses to release line from foul- Spool properly beveled for smooth slip-off 


proof pickup device of line 
* Oversize clutch provides smooth, posi- * Collapsible handle —no tools needed 
tive drag. 
* Coin-siot plug for easy lubricating 


* Anti-reverse button prevents hendle re- 
versing when playing lorge fish 

* Both left and right hand models 

* Cast aluminum frame, treated for com- 
plete protection in salt water line capacity 


Precision machined bronze gears for 
smooth, silent operation 


lable for adequete 





Twe spool sizes @ 





Simple, lightweight, rugged. Soundly engineered by 
Heddon for years of service and fishing pleasure. A 
standout value that will practically sell itself 





America’s finest; most complete line of 7-H. lengths —from $17.50 te $45.00. Tw 


TUBULAR GLASS RODS "351730204 $2750 me a 


PAL TUBULAR GLASS FLY RODS. F three-piece je f 
from $22.50 to $50.00. Three two-piece nm 


Man, what a line-up for '53! Twenty-four great new Heddon i 9-1. lengths—from $17.50 to $45.00 


PAL Tubular Glass rods—for every purse, for every purpose 
Pe 
And every one Heddon designed, Heddon built! That means PAL TUBULAR GLASS SPECIAL RPOSE RODS F 
famous Heddon quality and action—unmatched in any other . a gy one me a oO 

' engths m $18.50 to $22.50. Stondord Y 
rod. Better get your order in early 

i— two-piece mode ength $27.50 

Three mode pe boit 4 8 '/2 -ft. length $27.50 


A 


>.F 


PAL TUBULAR GLASS BAIT CASTING RODS 


th the finest tine ' eve 
4 


hive a a vers we , 
' bait 4 . . PAL TUBULAR GLASS SALTWATER RODS 


Extra light . 
) ) 
Rods. for every kind saltwate a 1 


4" 3/2 and t. ler s—from $12.50 to $25.00 
4,6, 9,12 and z n $30.00 to $37.50 


‘ 


PAL TUBULAR GLASS SPINNING RODS 


Mallat hree two-piece de 


2409 West St., Dowagioc, Michigan 








MOWERS 
introduce 
revolutionary advances 


Loaded with advantages and features far beyond anything found in 
today's ordinary rotary mowers, these two new Eclipse models are here 
just in time to cut you a big share of the new high demand for power mowers 
torecast for 1953, Designed with the specialized skill that has made 
Eclipse the ““buy-word” in mowers for over 50 years these 
new models offer undreamed of safety, economy, 
trouble-tree performance and maneuverability just what 
your prospective buyers have been looking for 


® ADD UP these “PLUSES”...and you'll know sl PROPELLED 


why there's more profit in featuring Eclipse 
converuble to power propul 
A complete line of hand and power mowers ‘ ‘ sion through addition of 


identified by the best known name in the busi power-driven caster wheel 


‘ 7 
ness... exclusive and outstanding features prot ) j; see ewes weg 
. 


itable accessories nationwide acceptance 
7 BOTH NEW ECLIPSE ROTARY 
MOWERS PROVIDE OUTSTANDING FEATURES 


BD Exera sate specially designed J Power driven caster wheel curns 
steel hous Cutting knife does full 180° (can be added later 


consistent powertul national advertising an 
unmatched reputation tor quality a warranty 
with every model outstanding dealer rela 
tions... availability of parts and service... hard 
hitting sales and promotion support in your 
local market and a lot more we would like to 


tell you when you 
not project it desired.) 
/ \ 
o Vv narov o ‘4 
2No wi ws... no raking 8 Correctly balanced weight for 
mulches grass spreads cuttings best performance 
r 
evenly pulverizes leaves 
BConvenient cucting height @ Finger tip throttle control and 


governor 





& WRITE tor the full story of Eclipse Lawn 
Mowers and the Eclipse Franchise 


adjustment trom | to 3 inches 


THE ECLIPSE 
Divi fi 


ror Duff d 


LAWN MOWER CO. 
1 FE. lipse Corporation 
4! xclusively designed cutting knife Winger tip clutch control on 
of hardened special carbon steel power-propelled model 
full 20° cut 
SEclipse own shock absorbing TU Briggs & Stratton 4 cycle, 2 hp 
vertical shaft type engine 


4009 Railroad Street Prophetstown, Iilinois 


sv 
-_> coupling blade to engine 


@Famous Eclipse Natural Grip 92. Uniform cut on lawns, weeds 
adjustable tubular steel handle and heavy grass 


Speedway 32 


Rolloway 25 Rocket 20 Tornedo 800-36" Lork 18° Model L 16° and 18” 
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time, or as Many as a dozen. In en. > 
any case, we see to it that news- - Cc 
paper readers are reminded of our Gatling qualily speaks fer ied, 
power tool inventory as frequently 
as possible. Such slogans as “Help 2, —— yn. 
Yourself te Happiness” help to i 

bring in the hobbyist, while 
“Shape and Carve Wood Like a P 5 ao 
Professional” has appeal to the ..in STONE it may be 
more advanced carpenter or cabi- 
net-maker. We put a lot of em- 
phasis on the professional, and 
slant much of our advertising to- 
ward smaller building contractors 
carpenters or handymen 

After five years of promotion on 
this basis, we have determined that 
the “professional” is our best cus- 
tomer. At least 50 percent of our 
power tool volume is sold to men 
who will utilize the tools in mak- 
ing their own livelihood, and ap- 
proximately 50 percent of this 
volume is in cash. We offer 30-day 
open accounts, layaway, and time- 
payments, if desired. By regular 
use of direct mail to all of the con- 
tractors in the area, and as a re- 
sult of constant demonstrations 
and the accessory line described 
above, we feel that we are dealing 
with probably 85 percent or more 
of the “professional” users of 
power tools in the area. Demon- 
strations, accessories and com- 
pleteness of the line likewise ap- 
peal to the home craftsman, or 
basement hobbyist, who is becom- 
ing an increasingly important fac- 
tor in this market. 

If the dealer will observe all of 
the foregoing points, and go to 
whatever lengths are necessary to 
insure that he meets them, power 
tools can become one of his most 
profitable specialty departments 


+ 





Radio Advertising 
(Continued from page 52) 


tising, well-planned displays, a 
wide inventory, and _ properly 
trained sales personnel, Reynolds 
lists ample parking space and a 
friendly atmosphere as two of the 
most important factors in the 
growth of a suburban store. 


A fountain in the rear of the DESIGNERS AND MANUFACTURERS 


store furnishes ice water to cus- a 
tomers. And there is plenty of con- OF QUALITY. HARDWARE SINCE 1865 
versation, should one want to talk. ; : 
“That's how I learn what people 
want, by talking with them,” 
Reynolds pointed out. “And when 
I know what they want, I get it. 
I'll stock practically anything, if McKINNEY 
enough people say that they want 
it.” 

When asked if he thought that 1715 Liverpool St., Pittsburgh 33, Po. 


ee oe ee ee ee CcCOmMPAWY 
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You can't 
handle a better 
line of bolts 


HERE’S WHY...1. Circle ® bolts are 
made from high quality selected steel by 
the most modern methods and machines. 
2. Circle ® bolts are packed in clearly- 
labeled, sturdy corrugated board con 
tainers that simplify your handling and 
stocking. 3. Circle ® bolts are concisely 
cataloged in a useable book that makes 
specifying and ordering easier, faster and 
more efficient. In addition, this complete 
line of quality fasteners, with all the 
plus features, is no high- 

er than ordinary 

bolts alone 








BUFFALO 


ROLT COMPANY 


Division of Buffalo-Eclipse Corporation 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE @ PRODUCTS 
BOLTS * NUTS © RIVETS AND SPECIAL FASTENERS 


NUMBER 51 identifies the latest 
catalog available. If you don't 
have a copy, we'll gladly send you 
one upon request. 


| BS ae NN 
Cann 
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“The Old Trader’ radio program 
had performed a good job, Reyn- 
olds was emphatic I'm sure it 
has. Listings for the program have 
come from as far away as Talla- 
hassee. Why, just today I sold $86 
worth of paint to some people who 
had stopped for a traffic light 
heard the program and headed for 
the store. And, after all, aren't 
sales the final proof of success for 
any advertising program? 


o 


Christmas Promotion 


(Continued from page 55) 


effective, but in our experience are 
impractical for a neighborhood 
store. They reach hundreds of 
people who cannot buy from us 
because they live too far away 
Therefore, we use a neighborhood 
newspaper that circulates in this 
part of the downtown area. In this 
way, we are reaching only people 
who can buy in this store. More- 
over, the neighborhood paper has 
much reader interest which assures 
attention to our ads. It reports the 
comings and goings of neighbor- 
hood families, in the style of a 
country newspaper.” 

Display also plays a major role 
in Corwin’s traffic-pulling plan 
Coincident with the start of strong 
Christmas advertising, the store is 
re-arranged. Toys are moved up to 
occupy the entire front of the 
store. Windows are changed to 
feature different toys every week. 
Such care is taken in window ar- 
rangement that the store won first 
prize in a Christmas window con- 
test sponsored by the business- 
men’s association on Corwin’s 
street last year 

At the same time the store is 
re-arranged, Christmas decorations 
are put up. A small investment in 
display material is money well 
spent to give the store real Christ- 
mas spirit, Corwin pointed out. 

His conception of customer serv- 
ice keeps these Christmas cus- 
tomers coming year after year and 
is his best weapon in fighting 
downtown competition. Like the 
larger department stores, Corwin 
offers delivery service. But unlike 
many of them, he arranges for de- 
liveries to be made on the date 
promised, and as near the exact 
hour as possible. Also, the de- 
livered merchandise is wrapped 
carefully, so that suspicious young- 
sters cannot discern the contents 
and know what they will get for 
Christmas. 

“Also, with autos, fire engines, 
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yourself Nov. 








/f you dont register now 


No doubt about it. This is going to be the most 
exciting —the most important—election in years 
and you won't want to be left out. But you won't 
be able to do a thing about it—unless you are 
registered. 

That goes for all your relatives and friends and 
neighbors, too. So help them as you help yourself. 


Find out WHEN, WHERE, and HOW to regis- 
ter. Then pass the information along to all your 
friends. It’s easy to get. Just call your local office 
in charge of elections, your City Hall or County 
Court House. Do it today! If you don’t you'll 
kick yourself for passing up the chance to have 
your say on election day. 
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QUALITY SEINE TWINE 


THE LINEN THREAD CO., INC 


418 Grand Street. Paterson 
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trains, etc., we render an additional 
service Corwin pointed out 
‘What non-mechanically minded 
parent hasn't fumed at the neces- 
sity imposed on him by big stores 
of assembling some types of toys” 
The business district stores here 
only very grudgingly assemble a 
toy, and when they do, they charg 
from $1 to $1.50 for the ser‘ 
We assemble everything that 

out, and at no extra charges 

ice of this type keep 

coming back to my 

and after Christma 
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Fishermen's Swap Board 
Lures Tackle Customers 


(Continued from page 55) 


approximate center ol! the 
goods department a 
where it is clearly 
ers-by and store pat! 
the spring and summe 
the store's front door re 
dusten working hours 
tential lure customers 
glimpse of the well-filled 
As a result, the owns 
that new customers 
drawn into the store 

Many fishermen who come in to 
swap lures are attracted to othe! 
sporting goods or allied lines, and 
make substantial purchases before 
leaving the store. These impulse 
sales are helping to minimize the 
quantity of merchandise which 
must later be sold at or below 
cost 

Ray and Lindsey set the stage 
for this volume when they massed 
at one side of the swap board such 
items as tackle, bait boxes, lines 
and nets, etc. On the other side 
they placed paddles, ammunition 
and a diverse assortment of sport- 
ing accessories. Shelving is fairly 
shallow in this section of the store 
in order that merchandise may be 
displayed to best advantage 

Lures are accorded full-scal 
display at this store during fishing 
season. Besides being placed 
prominent points on shelves and 
counters in the sporting goods de 
partment, heavier lures and tackle 
are attached to heavy ny 
thread, strung across the tore’s 
two front windows 


} 
Vior 


* 
Avoiding Credit Losses 
(Continued from page 58) 


sold on time payments. It choose 
to accept its loss on open accounts 


that were long past due, rather 


HARDWARE for SEPTEMBER, 1952 











Jia lly inviles 
Le Seventh 


* are ore 


Meet and talk to over 650 leading manufacturers 

Feel, see and compare the world’s largest array of hardware and allied products 
Get the latest trends on price, delivery and production 

See new products shown to trade for the first ume 

Secure new lines and franchises on products 

Learn about the latest merchandising plans and packaging presentation 

Discuss your own personal merchandising problems with manufacturers 


Secure a complete guide to intelligent buying for the coming year 


BUY ERS—plan now to attend. Fill out and mail the registration coupon. Your admission badge, 


which will admit you without further registration, will be mailed to you 


OCTOBER 6-7-8-9-10 + « GRAND CENTRAL PALACE, NEW YORK CITY 
Reputation Cxpen 


NATIONAL Vieeeetee 
-) HARDWARE 
SHOW 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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new (enpered 


PYREX Fiamewoare Double Boiler 
1%-quart size, $3.45 





PYREX Flamewore Saucepans 
1-quart size, $1.95 
1Y%-quort size, $2.25 
2-quart size, $2.45 


$= The biggest news in 


Now, PYREX FLAMEWARE is smarter-looking, 
more modern than ever. 


New Styles! 

Each piece matches. You can sell them as single 
pieces or as matched sets. No increase in price for 
this new line! The women who’ve seen the new 
designs, love ’em. Here’s why: 

1. It’s tempered —extra-strong and durable. 


2. Lets you see what’s cooking at a glance. 


3. Lock-on covers—for easy, one-hand pouring. 
4. Stay-cool handles that fit the hand 
5. As easy to wash clean as a dinner plate. 


6. Extra-broad bases give added stability. 


Yes, take a look at the new Pyrex line. 


It’s backed by the biggest advertising and pro- 
motion push in the history of the business. 


Not just one ad. Not just black and white. But 
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PYREX Flameweare Percolators 
4-cup size, $2.45 
6-cup size, $2.95 
9-cup size, $3.45 





PYREX Fiameware Teapot 
6-cup size, $1.95 





FREE DISPLAY UNIT. 


New, free, flameware display 
unit in full color that'll help 


full pages, in full color, in LIFE . . . the nation’s 
biggest, most successful magazine for moving mer- 
chandise in your town every town! make your store headquarters 
for the new PYREX Tempered 
Flameware. To get one, call your 
regular PYREX Ware distribu 


The first consumer ad will be a two-page spread 
in color in the Nov. 3 issue of LIFE. 


tor today 


PYREA” & « registered trade 
eU. & of Corning 
Giese Works, Corning, N.Y 


So, take advantage of the multiple sales oppor- 
tunity and promote matched sets. Take advantage 
of the advertising. Order from your regular PYREX 
Ware distributor today and get your stock on 
hand. And stand by for the crowds! 


3 





CORNING GLASS WORKS 


CORNING, N.Y. 
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~ Profitable -j 


Chain Sales- 


roll off these reels! 


The Taylor Made Chain 
Display Stand is a proved chain 
merchandiser. It puts chain 

out in front of your customers 
stimulates sales and profits. 
Ruggedly built—it holds up 
to eight reels——gives you a 
complete weldless chain 
department on less than two 
square feet of floor space. 
Size: 51” high, 16” deep, 
16” wide. See your jobber 
for circular giving full details 
and suggested Taylor Made 


Chain Assortments. 


S.G. TAYLOR CHAIN CO. 


Dept. 25 
Hammond, Indiana 


Taylor Mav 


NAME 








MANUFACTURERS OF 


Cow Ties, Tie Outs, Anti-Spreader and 
Trace Chains plus a Complete Line of 
Welded Chain and Tire Chains for cors, 


trucks, buses, and form tractors. 








tnan add to the distress of farmer 
customers and thereby lose good- 
will generally. The firm absorbed 
its losses and changed its way of 
doing business 

Ten years after Sibert adopted 
a cash policy, another economic 
catastrophe was closing the doors 
of many business houses and plac- 
ing others on the financial sick list 
But Sibert Hardware Company 
rode out the Great Depression with 
few anxious moments. Although 
volume fell rapidly, money went 
into the cash register, instead of 
into accounts receivable 

“We would have been finished 
in short order,” Sibert said, “if we 
had carried the same credit load 
in 1930 that we carried in 1920.” 
Today, his cash volume 
proves the willingness of most cus- 
tomers to pay cash in return for 
value, service, and courtesy 

Sibert’s cash policy was not in- 
stituted merely as a precaution 
against future depressions. It was 
the periods of economic stress that 
exposed the weak link in his com- 
pany’s operation. “As far as we 
are concerned,” he said, “it is 
bad business practice to give cred- 
it, both in bad times and good.” 

And he has good, sound reasons 
for this statement 

“In the first place, dollars tied 
up in merchandise charged by cus- 
tomers are not working dollars 
which would otherwise contribute 
to the building of the business 
This drain on the dealer's working 
capital makes it necessary for him 
to have on hand additional capital 
to buy stock and pay for operating 
expenses. He has to keep sufficient 
cash on hand to meet his own bills 
when they fall due 

“Furthermore, it costs the deal- 
er money to carry charge accounts 
Keeping records, furnishing state- 
ments, and collection work all take 
time which could be applied to 
other duties, as well as add to the 
cost of operations. There also is 
the occasional expense of legal ad- 
vice. After this outlay of the deal- 
er’s time and money, there still 
is no guarantee that there will 
be no credit losses. Some losses are 
bound to occur, no matter how 
hard you work on collections 

“The human factor comes into 
the picture when some customers 
over-buy on an open account 
Then the question arises: Should 
the hardware allow a 
credit customer to buy beyond his 
ability to pay, or should the dealer 
stop the credit? Decisive action on 
the part of the merchant at this 


sales 


operator 
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These are the tools used by master craftsmen! They're 
power centered for accuracy—have perfect “hang” and 
balance. Lasting durability and beauty . . . forged from 
the finest high carbon steel, polished mirror smooth. 


Fire Hardened hickory handles resist weather and wear. 


Take advantage of their instant acceptance by men who 
know and demand the best in tools by giving prominent 


display to these True Temper hammers and hatchets! 





TRueE TEMPER Corporation 


Cleveland 15, Ohio 





FOR OVER 100 YEARS MAKERS OF FINE TOOLS, FISHING RODS. GOLF SHAFTS 
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SHARK BRA ND 
SWEDISH 
CHISELS 








Here’s one game hardware 
dealers can always win be- 
cause it’s always Dealer's 
Choice .. . as well as Cus- 
tomer’s Choice. 

SANDVIK HAND SAWS 
and SHARK BRAND 
CHISELS are two of a 
kind—both are made from 
the same premium Swed- 
ish Steel — both are un- 
excelled in design and 
performance — both prove 
aces high with your pro- 
fessional customers — the 
carpenters. a 





TSKN Stuns Sweoen 


ee” 





When your customers use 

SANDVIK HAND SAWS WRITE FOR THE 

or SHARK BRAND 

CHISELS, substitutes are CATALOGS ON 

a gamble because it's a 

sure bet they expect the SANDVIK HAND SAWS 
best steel... Swedish 


Charcoal steel. AND SHARK BRAND CHISELS 


jandvik faw & fool °wm™ 





| Division of Sandvik Steel, inc. 
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point often offends customers, who 
then go elsewhere to buy for cash 
These are tough questions that you 
don't have to wrestle with when 
you operate under a cash policy 

Whether on regular charge ac- 
count or on an installment pay- 
ment basis, credit lends itself to 
certain types of retail businesses 
but the hardware business and the 
credit business do not make a 
profitable combination, Sibert ex- 
plained. “For the hardware deale! 
selling paint, nails, screen wire 
shelf hardware, etc., on open ac- 
count, credit is a risker business 
than for the appliance or automo- 
bile dealer wiio sells on a sales 
contract vasis and can repossess 
his goods if the customer fails to 
pay. But you can’t repossess paint 
that already has been applied to 
the side of a barn, or work gloves 
that have done several weeks’ 
work. What's more, Mr. Dead-Beat 
knows you cannot or will not re- 
possess such items, se he feels no 
great urgency to pay up.” 

When some hardware items are 
in short supply and difficult to 
keep in stock, Sibert has a doubly 
good reason for selling on the 
cash basis. “You can’t turn against 
a customer who is used to getting 
credit,” he said. “If you have given 
him credit before, you are obliged 
to sell him the scarce item, or lose 
his patronage. Another piece of 
your working capital becomes out- 
standing, and you lose cash sales 
opportunities that arise after you 
have sold out of the scarce item.” 

A sizable amount of Sibert’s vol- 
ume is derived from farm trade 
This would seem to make his suc- 
cessful cash policy an exception 
to the rule that farmers must have 
credit from one income period to 
another. However, Sibert points to 
the many changes that have taken 
place on the farm in the past dec- 
ade or so. The farmer now is as 
good a cash customer as his sal- 
aried city cousin, contends Sibert, 
mainly because (1) farm income 
is higher than ever before, (2) 
farm income is steadier, (3) 
farmers are managing their fi- 
nances better 

“These changes,” Sibert ex- 
plained, “obviously are the result 
of higher prices for farm goods, 
better farming methods, and bet- 
ter basic education. Another rea- 
son why farmers can more easily 
buy for cash is that nowadays 
many farm families have at least 
one member who is employed in 
a nearby city or industrial plant, 
thus helping to smooth out the 


——— 
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No electi y! Today, people demand top quality in what they buy .. . so when it 
comes to caulking pounds they ch D-P. Of highest quality throughout, D-P Compounds 
will not bleed, stain or discolor masonry. Guaranteed not to become hard or crack, they remain 
in a semi-plastic state to assure tight, permanent sealing! 








Display them ... sell them .. . for satisfied customers . . . greater turnover . . . more profits! 


D-P GUN GRADE CAULKING COMPOUND + D-P KNIFE GRADE CAULKING COMPOUND 
D-P SPOUTED CAULKING CARTRIDGES— Both fibre cartridges and metal car- 





tridges .. . contain 1/10 gal. of 
quality D-P Gun Grade. D-P “Clipper 
Caulk,” new y comp d avail- 


able in fibre cartridges 


CAULKING GUNS—Wire bail guns for cartridges only Combination guns for 
use with either gun grade D-P Caulking Compound or cartridges. 


Send us your order NOW! 





MORE SALES 


THE DICKS-PONTIUS COMPANY 
WITH THE D-P LINE! 


DAYTON, OHIO ALEXANDRIA, VA. DECATUR, GA. 
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VENTED 
CIRCULATORS 


The New Royal 75,000 
BTU Circulator in the 
NEW RIBBED MAHOGANY 
BAKED ENAMEL FINISH 


Vented C r 
50.000 an 


Write for folder ond price list 
PERMANENT DISPLAY 


SPACE 1119-A 


MERCHANDISE MART. CHICAGO 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


QUALITY ... SINCE 1891 
CHATTANOOGA 6, TENNESSEE 
MANUFACTURERS OF ROYAL CHEF GRILLS 
GAS SPACE HEATERS VENTED AND UNVENTED 
VENTED WALL HEATERS GAS LOGS RANGE 
CONVERSION BURNERS FIREPLACE 

FURNISHINGS 
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family’s annual income 
Though his cash policy 
Sibert occasionally will 
exception. Following a 
set by his father, he 
“sell” an axe, shovel 
plow part on “credit 
family or farmer who is having a 
bad time. The charge slip goes in- 
to the handiest trash basket. This 
type of transaction increases one’s 
working capital, Sibert said 


* 


strict 
make an 
precedent 
will often 
bucket, or 
to a needy 


Warehouse Stocks 
(Continued from page 64) 


keep up with figures for the 
monthly profit and loss sheet. This 
sheet is always ready by the tenth 
of the month, to include the first 
of the month, and it shows our in- 
ventory condition within 5 per- 
cent. 

“Yes, that register money 
But now I wonder how I managed 


cost 


to run the business without it 

Six Points stocks are 
on a theory ol 
theory | that 
wants screws, nails o1 
hardware is at the rear, to draw 
traffic. Not everyone buys gifts 
so the gift department is up front 
as in most retail hardware stores 

Customers don't object to walk- 
ing the length of the store for 
screws, bolts and machine screws 
Humble, because customers 
learned that almost 
type is stocked in 


arranged 
The 
everyone 
bolts, so 


policy too 


almost 


says 
have 
size or 
lines 

“An extra big stock in 
bolts and machine 
take up much room,’ 
found, “and a big 
especially a big, broad 
machine screws. My 
know my stock is the biggest stock 
in Corpus Christi, that if they can't 
get the machine screw they want 
here, they can’t get it in Corpus 
Christi.” 


every 
those 


screws 
screws doesn’t 
Humble has 
stock pays 
stock of 
customers 
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(Continued from page 46) 


tackle being displayed the first of 
the year 

The mobile unit super- 
vision of Jack McCrary, who has 
been with the company’s shipping 
department for approximately five 
years, having joined with the idea 
of working up to a traveling sales- 
man’s job 


is under 


. 


Orgill Bros. To Build 
One-Story Warehouse 


OrcGILL Brotuers & Co., hard- 
ware wholesalers in Memphis 
Tennessee, have announced plans 
for the immediate construction of 
a $2,000,000 warehouse. Construc- 
tion of the new facilities will 
mark the fifth expansion within 
the past eight years of one of the 
South's oldest and whole- 
sale hardware houses 


largest 


600,000 Square Feet 


warehouse will 
600,000 


The 
comprise 
square feet 

In describing the proposed facil 


one-story 
approximately 
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Orgill secretary 
treasurer of the company said 
“This new warehouse, with its 
modern merchandise moving meth 
ods, will permit us to fill orders in 
the same manner Ford builds an 
automobile. The building’ will 
house an electrically operated con- 
veyor system 5900 feet long op 
erating on a chain set in the con 
crete floor. It will have a capacity 
of 590 trucks capable of moving 
1,475,000 pounds of merchandise at 
one time. This conveyor will travel 
at a rate of 40 to 80 feet a minute 
and conveyor trucks can be de 
tached at will, at any given point 
The building will house a 
traveling crane that will cover an 
area 100 feet by 300 feet and can 
lift from or to railroad 
trucks.” 

A spur of the Railway 
will be extended to join the 
Illinois Central so that both roads 
can use the with the ware 
house having a set of its own 
tracks both inside and outside the 
building accommodating 35 freight 
cars 

With truck transportation 
ing in importance, a truck loading 


ities, Joseph 


also 


cars ot! 


Union 


spul 


gain 
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Selling becomes easy when 
you feature the HOMKO 
line... more features—better 
construction—greater con- 
sumer demand. Powerful, 
national advertising in 15 
leading publications will tell 
45 million readers, month after month, in 
1952 about the HOMKO Power Mowers 
and Lawn Sweepers. HOMKO wants to 
send you now full information about its 
complete line, mat service, displays and 
selling program. The ever growing demand 
for HOMKO products is your key to keep- 
ing plenty of “ go’ ‘in your volume—plenty 
of profits in your sales 


Nationally Advertised to 


Magazines 
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and Lawn Sweepers 


45 Million in 15 Big, Powerful 
Y 
WESTERN TOOL & STAMPING comPAn 
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Reel Type 
and Rotary 























Powered By Nationally 
Known, Easy Starting, 
2 and 4 Cycle Gas Engines 


New Ree! Type Mowers 
available in 18” to 
30” walking and riding 
types. Easily maneuver 
able, sturdily built, fin 
est features today 


Rotary Power Mowers 
- available in 16” to 
20° gas ond electric 
models 


Feld Awey lewn 
Sweeper — 24" width, 
extremely large 6% 
bushel capacity. Sturdy 
bumper guard and fold 
away fiat feature 
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STAR 
BLADES 





Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can't beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers 


Remember — with the STAR 
line the first sale is easy, re- 
peat sales are easier 


Sold only through 
recogwized distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, NN.Y., U.S.A 


ober: of Hand and Power Hack Sow Biede: 
Frames. Motel (orting Bend Sew Blodes 
4 Clemion Lown Machines 


@® iosis 
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bay has been provided accom 
modate 60 trucks at one time. Thi 
can be raised to care for 110 
trucks 

The building will be of tilt-up 
concrete construction and will be 


amply heated and illuminated and 
the merchandise will be protected 
by 37 separate sprinkler system 

Mr. Orgill estimated that the 
building will be in operation by the 
end of 1953 

Edmund Orgill, president of Or 
gill Brothers & Co stated that 
“This new expansion furthe: 
proof of the wisdom of the origina! 
William and Edmund Orgill, who 
selected Memphis back in 1847 a 
their choice of the country’s best 
location for a successful hardware 
business 

The rapid growth of our newer 
electrical appliances, farm equip 
ment, housewares, sporting goods 
and toy departments, along with 
our regular hardware, furniture 
plumbing and electric supply busi 
ness, has caused us to increase our 
space not only to care for today’s 
business but also to permit us 
further expansion to keep pace 
with the South’s phenomenal in 
dustrial and agricultural growth 


aa 


Florida Wholesalers Catch 
Barracuda on First Trip . 


JosePH A. BuaA, sales managet 
and Frank Filocco, manager of 
purchases, Spicola Hardware Co 
Tampa, Florida fisher 
man’s luck when they went on 
their first barracuda fishing trip 
recently 

Sailing on a 26-foot Chris Craft 


enjoved 


Joseph Bua, left. 
and Frank Filocco 
display the large 
barracuda caught on 
their recen! fishing 
trip in the Gulf of 
Mexico 


hey left out of Minnow Creek, a 
ttle fishing spot between Dunedu 
and Ozona, Florida and fished 


about 20 miles out in the Gulf 
Mexico. With ther were Mart 
Foste ale representative of the 
Southern Tackle Co Emerson 


} 


Springer sales 
James H. Bradford, Florida repre 
sentative, for The Continental 
Paint & Varnish Works 

The party hooked several larg 
barracuda, but only two were 
landed, both of which 
over 30 pounds. With the exceptior 
of Marty Foster, it was the fu 
barracuda trip for all on board 


managel an 


weighed 
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W. Bert McDonough 
Dies in Chicage .. . 


W. Bert McDonouGH, manufac- 
turers’ representative, with offices 
in Jacksonville, Florida and home 
in Miami, passed away suddenly 
on August 7 

Having cailed on wholesalers in 
the Southeast for more than 30 
years, Mr. McDonough was widely 
known throughout the hardware 
mill supply and automotive indus- 
tries 


a 


Texas Association Plans 
12 District Meetings .. . 


AN EVEN DOZEN district meetings 
for members of the Texas Hard- 
ware and Implement Association 
for early fall are announced by 
Ray M. Souder, executive director 
of the association, of Dallas 

As in former years, principal 
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tention of attending members will 
be focused on dinner meeting 
each followed by an address by a 
recognized authority. But this year 
1 new feature is being injected into 
the program. 

In the afternoon of the day 
designated for each meeting, there 
will be two discussions of the 
round-table type, one for hardware 
owners and managers and one for 
owners and managers of farm 
equipment establishments. These 
discussions will be devoted almost 
exclusively to the problems of 
management in both fields and 
questions to be laid open for dis 
cussion by a moderator are being 
gathered in advance by the as- 
sociation. 

Dinner meetings will be called 
at 7 p.m. in each instance and 
principal speaker of the evening 
will be Briant Sando, sales train 
ing and human relations specialist, 
whose background includes ex 
perience in sales promotion and 
advertising, with clients including 
Dale Carnegie and Elmer Wheeler 

The schedule calls for meetings 
in twelve widely-scattered Texas 
centers of population on the date 
shown 

Dallas, Adolphus hotel, Sept. 22; 
Sherman, Grayson hotel, Sept. 23; 
Longview, Longview hotel, Sept 
24; Lufkin, Angelina hotel, Sept 
25 College Station, A & M 
Memorial Students’ Center, Sept 
29; Houston, Ben Milam hotel 
Sept. 30; Corpus Christi, Robert 
Driscoll hotel, Oct. 1; Harlingen 
hotel to be announced, Oct. 2; San 
Antonio, Gunter hotel, Oct. 6 
Austin, Austin hotel, Oct. 7; Waco 
Roosevelt hotel, Oct. 8; Abilene 
Windsor hotel, Oct. 9 


° 


National Hardware Show 
October G6 - 10....... 


THE NATIONAL HARDWARE Show 
will open its doors at the Grand 
Central Palace. October 6-10, with 
700 manufacturers exhibiting thei: 
newest and best products to buyers 
from all over America, as well as 
over 50 foreign countries 

Every available square foot of 
space at the Grand Central Palace 
has been taken for exhibition 
space, and this is the only show 
trade or public, ever to occupy 
every foot of space for exhibition 
purposes at the Grand Central 
Palace 

According to Frank Yeager 
director of the show, buyer regis 
tration for the 1952 show has 
reached an all-time high and the 


value of merchandise on display is 
far greater than any previou 
how. Exhibitors are placing great 
emphasis on their new merchan- 
dising plans and new products 

Mr. Yeager also stated that each 
buyer attending the show will be 
given a Buyers’ Guide & Directory 
listing companies, products and 
personnel. In addition, a complet 
information center with telephones 
and pages will be maintained 
throughout the show 

Arrangements have been mad 
to take care of hotel reservation 
for buyers requesting same, and 
hundreds of tickets to stage and 
television shows are available to 
buyers requesting them before the 
opening of the show 
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(Continued from page 38) 


particular fertilizer to farmers 
the highest price at which he de- 
livered it during the base period 
(December 19, 1950 through Janu 
ary 25, 1951) to a purchaser of the 
same class. This is regardless of 
whether or not at least 10 percent 
by dollar volume of the reseller’s 
total base period deliveries to that 
class of purchaser were at that 
price, which is required under the 
GCPR for manufacturers’ and 
wholesalers’ sales 

The amendment removes such 
sales to the ultimate users, includ 
ing farmer purchasers, from cov 
erage of the 10 percent rule 

Also, not now applicable to 
sales of fertilizers to ultimate users 
are rules set forth in Section 3(b) 
which in some cases permit the 
use of price list prices instead of 
actual delivered prices during the 
base period 

Under Section 6 of the GCPR, a 
seller prices new products by refer 
ence to a competitor’s price and 
reports his action to OPS. As a 
wholesaler he must wait 30 days 
before selling at his proposed ceil 
ing. If he is a retailer he may sell 
as soon as his report is mailed 

Being a retailer under the terms 
of this amendment, the dealer 
need not wait before selling a new 
fertilizer whose ceiling price is 
established by Section 6 to ulti- 
mate users 

Ceiling prices still are deter- 
mined on the basis of each class 
of purchaser 

(Continued on page 86) 
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Stock Cheney 
Nail Holding 
Hammers and 
the full Cheney 
line for in- 
creased ham- 
mer sales. 
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Dealers everywhere 
have found they can recom- 
mend with confidence—and 
sell with profit—Keystone Metal 
Insect Screening! Has the un- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 

prices. 





New Pricing Method 
for Seme Durables . 


MANUFAC TURERS OF certain con- 


umer durable goods item who 


bill their customers on an f.o.b 
shipping point basis are permitted 
to figure their ceiling prices on a 
delivered basis, the OPS has an 
nounced 

The action was taken in Supple 
mentary Regulation 30 to Ceiling 
Price Regulation 22, and became 
effective in mid-July 

Products affected by the orde 
are refrigerators and home freez 
ers. The authorization, OPS said 
will have little effect on the end 
prices of these items. Any applica 
tion to the agency under this sup- 
plementary regulation must cove: 
all commodities within a single 
category 

OPS explained that a manu 
facturer who wishes to convert 
f.o.b. ceilings to delivered price 
ceilings must calculate what it 
would have cost him during a 
previous 12 month period to ship 
the commodities in the category 
for which he is applying to the 
particular zone or area for which 
he wishes to establish a uniform 
delivered price. He uses freight 
rates in effect on March 15, 1951 
or, if he adjusted his ceiling prices 
under the Capehart amendment 
July 26, 1951 

The manufacturer, OPS said 
then divides this amount by the 
weight of the commodities in the 
category sold during the period 
The result will be a dollars-and 
cents amount for each hundred 
pounds. He multiplies this amount 
by the weight of the commodity 
for which he wishes to establish a 
delivered ceiling price. This will 
provide the amount, which when 
added to his f.o.b. ceiling prices for 
the commodity, will convert them 
to delivered ceiling prices 

The agency pointed out that the 
regulation is currently limited to 
those commodities where relief 
seems to be most greatly needed, 
and where the method of calcula 
tion provided by the regulation 
can be used. New commodities will 
be added later as need for relief is 
shown, and as new methods of 
calculation are developed 

OPS said the regulation is need- 
ed because, under CPR 22, each 
manufacturer is frozen to terms 
and conditions of sale effective 
during his base period. Thus, if a 
manufacturer, before Korea, sold 
exclusively on an f.o.b. shipping 
point basis, he must continue to d 
so under CPR 22 


This has meant that manufac 
turers, who for reasons unrelated 
to price control, had shifted from 
in f.o.b 
delivered basis in the interval be 
tween hostilities in Korea and 
CPR 22's effective date were 
forced to revert to a business prac- 
tice they had deliberately dis 
carded. This has caused hardship in 


industries where sales on a de 


hipping point basis to a 


livered basis are common 


* 


Decorative Use of Metals 
Allowed by NPA...... 


DECORATIVE USE of copper and 
aluminum will be permitted on 
consumer goods. NPA has an- 
nounced the amendment of order 
M-47A and M-47B prohibiting such 
use 

Removal of these use restrictions 
is possible now because of in 
creased availability of copper and 
aluminum. The action is in line 
with NPA’s June, 1952 increase in 
self-authorization limits for these 
materials 
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last season. The 1951 season aver- 
age for type 14 was 46.5 cents per 
pound. Opening dates for auctions 
in other belts range from August to 
mid-September 

The July indication was for a 
total flue-cured crop of 1,403 mil 
lion pounds—second only to the 
record of last year 

The price support level for 1952 
flue-cured at 50.6 cents per pound 
is practically the same as in the 
1951 season 


* 


New Construction 
Outlays Set Record 


NEW CONSTRUCTION outlays in 
the first half of 1952 reached a 
record total of nearly $15 billion 
according to a joint report of the 
Building Materials Division, U. S 
Department of Commerce, and the 
Bureau of Labor Statistics, U. S 
Department of Labor 

Figures for June totaled almost 
$3 billion, up 7 percent over May 
and 6 percent above June 1951 

Military projects and defense 
plant construction were continuing 
to expand in June, but a declining 
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Complete 
Stocks of 


Aluminum 
Molding 


to serve the 
HARDWARE 


INDUSTRY 
Prompt Shipments 














Decorate with 





luminum Molding 


for cuery 
WRITE TODAY FOR COMPLETE CATALOG 
DECORITE, INC., 2116 PEACHTREE RD., ATLANTA, GA 














trend in private outlays for new 
factories “marked the completion 
of some important phases of the 
current industrial expansion pro- 
gram,” the report noted 

Private spending for residential 
building during the first half of 
1952 was 8 percent less than a year 
ago, with virtually all of the lower 
volume in the year’s Ist quarter 
Dollar outlays for home improve- 
ments were greater this 2nd quar- 
ter than in the same period last 
year 

Though commercial and recrea 
tional building increased in June 
these types of activity still were at 
relatively low levels compared 
with 1951 


° 


Ecko Reports 
Sales Gain. . 


NET SALES of Ekco Products Co 
manufacturer of housewares, were 
higher in the second quarter and 
in the first half of 1952 than a 
year ago 

Net sales in the second quarte: 
were $9,890,223 as compared with 
$8,434,681 in the same quarter of 
1951. Net earnings were $665,518 
as compared with $712,945 


For the first six months, sales 
were $19,570,562, compared with 
$18,927,450 for the first six months 
of last year 


. 


Gain in Sales of 
Vacuum Cleaners 


FACTORY SALES of standard-size 
household vacuum cleaners in 
June totalled 206,939 units, com 
pared to 194,548 sold in June, 1951 
a gain of 6.4 percent, according to 
the Vacuum Cleaner Manufactu: 
ers’ Association 

June sales compared to 216,969 
in May, or a drop of 4.6 percent 

° 


Westinghouse Sales 
Set New Record... 


SALES OF THE Westinghouse Elec- 
tric Corporation in the first half 
and in the second quarter of 1952 
set new records and the backlog 
of unfilled orders is at the highest 
peak in the company’s history 
President Gwilym A. Price has re 
ported 

Net sales billed in the first half 
of 1952 were $681,378,000, com 
pared with $590,562,000 in the first 
half of 1951. The previous record 
for any half vear was $650,239,000 
in the second half of 1951 

Net sales billed for the second 
quarter of this year were $357 
558.000, compared with $300 
155,000 in the second quarter of 
1951. The previous record for any 


quarter was $339,759,000 in the 
final quarter of 1951 
. 


Sales Increase fer 
Reo Motors ..... 


FOR THE SECOND straight yea! 
Reo Motors, Inc. has reported a 
new sales record and the greates| 
profit before taxes for any six 
month period in the company’s his- 
tory 

For the six months ended June 
30, 1952, Reo reported a net profit 
of $1,921,000. This compares wit! 
a net profit of $1,759,000 for the 
first six months of 1951 

The profit, before taxes, a 
mounted to $6,761,000 for the first 
half of 1952, exceeding last year's 
record-breaking figure of $4 
581,000. Company sales were 
$79,000,000 for the current half- 
year period. This compares with 
sales of $57,000,000 for the cor- 
responding six months of 1951, the 
company's previous six month 
high 
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__ ne 
easy way 


HERE'S HOW: 


Sell your customers the 
VICTOR line of hand and 
power hacksaw blades and flex- 
ible-back band saws—the line 
that, over the years, has outsold 
them all. 


In addition, they'll appreciate 
copies of the timely, authorita- 
tive VICTOR Metal-cutting 
Booklet, full of helpful guid- 
ance on the selection, use and 
care of metal-cutting equip- 
ment. Be sure you have a sup- 
ply on hand — we're making 
sure, with consistent advertis- 
ing, that your customers know 
about them. 


Sold only through recognized distributors 


® 10808 VICTOR 


SAW WORKS, INC. - MIDDLETOWN. NY. USA 


Makers of Hand and Power Hack Saw Blade: 
Frames and Metal Cutting Band Saw Blades 
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Stanley Offers New 
Christmas Packaging 


Stanley New 
is offering 15 Stanle, 
gift packaging for 
sale appeal 


Britain, Conn 
Tool units in 
Christmas gift 


colorfully packaged 
in decorative red and green sleeves 
“Season's Greetings,” which 
fit over stock boxes and may be re 
moved after the holiday. On the bot 
tom of each sleeve, a short illustrated 
highlights the features 
A group of the colorful 
packages is said to make an attrac 
tive counter window display for the 
Christmas The 15 survey 
selected available from 
hardware wholesalers, in open stock 
Unit, No. 15X 
tool in a reshipping carton 

As part of the Christmas line, Stan 
offers five newly 


The tools are 


bearing 


sales message 
of the tool 


season 
tools are 


or in a one of each 


ev also designed 


wood or 
window streamer 
envelope stuffers have 
and the products are 
nationally, it was 


tool set ach in a chest of 
metal. A 


ind two new 


colorful 


been prepared, 
being advertised 


innounced 


° 


Irwin Offers Special 
Auger Bit Promotion 
The Bit Co., Wil- 
has announced a 
promotion for 


Irwin Auger 
mington, Ohio, 

special package 
hardware dealers Designed as 
the 4-S Profit Special 
veloped to step-up dealer sales to 
the more profitable 6, 10 and 13 


and de- 


bit wood chest 
new package is timed to the 
Christmas season, though it is not 
a dated promotion. It 
full-year appeal to users of wood- 
boring tools 

The complete promotion consist 
of four 62T Irwin Borchests in 6 
10 and 13 bit assortments. Each 
assortment comes in a sturdy hard- 
wood chest, which is specially 
packaged in a colorful gift box to 
add customer appeal. A free 
counter display, handout folders 
and price list complete the special 
offer. The entire merchandising 
unit is assembled in a strong, 
rugated container for easy handling 
and storing by dealer 

Irwin also announces that the 
4-S Profit Special earns 50 
cent profit on a $26.21 investment 
for each complete unit 


os 


Carries a 


cor- 


pel - 


Puritan Announces New 
Sash Cord Carton .... 


Kendale 
now 


solid braided cotton 
available in the 


Sas! 


cora 1s new 


SOUTHERN HARDWARE for SEPTEMBER, 


assortments, the 


window type carton, as announced by 
Puritan Cordage Mills, Louisville, Ky 
The new carton holds one hundred 
feet of sash cord and is connected by 
a continuous loop to a second similar 
carton. The window makes it possible 
to see the cord without letting dirt 
penetrate the carton, and the loop 
provides a handle for carrying the 
double package and gives the cus 
tomer an opportunity to fee! the tex 
ture of the sash cord before buying 


o 


MEIRRO Introduces New 
Warp-Preof Fry Pan .. 


A new aluminum fry 
not warp or buckle 
home use is announced by 
Goods Manufacturing Co 
towoc, Wis 

The pan is made of the same super 
strength metal used in the Mirro 
Matic pressure pan, it was announced, 
ind features a styled black handle 

Special merchandising plans have 
irranged for the introduction of 


pan that wil 
under continuous 
Aluminum 
Mani 


beer 


,. 
Ope 
, © 


“> 


attractive rub 
stand will be 
to dealers wh 
12 of 


item, and ar 
display 


given free of charge 


the new 


ber-covered 


place an initial order for more 
announced. The stand 


counter 


it was 

ises only a minimum of 

space vet holds four pan 
in the new 

The pan is tilable in four ‘ 


9, 10 and 11 incl 


one ofl 


wh size warp-proof line 


1952 











B & L Long Spring SURE HOLD 






















Bal 
Under 


Spring 
SURE HOLD 


Sill al the lop 


O increasing 








ag 


opularity / | 





Yes, the “baby” of the B & L line of Steel Traps is 
still leading the “hit parade” of popularity among 





new numbers. 


And no wonder! Because no trap has ever been so 
widely advertised by word of mouth as this super 
fur getter. | 
: 
: 


BLAKE & LAMB 
SURE HOLD 


Living up to the reputation for dependability enjoyed 
for more than 100 years by Blake & Lamb Steel Traps. 


Sud for Your Copy of 
Latest Catalog and Prices 























THE HAWKINS COMPANY 


B & L Under Spring 


(4 Sizes of this pattern 


@ Sane of ls pam Americvas Oldest trap Manuflacturers 
in Double Under Spring SOL TH BRITAIN, CONNECTIC | I 











SOUTHERN HARDWARE for SEPTEMBER, 1952 89 





" ait 





IT’S EASY TO SELL 





ROTARY POWER MOWER 


AMERICA’S 
FASTEST SELLING 


‘West Complete 
Line 

















Offer your customers the 
power mower backed 
by experience! Over 
160,000 machines now 
in use! Designed and 
beautifully finished for 
attractiveness on your 
floor and many years 
of trouble-free 
service on 
your cus- 
tomers’ 
lawns 

Lc Mow \ ce \ 
Belt 


the BIG DEMAND! 
One out of three lawn. 
mowers sold next year 
will be a‘power mow- 
er. Don't get left 

out of this new giant 
business —line up with 
the complete K.C. Mow 
line and sell the best! 


Only K. C. Mow Offers 

ALL THESE FEATURES 

Suction Action” for clipping 
pulverization and even cut 
* Patented ‘Sorb-O-Shock 

Clutch « Every exposed 

_- metal surface painted or 

lated « Solid, 1 -piece blade of 

alloy spring steel. Formed, heat 

ac treated, and sharpened 
WRITE TODAY! for complete 


information end prices. 


1 C. wow 
16” 2-cycle 
direct drive 





2500 Washington, Kansas City, Mo 











Ranchere Picnic Set 
Announced by Boker 

H. Boker & Co. 101 Duane St 
New York 17, N. Y., has introduced 
its new Tree Brand Ranchero Set, 
consisting of 24 pieces of stainless 
steel outdoor tablewarg, with Pakka 


~* 


> 






highly burn and 
stain resistant—6 forks, 6 teaspoon 
6 soup spoons, 6 knives, hollow 
ground with serrated edges—all 
packed in a Vinyl plastic carrying 
case 

Designed for 
beach parties, pleasure boating, and 
summer-cottage living, the set is 
priced to retail at $22 


wood handles, 


picnics, barbecues 


Sf 


New Bernz-0-Matic Torch 
Introduced by Bernz.. . 


The Otto Bernz Company, Inc., of 
Rochester, New York, announces the 
newest addition to its line, the Bernz 
O-Matic Torch for mechanical and 
household use 

The Bernz-O-Matic features a long 
lasting, replaceable cylinder of lique 
fied petroleum gas which has a burn 
ing time of up to 15 hours and inter 
changeable burners. The torch lights 
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instantly without pre-heating of! 
priming and operates in any weather 
even to 30 degrees below zero. A 
simple turn of the valve and thé 
torch is in operation. The flame can 
be adjusted by turning the valve 
from pin point to eight inches. Fabri 
cated from high quality steel and 
shipped fully loaded and ready to op 
erate, the Bernz-O-Matic is hotte 
than a gasoline torch, burning in any 
position at 2300 degrees F 

Made to retail for $6.95, the pack 
age consists of fully loaded cylinder 
and choice of utility or pencil type 
burner. The fuel cylinder may be re 
placed for $1.95. The Bernz-O-Matic 
has hip-pocket portability, measuring 
10 inches in length, weighing 2% 
pounds, with a diameter of 2%4 inches 


” 


Gensco Offers Swedish 
Weed Chisel Gift Set . 


Gensco Too! Division of General 
Steel Warehouse Co., Inc., has an- 
nounced a new gift package of Gensco 
Swedish wood chisels. Three chisels, 
4”, %”, and |! are packed in the 
display box 





The chisels have machined Tenit 
II plastic handles which are un 
breakable and not affegted by hot or 
cold weather. The blades are pro 
tected by a soft plastic coating, de 
signed to prevent rust and chipping 
of the blade before it reaches the 
customer's hand. This protective coat 
ing can be peeled off easily when the 
tool is ready for use 

Another new feature recently 
added to Gensco Swedish wood 
chisels is the size marking stamped 
into the top of each“handle, enabling 
a dealer to instantly select any one of 
the eleven sizes (4%4" to 2” inclusive 
carried in the line 

The chisels are packed in a color 
ful metal edged box, ideal for year 
round sales and counter display 

Prices and literature are available 
from Gensco Tool Division, General 
Steel Warehouse Co., Inc 1830 North 
Kostner Avenue, Chicago 39, Illinoi< 
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Helms Introduces New 
Drain Wizzard ..... 


Helms Products, Inc., 3757 Plain 
field N. E., Grand Rapids, Michigan, 
announces the manufacture and mar 
keting of their new product, “Drain 
Wizard.” 

Drain Wizard, a precision tool, is 
used to open sluggish or clogged 
drains of all types with just a few 


DRAIN WIZARD 





strokes of the pump handle. Drain 
slime and sludge are forced to the 
sewer, not pulled back into the sink 
The unit features two interchange- 
able rubber adapters to fit any type 
drain; lavatory, sink, bathtub, toilet 
bowl, laundry, etc. Operation of the 
unit is simple and easy 

Additional uses include blowing 
out fuel oil lines, clearing gas lines on 
automobiles, drying spark plugs, and 
when car is out of gas forcing fue! 
to carburetor without running bat- 
tery down to pump fuel to engine 

Complete details and illustrated 
literature are available from the man 
ufacturer upon request 


¢ 


National Metal Offers 
Low-Cost Hurricane Glider 


National Metal Products Co., Kan 
sas City, Mo., announces production 
of the Hurricane Glider, a new light- 


weight, extra-powered 18 rotary 
mower. A pressed-stee!l chassis, plus 
a 2 h.p. governor-controlled gasoline 


engine are features of the new unit 
With minor engineering modifica 
tions, the new Glider has all the de 
sign and performance features of 
National's higher priced models, Hur 
ricana and Hurricane, Jr., it was an 
nounced. These include the four 
large, equal-sized wheels with punc 


ture-proof tires which enable the 


mower to follow lawn contour with 
out dropping into small depressions 
bumps 


or tilting on small Also, it 





features the hinged side throw-out 
safety guard; cutting height adjust- 
ment from % to 34% inches, and the 
handle which swings clear for start 
ing 


° 


New Display Units for 
Lufkin’s Red End Rules 


The Lufkin Rule Co., Saginaw, 
Mich., is offering dealers new mer 
chandising units for displaying Red 
End rules. 

The heavy crystal glass display 
will remain a permanent addition to 
the store, it was announced, and the 


bright red lettering stands out against 
the vellow background to attract at 
tention. Designed so that it can be 
placed on the counter, in the window 
or hung on the wall, the unit re 
quires a space of only 4% by 7’ 
inches. Space is provided on the units 
for marking prices 

With a purchase of two dozen 
Lufkin rules in a complete range of 
prices, the dealer receives the display 
free of charge. Two models are avail 
ible: the 200 assortment of regular 
reading rules, and the 200F assort 
ment of inside-reading rules 

Complete description and three 

or illustration is available from the 


ifacturer upon request 

























For FREE Vari-Board and Catalog Information: 
Complete information regarding the VACO VARI- 
BOARD ... or 32-page, illustrated catalog covering 
every item in complete Vaco line of more than 250 
styles and sizes...sent on request! 
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Now you can enjo 
of factory branch serv 
back yard... speedy delivery? easier 
contact; better local service. The ni 
Factory Branch at 1325 McKinney Ave., 
Dallas 2; Texas is one more Vaco step in 


right In. your 


the right direction to increase 
your screw driver sales. 


NEW, Modern, Versatile 
VARI-BOARD DISPLAY 


Another sales-building aid to step up 
your driver sales is the unique VACO 
VARI-BOARD .. . today's outstanding 
point-of-sale screw driver merchandiser. 
Not only is this display beautiful, service- 
able and durable... every item is a pre- 
tested fast seller! The blue, red and 
yellow display catches the eye... each 
driver is numbered and priced on shelf 
front for quick, easy purchase. Your 
choice of two basic display sizes with 
or without legs for wall, counter or 
window use. 
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Display and promote Auto-Lite— 
the line of carbide Sportsman 
Lamps that sells on sight the year 
‘round. The first choice in the 
South since 1914, you will find it 
ays to feature dependable Auto- 
ite products... “standard equip- 
ment” with the Southern Sports- 
man for more than 37 years 


115 MODEL 

Furnished 
with 4” ribbed 
reflector. Burn 
ing capacity 4 
hours. Rust 
proof con 

struction 
Rubber Bum 
pergrip pro 
tects bottom 
Strong wire 
brace. 


107 MODEL 
7” plated re- 
flector. 4 hour 
capacity. Pat 
ented Ball 
Dropper in- 
sures steady, 
even flame at 
all times. An 
all-purpose 
lamp 


117 COM. 
BINATION 
Consists of 115 
Model Auto-Lite 
Lamp with a 
sturdy brown 
cloth adjustable 
hat with metal 
attachment A 
real special this 

year 


875 MODEL 
Will burn 6 
hours on one 
full charge of 
carbide and wa- 
ter. Furnished 
with 7” plated 
reflector and 
convenient fold 
ing handles 
Ideal for camp- 
ing 





Contact your jobber today or write 
us for an illustrated catalog and 
the name of your nearest whole 
saler 


UNIVERSAL 
LAMP CO. 


Springfield, thlinois 














Over-the-Door Hanger 
Announced by Autoyre 


The Autoyre Co., Oakville, Conn., 
manufacturer of matched accessories 
for bathroom, kitchen and closet, has 
introduced a new over-the-door 
hanger, designed to hold a dozen gar 
ments and to fit quickly and firmly 
on both 1%” and 1% oo! 


The exclusive Autoyre metal 
adapter snaps out of the over-the 
door hanger bracket to assure secure 
fit on any standard door without 
tools, screws or glue. Tack holes in 
the top of the bracket permit perma 
nent mounting where desired 

The hanger is of sturdy metal con 
struction in lustre finish and holds 8 
to 12 garments on its fluted arm, and 
is attractively carded for self-selling 


° 


New Rotary Lawn Mowers 
Announced by Eclipse .. . 


Two new rotary lawn mowers 
complete the 1953 line of hand, power 
reel and sickle bar models being in 
troduced by The Eclipse Lawn Mower 
Co., Prophetstown, Ill 

Except for the conversion unit 
which offers the buyer the option of 
adding power propulsion to the hand 
propelled model at any time, the two 
models are identical. Powered by a 
2 h.p. Briggs & Stratton 4-cycle en 
gine, they feature a special designed 
housing which projects 42-inch below 
the cutting knife at all times. Extra 
protection is said to be given the 
blade and engine through a spring 
loaded flexible coupling designed to 
absorb shocks caused by obstructions 

Through a choice of cutting knives 
and a cutting height adjustment from 
1 to 3 inches, excellent performance 
is claimed in trimming lawns, cutting 
rough growth and mulching 





DECORATED 
BUILDING 





Tack Tt ox Paste It 


There's a bright, 
beautiful 


WALLRITE design 


for 
every room 
in the house 


Manvioctured Exclusively by 
FLEMING & SONS, Inc. 
Dollas, Texas 


CNEWSPAPER MATS identical to this 
are avatlable to dealers 
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Skilsaw Introduces New 
Portable Electric Saw . 


A new, low priced portable electric 
saw has been introduced by SKIL 
SAW, Inc., portable electric tool 
manufacturer. The new saw has been 
named SKIL Home Shop Special 
Mode! 516 and is the first low price 
saw marketed by the makers of 
quality SKIL Tools 





The 6” saw is powered by a uni- 
versal type motor and wil! handle al- 
most every cutting application, The 
speed of 5800 r.p.m. is ideal for all 
around cutting of wood, stone, metal, 
plastic and composition, it is claimed 
Bevel and depth of cut adjustments 
are built-in, allowing quick, easy ad 
justments. Vertical cutting capacity 
is 1%” and the capacity at 45° is 
1-5/16". 

Compact and light in weight, Model 
516 is 10%” long and weighs only 9% 
lbs. Features include an automatic 
telescoping blade guard, aluminum 
alloy housing, safety trigger switch, 
self-lubricating bearings and accurate 
sighting notches for following line 
of cut. An added feature is a special 
non-glare foot which cuts reflection 
to a minimum 

Model 516 comes equipped with a 
combination blade for general-pur 
pose cutting, wrench and 3-conductor 
rubber-covered cord 

For further information write 
SKILSAW, Inc., 5033 Elston Avenue 
Chicago 30, Illinois 


s 


New Compressed Air 
Gasoline Can ..... 
A new gasoline can, called Moto 


Fil, has been added to the line of the 
R. E. Chapin Manufacturing Works, 





Inc., Batavia, N Y 

Squat and low-slung to avoid tip 
ping in even the roughest waters, the 
new compressed air gasoline can, 
model 136, was designed especially 
for outboard motor users. A few short 
strokes of the built-in pump and a 
quick internal pressure is built up in 
the 2-gallon-plus 1 pin oil mix tank 
A manually operated trigger action 
nozzle controls and regulates the flow 
of gasoline 

Streamlined, dome-top construction 
on an electric seam welded, Armco 
zinc grip, rust resistant galvanized 
tank combine for greatest 
pressure-proof strength and durabil 
ity, it is claimed. When unscrewed 
from the dome top, the 6-inch brass 
pump provides a 2-inch diameter 
opening for ease of filling or draining 
of tank 

Standard equipment includes a re 
movable 6-inch curved brass nozzle 
which is fitted with a special, built 
in filter screen grid to eliminate al! 
foreign matter, and 48 inches of oil 
resistant, neoprene hose is attached 
to the angled outlet tube to facilitate 
easy coiling. The carrying handle con 
veniently turns down when not in 
use 

Moto-Fil is 


$7.95, it was announced 


possible 


priced to retail at 


. 


Campro Intreduces New 
Tenite Lawn Rake .... 


Campro Sales Co., 1300 Fourth St 
S.W., Canton 2, Ohio, has introduced 
a new one-piece tenite lawn rake 
molded of tough acetate 
butyrate material and weighing only 


cellulose 


16 ounces 





The new rake will not chip or split, 
and it is 100 percent rustproof, the 
manufacturer announced. Its 19 tough 
and flexible prongs cover a full 18 
inches with each stroke and are sup 
plied in transparent colors of red and 
green, which add to its sales appeal, 
it is claimed. A handle with a slightly 
tapered end is inserted by means of a 
force fit. 

The rake will! retail for less than $2 
and is available for shipment now 
according to the announcement fron 
the manufacturer 
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No. 41 Automatic Drill 


easiest fo use... 
easiest to sell 





> 
Pash it! 


could be easier or more 


nothing 


attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 

l\,_ to '',, inch 
to see, select and replace 
Drills easily inserted and 


easy 


removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 


for you 


Yannee TOOLS NOW FART OF 


fon. US Per, OFF 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


. 
fa man, woman or child 


YANKEE 
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Show Wore+ Sell tore 
REEVE Sure Sell 


GLASS HARDWARE 
for Bins and Shelves 


For highest quolity.. . durable... 
economical .. . display equipment 
for bins, counters, shelves and ev- 
ery other purpose you can depend 
on REEVE to exactly fill your need. 


Order today... for prompt de- 
livery ...on everything from ticket 
holders to large display units. 


DIVISION HOLDERS 
For 3/16” or 1/4” Glass 


a Quick adjusting divi- 
SS sion holder, Mokes 
_——— each division unit in- 
dependent and ad- 
‘justable to any size 
desired 
Silvertone finish 


No. 1-316 Box of 100 
Shipping wt. 2 ibs. per 100 


CORNERS and SPLICERS 
With Flange 








Ship. wt 


Corner Splicer 

Number Number Height Per 100 
110-2 112-2 1% 8 ibs 
110-2% 112-24 2% 9 Ibs 
110-3 112-3 2% 9 Ibs 
110-4 112-4 3% 10 Ibs 
anus 110-5 112-5 4" 11 ibs 


110-6 112-6 5% 12 Ibs 
110-8 112-8 7% 4 ibs 


Chrome finish 


ats m2 10 per package 


BIN TICKET HOLDER 


<7 

This is the standard ticket holder used on 

counters in the majority of stores. % «2% ” 

price ticket is held at correct reading angle 
Silvertone finish 


No. 600 Per 100 
Shipping wt. 4 ibs. per 100 


COMPLETE CATALOG FREE ON REQUEST 
Send today for illustrated 


catalog and price list of 
hundreds of display items 


thot will moke sales and 
build bigger profits for you! % 





REEVE COMPANY 


ng America’s Retailers since 1913 


214 S Grand Ave Los Angeles 7, Calif 











New Buttonhole Scissors 
Added te Kleencut Line 


The Acme 
Conn., 
42-inch buttonhol 
Kleencut line. The new 
scissors are easily adjusted to the de 
sired buttonhole size by a screw 
They are forged steel, nickel fin 
and retail at $1.25 


Shear Co., Bridgeport 
has announced the addition of 
¢ the 


scissor oO 


buttonhol 


hy 


KLOENCUT 
BUTTONHOLE 
SCISSORS 





A colorful counter merchandiser 
for displaying six pairs of the scissor 
on a light green and magenta back 
ground, is available 

The order number 


. 


Reo Announces Three 
New Retary Lawn Mowers 


Entrance of Reo Motors’ Lawn 
Mower Division, Lansing, Mich., into 
the rotary lawn mower field was 
made official with the 
of three new models at the com 
pany’s annual, 
ference, 
nouncement 

The three new rotary models, plus 
extensive changes in the four reel 
type power mowers that previously 
made up the Reo line, were demon 
strated before some 50 sales and 
service representatives 

The models include: an 18-incl 
electric model known as the Electra 
Lawn; a 2-cycle, gasoline-powered, 
18-inch model called the Revo-Jet 
and the 20-inch Flying Cloud, pow 
ered by Reo’s four-cycle, 1% hy 
gasoline engine 

Merchandising and advertising aid 
to back up the new mower line also 
were unveiled at the meeting. The 


introduction 


week-long sales con 
according to a recent an 


Shown at right are 
the three rotary 
mowers recently in- 
troduced by Reo. 
From left, an 18- 
inch electric model 
called the Electra- 
Lawn, a two-cycle, 
gasoline powered 
18 - inch model 
known as the Revo- 
Jet, and the 20-inch 
Flying Cloud, pow- 
ered by a four-cycle 
1% horsepower gas- 
cline engine 


SOUTHERN 


conference was told that details of 
merchandising plan 


ul another 
t i will be 


were being worked out ar 


nnounced later 


Big Stinky Fly Trap 
Offered by Dioptron 


The Dioptron Co., Milw sukee, Wis.., 
has introduced a new aid to fly con 
trol—the Big Stinky Outdoor Fly 
Trap, which keeps flies away from 
places they are not wanted The fly 
to be a simple gallon ot 


trap appears 
an odd 


half-gallon glass ir, with 
shaped top on it 


= Fea 


- ‘ef 





Directions for the 
simple: traps are placed within a few 
feet of, or on, the ground, with a 
board or piece of tin underneath to 
prevent mud splash during rain 
Trap is started with a chunk (not 
ground) of raw fish, meat or liver 
Agitate contents of trap daily and 
empty at least weekly, with an inch 
of flies taken from the fastest work 
ing trap 

Big Stinky 
stroy flies before they reach places 


traps use are 


was developed to de 


where they create annoyance or dam 


ige it was announced 
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WE CAN'T BE BEAT 
FOR 
HOLDING POWER 





SOUTHERN 
wooo SCREW S| 














(Slotted or Phillips Heads) 


have full-size shanks 


It’s important to your business that you use only 
wood screws with full-size shanks, rugged single 
thread construction and sharp gimlet points. The 
Federal Bureau of Standards in exhaustive tests has 
proved that where holding power is concerned, a 
full size shank is a must. Only fasteners of this type 
meet Federal Specifications 


Southern wood screws are precision-milled, with 
keen, clean-cut threads, gimlet points that bite in 
and start fast, and that all-important single-thread, 
full-shank construction. They are made of top 
quality materials, in a wide range of sizes and fin 
ishes. Slotted or Phillips heads. Plentiful stocks 
available for prompt shipment. Write today for 
our catalogue 


FACTORY WAREHOUSES 


Decater SF 
Atlanta, Georgya 


SOUTHERN 


SCREW COMPANY 


110 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 
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Duroflo 


SHALLOW WELL 
WATER SYSTEM 


A new profit-maker ideally suited for small homes, 
summer cottages, highway stores, etc., this new direct 
pressure, low cost water system is designed to effi- 
ciently perform in small spaces. It has ample capacity 
to deliver up to 500 gallons per hour depending on 
depth and operating pressure. 

The outstanding, new design of the Duroflo lends 
itself to peak performance . . . throughout! For all 
shallow well applications to depths of 25 feet or less 
. . . you can depend on Duroflo to do a better job. 
Never before such quality, capacity and freedom from 


trouble . . . condensed into such a pleasantly small 
package . . . and the low cost will amaze you! 
Duroflo . . . where space is limited. Only 17'/,” 


high; has 2'/, gal. tank. Another quality Duro Co. 
product you'll want to sell! 


THE DURO CO., DAYTON 1, OHIO 
Duro builds a complete line of water systems and water softeners. 


For complete information on the amazing, new, low 
cost DUROFLO, mail the attached coupon today! 
The Duro Co., Dayton 1, Obie 


Rush complete information on the new Durofle Pump te 


Name ——E — 





Street or P.O. Box — — 


City ——EEE State —— 
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Leck Washers Available in 
c ¢ . Coin Roll Packs ........ 
7 A new method of packaging lock 
0 nuous washers in coin rolls has been an- 
nounced by the Mellowes Co., Mil 
waukee 12, Wis 
| | demand 


“Thr fOr tHe Standard 


of Comparison 
Stanley BY WHICH OTHER 
. 
“Ti | CONTINUOUS 
The Coin Pak, which is a paper 
tube, eliminates counting and weigh- 


PLIERS ARE JUDGED 
e 
ing of the smaller sizes of lock wash 
| ers, establishes a standard unit of 
sale, and requires smaller shelf car- 


tons and occupies less shelf space 
Also, it eliminates the wrapping of 
lock washers in small quantities. 


Cc for tables, desks, M-C lock washers in the soy Ag 


Pak are put up in four sizes 

ch t 4”, 5/16” and %”. Shelf cartons con 
es S, tain 1000 lock washers each 

boat lockers, ° 


sewing cabinets Fleischman Announces New 
Rehandling Kit ....... 


The Fleischmann Ezy-Fix-'49er re 
handling kit has been introduced by 
the Fleischmann Handle Co. It takes 
its name from its 49¢ price tag 












“Since 1857" Kleia 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the most complete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 






evened 







































Write for your free copy 
of the Klein Pocket Tool 
Guide today! 





Get this FREE DISPLAY 
with purchase of 
311'4 Hinge Assortment 





























customers see DISTRIBUTED 
hinge operation and THROUGH 
actual finishes. It's a JOBBERS 


big sales advantage 
Ask your wholesaler. 















The Ezy-Fix-'49er is a complete kit Foreign Distributor: 
































c ¢ for replacing broken hammer han- InternationalStand- 
. The Stanley Works, dles with seasoned Appalachian hick- ard Electric Corp., 
New Britain, Conn. ory. It includes a wooden wedge for New Vork. 
_ oT, the slot in the handle, steel cross 
The most fameus doors in the world wedge and complete instructions 
swing on Stanley Winges Ezy-Fix-'49er handles come packed 







12 to the box which provides an at 


tractive and interest-compelling dis \ : 
play for window or counter top, en Rs 
8 





couraging self-service 


Reg. U.S. Pat. Off The kit is a product of The Fleisch- ow KLEIN & Sons 
HARDWARE © TOOLS © ELECTRIC TOOLS mann Handle Co., Tower Building, eben 15] cage 0 
BE 


STEEL STRAPPING © STEEL Baltimore and Bedford, Virginia MONT AVE HICAGO 
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Old-Hi Says: NATIONAL LOCK 


no. 129 
cabinet hardware 
~~ 


rntlly pug 


for sales appeal 


representative items from no. 129 assortment 
i > N61-200 pull 


N61-048 knob 













Tackle Sense 








means 
Tackle Dollars! 








N58-2390E 


N61-336 Friction catch Hinge 


with handsome, compact 
display board... (only 16/2 x 12%”) 


A short line that's 

















: — 
LONG on sales ap NM «aon queens cndeeest | 
Your H-l man has the tackle sense that means extra peal. Selected from Saat anew wtp 
profit for you. That's because his business is selling the very finest items | > 
- a ad in the extensive 
tackle-—-and nothing else. He's in a position to know 
‘ National Lock line “5 i © oo. 
what tackle will move for you...what items may not. Steel and Die Cast = 
He knows tockle merchandising and display... offers with attractive * ’ 
you valuable sales tools that are proven volume-build Bright Chrome a : 
ers. Best of all, he is one great source for all your a sn a 
asily installe« yu 
tackle needs the H-I| line (29,000 items) is complete, : ’ 


can stock this com 
with tackle for every fisherman and every kind of fishing. plete yet limited assortment with only a small invest- 
ment. Handsome display board will clinch many a 


See your H-Il man. Ask him about H-I's outstanding 
delivery. Open stock if you desire 





sale. Immediate 





1952 national advertising ...let him show you how eas- 
ily you can tie in for best results. Ask for his help, as 












a tackle specialist, in building your tackle business. 





A kitchen convenience with 


H “l to hel ‘ ! instant sales appeal. Neat, easily « 
° be glad — ond yee ll be glad he did at plied. Holds cabinet doors 
ra eee Se gentle touch of 


~~ fr. wri elbow or knee 
; A ‘Netlens! ‘Lock profit maker 


If you don’t know your H-I man, write us for his name 
R ROC i S Distinctive Hardware... All From ] Source 


se 7 " ote NATIONAL LOCK COMPANY 


Rockford, lilinois 
UTICA, N.Y. 


Merchant Seles Division 
Manufacturers of the Largest Line of Fishing Tackle in the World 
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New Ni-Clad Steel Tape 
Announced by Lufkin . . 


For Profits Ray pairs 
SELL LEQUIDE A TER The Lufkin Rule Co. Saginaw 


Mich., announces production of a new 


teel tape, whose figures and gradua 
tions won't wear off, as they are an 
integral part of the steel 
POWE R baeke) Royal Ni-Clad steep tape has a 
hard nickel-plated surface that is rust 
and corrosion resistant. Hook ring is 
furnished on the tape at no extra 
Standardize on the complete line of- charge. The durable black marking 
fered you in Mall GUIDEMASTER Home are easy to read, because they stand 


out sharp and clear against the bright 







and Hobby Tools, Mall Floor and Fur- nickel background, and because the 
niture Polishers, Sanders, Buffers, Port- Lufkin Instantaneou marking: 
able Saws — with a wide selection of last preceding foot number repeated 
. each inch) are used 
attachments and accessories. Every sale 
Mall SAWS you make is the beginning of a con- ' 
9 sturdy models ° : 
culting capacities stantly expanding tool and accessory ty 
from 13.16 < 4 
este” market for your store, ; 
’ 7 Write for illustrated bulletins featuring Mall 


Guidemaster and other Portable Electric 


: Power Tools an 
Moll PLANES s and Attachments 







































Electric See Us at the 
pitino NATIONAL HARDWARE SHOW 
finishing Booth 11, Grand Central Palace 
work — . 40 Factory-Owned Service Warehouses, Coast Teo 
. Coest, To Serve Our C s and Th ds Of 
Dealers 
“Clip ond end mel this CHECK “List for details 
i] 
The rust-resistant welded metal f 
} TOOL COMPANY case liner is covered with tough dark 
' 7714 S. Chicego Avenue J green vinyl. Folding flush handle j 
: eS 6 opens with push pin. Trim is plated y 
The tapes are priced to retail as 
follows: 25-foot, $3.50; 50-foot, $4.50; 
’ 75-foot, $5.50; 100-foot, $6.50 
INR Get EXTRA Sales op gta 
{ Royal Ni-Clad will be sent upon re 
‘? Tandrotine quest to the manufacturer 
j . 
| LON Site Lo + , 
; (1 Decker Introduces New 
Portable Compressor . . 
: J with The Decker Manufacturing Co., of 
, Rockford, Ill, has announced an 
TAN DROTINE addition to their line known as model 
No. CT-2G3, a two-cylinder air cooled 
5 — a compressor with a displacement of 
85 C.F.M. The 300 Ib. test heavy 
the u | a y" PAINT THINNER ! gage steel tank has an 18-gal. capac 
op ity. This unit also is available with 
— a one-horse power electri motor 
IT’S PROVEN Pressure setting is adjustable from 
IT’S ECONOMICAL ANDROTINE is preferred by both ny eodhg a se pases “ral ha 
painters and home-owners for use wher- . oe oe a ae —— ; 
IT'S a Quolity THINNER : hiek i snmeal os wesnish Some 25 feet of air hose is fur 
ever a high grade paint, ename nished with an air chuck and brass 
thinner is needed. fitting. Valves are of brass and 
ORDER Chat is because TANDROTINE is such bronze and are rustproof. Semi : 
TANDROTINE Today! in excellent thinner and cleaner of brushes, pneumatic, heavy duty, ball-bearing 
is well as a remover of grease. It also dis- wheels have CaE-ve wees Powered 
Get ready for solves wax and does a hundred other house- po cast bond oe ee 
EXTRA Sales, hold tasks. TANDROTINE has a high flash pasion ~Hoe posted os a the caalain , 
MORE Profits. point, a pleasing odor, long leveling, and facturer. Packed for shipment, the 
. even flow. It is slow drying unit weighs 200 Ibs 
Li Lm | | Get your supply now! This large capacity, heavy duty 
TURPENTINE & ROSIN FACTORS INC compressor is designed for the farm 
ca nN j er, road contractor, painter or any in 
= oe i dustry that requires a portable air 
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BORN - <> 
sircuee ANNOUNCES 2 conn 


LINES OF PUTTY KNIVES AND WALL SCRAPERS 


The FLETCHER Trade Mark, a symbol of guar- 
anteed quality, now identifies for your buying pro- 
tection, an excellent value in putty knives and wall 
scrapers. For a long time we have realized these to 
be a necessary addition to the FLETCHER line. 
Many of our customers have asked us repeatedly 
to supply their putty knife requirements, but we 
have waited until we could offer you a tool of out- 
standing quality. Be sure to see this new FLETCHER 
line at the National Hardware Show (Booth No. 9) 
or send for illustrated literature. 


Two distinct lines are offered . . . a rosewood 
handle with mirror finish blade, and a walnut handle 
with satin finish blade. Both will give your customer 
full value for his money. 





The quality of these knives 
is comparable to the quality 
of the FLETCHER glass cut- 
ter which has been a favor- 
ite for nearly half a century. 
You can buy them, and sell 
them, with assured confi- 
dence. Tell your jobber you 
want to try the FLETCHER 


line. 





THE 


Gold Tip 
GLASS 
CUTTER RATIOMAL Namowaan Sirow, moe. 














PH TAYLOR & 
249 SCLINTON AVE. in TORONTO 


THE FLETCHER-TERRY COMPANY 


615 SOUTH STREET, FORESTVILLE, CONN., U.S. A. 
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There's an Eagle Oiler to meet 
every lubrication need. Household 
Oilers for home use, Harvester Oil- 
ers for the farm, Handy Pump Oil- 
ers for home hobby shops and farm 
machine repair shops, Copperite and 
Welded Steel Bench Oilers for the 
mechanic— 


Eagle Oilers are in constant demand 
—that means steady sales and profit- 
able turnover. Eagle Oilers’ high 


quality and dependable reputation 


give them ready acceptance. Keep 
Eagle Oijers displayed for your 
customers at all times... it means 
paying business. Attractive display 
cartons available. Order from your 
Jobber. 








MANUFACTURING COMPANY 


Wellsburg, W. Virginia 
o 





en 








STOCKED 
FOR 
SUDDEN 
DARKNESS 


The Hurricane-storm season soon will be 
here. Wires down—lights out—trees 
uprooted —all without warning. Don't 
be caught short—DIETZ LANTERNS sell 
out fast when emergencies come. 

R.E. DIETZ COMPAN 


SYRACUSE 1, N.Y. MlMkaa 
ORDER THRU YOUR FAVORITE JOBBER 








GREAT LINES 


Five price levels make 


cling casier taste and more 


profitable 


I hey your 


Select ust kind 


preees your trade wi 


Knowing at 


Salad 


buy freely 

Colonial” and 
s a must 
New desc 
list will tell 
W rite 


a good 


Caesar 


riptive fol 
you about 
Actior 


sales idea 


J. SHEPHERD PARRISH CO. 


205 W. Wacker Drive 


today 


Chicege 6, il! 





100 


4 
‘ ‘ I s ’ 
CLASSIFIED 
4a . . 4 


FOR SALE 


Complete Hardware Store, Mississ 
Location. Inventory, $40,000 
well over $100,000. Terms 
Southern Hardware, 806 
St., N.E., Atlanta 5, Ga 


ippi 
Volume 
Box 661, 
Peachtree 





compressor. Accessories include an 
air hammer, 


loader that 


as well as a suction un 
makes it a 
painting unit. Literature and 
plete price information is av 
from the Decker Manufacturing Co 
Rockford, Illinois 


line spray 


com 


ailable 


. 


NESCO Introduces Colonial 
Copper Reoaster-Ovens .. . 


juced a m 


oven 


Nesco, Inc. has 
line of copper electric roaster 
Equally at home at buffet suppe: 
picnics or at the dinning t the 
Colonial Copper’ roa oven 
combine practical cooking 
with decorative 

‘Colonial Copper oast 
are made of high quality 
copper set off by jet-black 
handles and accessori« An 
matic thermostat, located on th 
of the roaster 
temperatures from 150 
500 degrees F. The contro! ha 
“off” position so that it may be 
connected while not cooking 
built-in pilot light glow whenever 
the control is moved from the “off” 
position, so that one may tell at a 
that the unit is heating 


intro 
¢ 


fficiemn 


beauty 


} 
eay 


oven, clear! 


degrees 


glance 


Heavy Fiberglas brand insulatio 
between the outside 
inner cooking unit keeps the 
oven and efficient. It 
equipped with removable, one-piec« 
cooking well of heavy gauge 
finished in black porcelain enamel 
Model 7017 - 6 qt. oval Colonial 
Copper” roaster-oven retails for 
$39.95; Model 4218 - 2% qt. round 
“Colonial Copper” lls 
for $29.95. 

Further 
from Nesco, Inc., 
Ave., Chicago 1, Ill 


copper and 
roaster 


cool come 


stee! 


roaster-oven 


information is available 
201 N. Michigan 





SOUTHERN HARDWARE for SEPTEMBER, 





Victor 


LITE 


Decoys 


SELL BEST because 
they’re REALISTIC! 


Experienced hunters an't be fe 








buy realmtx 
« time and time again 
lecoys are made of 
pul 
1 with 
im life 
olors. Advertising in Field 

ream, Hunting & Fishing 
Sports Afield and Ducks Unlimitec 
ids profitable t 


sturdy, 1 molded 
They're p alanced, equippec 
d finished 


miness for you 
tor decoy line includes Victo 
te. Victor Wood and Victor Majesti« 
“ ivailable in several species 
mptly from either of our 
ante. Order money 
Victor Decoys 


mur wholesaler 


aNIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA . PASCAGOULA, MISS 











CONSUMERS 


mi 
SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 


For pre-painting preparation—the 


smooth way to ‘“‘crack-proof"’ plaster 


walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
and knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
or fall out. Available in 1, 5 Ib. cans; 


100 Ib. drums; 300 Ib. drums 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


iS'1S N. HADLEY ST $7 1oOuUls 6. MO 


1952 








ere ORIFFIN 


Every voor NEEDS THREE 


MANUFACTURING COMPANY 





GRIFFIN PROUT 


WILBUR H. DAVIS 
1639 W. Forge Avenue 
Chicage 26, tilinois 
GEORGE A. GREGG 
17134.6 Wyoming Avenue 
Detroit 21, Michigen 
THE 8. S. ALDER COMPANY AUSTIN & EDDY INC 
45 Worren Street 115 Breed Street 
New York 7, NY Losten, Mossochusetts 





REPRESENTATIVES 


CHARLES |. Lewis 
1355 Merket Street 
Sen Froncisce 3, Colif 
WALTER $. JOHNSON & SONS 
917 St. Chories Avenue 
Atlente, George 
£.. FARRAR 
6637 Golf Drive 
Dollies 5, Texas 


®. F. Severs 


aa G. PULLER, @ 
Wellington Rood 
Jackson 6, Mississ 


HARVEY D Ney ° sons 
18 N 


Konsos City, Missew 


ERIE «© PENNSYLVANIA 


4. ¢ noe | 
261! Gerrisen Biv 
Beitimere 16 maryland 
ROY L. ROGERS 
1620 Gerfleld Street 
Denver 6, Colorado 
w. Cc. meieauM 4 CO 
6954 Oleothe Avenve 
sr + 9, Missour 





















HEXAGONAL NETTING. 
The high standard of 
the industry ...evenly 
woven... perfectly 
straight selvage .. . 
heavily galvanized 
with gleaming fin- 
ish. This popular 
product is readily 
identified by the 

famous colorful 
rooster label. 


















STEEL 


¢.- WRIGHT wire co. 
pEWORCISTER + MASSACHUSETTS 
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mode right 








Customers in 


FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 
sist on BOB EM 2-WAY fish floats 


Gesgned right 


FRABILL MFG. CO. iit.n.0s ui 


_ 





JUST PRESS 'N TURN 


A. TAY 


FRABILL’S 


Mawar 


they work right! 












10! 








New Speedmatic Saws 
Offered by Porter-Cable 


A new electric saw for contractors, 


builders, carpenters, and other wood 


workers has been announced by the 


Porter-Cable Machine Co., 
N. Y 

The company has developed two 
new Speedmatic models which fea 
ture a Kickproof clutch. When the 
blade binds in a cut or strikes a knot, 
the Kickproof or friction clutch al 
lows the motor to turn while the 
blade remains stationary, eliminating 
dangerous kick-back, protecting the 
operator, preventing damage to the 
gears and work, and reducing motor 
burn out, it Was announced. 

The saws are equipped with an In 
stant Depth adjustment which can be 
set accurately in a few seconds, The 
saw moves up and down on dovetail 
ways which are precision machined 
to maintain accuracy of cut at any 
depth, it was announced 


Syracuse, 





—_/ 


The saws also are equipped with 
an improved Safety Guard which 
covers more blade and tooth area 
Designed on the principle of true 
balance for easy one-hand operation 
the new models also retain the right 
hand blade, so that the saw rests on 
the main piece rather than the piece 
to be cut off. 


Daisy Launches New 
Fall Premeotion .. . 


A special fall and Christmas sell- 
ing program starting September |! 
and continuing through December, 
has been announced by Daisy Manu- 
facturing Company, Plymouth, Michi- 
gan. This promotion is said to be the 
largest Daisy advertising and sales 
effort the Plymouth firm has used 
since 1888. 

National advertisements will ap- 
pear in 66 different leading comics 
magazines, reaching every boy and 
girl of air rifle age in the United 
States and Canada. Daisy models No 
141 (Daisy Defender) and No. 111 
(Red Ryder Carbine) will be equally 
featured in full page, 4-color adver- 
tisements. 

To tie in with the special four 
months’ advertising campaign, Daisy 
is providing a free “Sales-Maker” kit 
for cooperating stores, available on 
request to the manufacturer 











UKELELES, GUITARS, VIOLINS 


and other string instruments 


AT 
A STRONGER GLUE .. - 
e214 STICKS 






- | 
Make extra profits by han- H 


7 Gorilla Grip dling these additional lines. 


sell Roge 


—— like YOU Ting Ly ° WRITE US FOR DEALERSHIP DETAILS 
you agtinap buyers, chain stores CONTINENTAL MUSIC 











rofit DIVISION OF C. 6. CONN, LTD 
| full Pp on 
Glue. ith Rogers. We back you 146 Marietta St., N. W Atlanta 3, G 
Increase your glue eee eae advertising Popular SISTED Day TNs ° ane 3, Ue. 
; ous Science, 
up with Comtinins as Popular echan- 
leading - PO Popular Homecra 1 re Craftsman. Sell ' 


Illustrated an 


' 
ics, Science Glue. Witte Matter 


popular Rogers 























H 
é sn on this fast-moving . 
= Renee users are te y, ' 
em omomers that Ket ty 
coming back for pm . 
Rogers Glue easier to we 
o makes @ seronget, anes 
yolid joint oF —— H 
Order today throug vet ' 
jobber or write direct ° 
ic Wustrated is the ‘Flite-Master Super Deluxe,” the only 
complete play unit of its kind on the market. Flite- 
R oO Master comes in many models with various combine- 
£ Lae = of ploy activities. Ask your wholesalers about 
ite-Master, America’s No. 1 Gym. 
ISINGLASS & GLUE CO. , 
eaaeemren uase | OIL CONSOLIDATED METAL PRODUCTS COMPANY 
° 424 EAST PEARL STREET © CINCINNATI 2, OHIO ' 
‘ 


MARSHALLTOWN TROWEL COMPANY «+ 





MARSHALLTOWN, IOWA 
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DL Er ss 


..."Leaders in 
room heaters 
since 1897" 
GAS-OIL-COAL 


FOR Enay CLEANING 


Potent Ne. 2,241.02 





MODELS 775.52 776-$2 


Exclusive COLE “'Tilt-A-Way"’ Cabinet for easy cleaning 
Both single and dual burner models 
Glass lined (porcelain) heating units 


Sold and serviced nationally thru leading Distributors 





Write for catalog 


COLE HOT BLAST MANUFACTURING CO. 
3817-35 South Racine Avenve 
Chicago 9, Illinois 








they KNOW a MONEY MAKER 
when they see one 


Thats why .... 


wise dealers choose 


FLO-MOW 


Flo-Mow has what 
customers demand 
in a power mower 


Tin e 






QUALITY 
? 
Smooth 
PERFORMANCE 
VERSATILITY 
DEPENDABILITY 
~ yp a 
APPEARANCE 
Flo-Mow Power Mowers don! gother moid in the worehouse Mows 
Customers snap them up ond keep turn-over brisk becouse all kinds of 
they recognize the fine quolity built into every port of o lawn grass 
Flo-Mow. As o profit moker for deolers Flo-Mow « ovtstand Celene 
ing. Cash in on the tremendous power mower morket. Write — 
today for full details on o dealership in your community pulverizes 
and mulches 


THE FLO-MOW MFG. CO. 


9400 Wilson Road Kansas City, Mo. and grass. 
AAI NTO RR EN SARE 
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DRAPER-MAYNARD 
MMe Cod 
FOOTBALLS and BASKETBALLS 
















Draper-Maynard Rubber Covered 
Footballs and Basketballs 
are made of newly developed 
lacing, valve inflation, official 
in size, shape ond weight. 


Draper-Maynard Rubber Covered 
Footballs and Basketballs ore 
ruggedly built to withstand the 
hard wear and grind of outdoor 
concrete courts, gravel and cinder 
playgrounds and recreation fields. 


Order DRAPER-MAYNARD Rubber Covered 
Balls from your Wholesale Distributor now. 





‘e 


THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Challenger Assortments 
of Mechanics’ Hand Tools 


King 
popular-priced 


New Counter self-seller 
displays featuring 
mechanics’ hand tools 
able from the Challenger 
Penens Corp., Schiller Park 
Each assortment 
balanced 
turnover tools 
inches of 
an attractive display carton with each 
item plainly price marked on the 
head board 
Five different 
sortment are 
lenger No. 575 
assortment-—48 
ferent popular-demand 
Challenger No. 595 “Counter 
adjustable and pipe wrench 
ment 20 adjustable and pipe 
wrenches assorted among 5 different 
sizes; (3) Challenger No. 565 “Counter 
King” socket set assortment—15 sets 
in 4 different size ranges; (4) Chal 
lenger No. 597 “Counter King’ 


are now avai 
Division 
Illinois 
consists of i 
proved quick 
only a few 


and comes i 


selection of 
takes 


counter space 


Counter King” a 
available (1) Chal 
Counter King” plier 
pliers in all, 7 dif 
styles; (2) 
King 


assort 


wrench set assortments in clip hold 


ers—9 sets in all, 6 different styles 
Challenger No 


and size ranges; (5) 


open end and 
set assortment 


different 


585 “Counter King’ 
combination wrench 
in clip holders—9 
styles and size ranges 
Challenger “Counter King” 
ments can be purchased individually 
or as a group. Write for literature 
etc., to Challenger Division, Penen 
Corporation, Schiller Park, Illinois 


° 
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National Showings for 
Worcester Lawn Mowers 


Worcester Lawn Mower Co., divi 
sion of Savage Arms Corp., announces 
that the trade will see the entire line 
of power and hand mowers on dis 
play in national exhibits during the 
next few months 

In New York, week of October 6 
the Worcester line will be in the Na 
tional Hardware Show. Refinements 
and improvements throughout the 
line will be highlighted by the intro 
duction of the new 20-inch rotary 
mower, Model 81, with new all-steel 
frame 














SE 


MINNOW 
BUY YOU 


Finest minnow pail 
made! Galvanized, 
perforated buck- 
et, with hinge 
cover and snap 
style top, for 

easy removal 

of insert. Full 

10 quart 
capacity. 


FRABILL’S 


MinnouBreather 


. the answer to long 
life for minnows! Made from finest materials with unequalled 
breathing features. Frabill MINNOW BREATHER INSERTS 


Frabill Minnow Breather Inserts . . 


SELL FAST AT A GOOD PROFIT - 


ILL MEG. CO. iiivetioe' sis, 





$1.00 each 








World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
Ta sawing operation. Un- 
“7 equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Ackermann - Steffan Div. 
PARKER MFG. CO. 


Worcester, Mass. 

















TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 
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”"--errrrrr 





























Insist on 
TROJAN by name 








UNION 


CARPENTER SQUARES 
mane AMERICA 5 Fiks T 
wit 
CRAFTSMEN 
FOR EVERY USE 


FOR THE TRADE 
FOR THE FARMER 


NICHOLLS 


FOR THE HOUSEHOLDER 
Quality with §conomy” 


MANUFACTURING CO 


TROWELS. FLOATS, CEMENT TOOLS, DARBIES, HAWKS 


aa 


/, 
fis = 


OTTUMWA, OWA — USA 
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POULTRY NETTING 


The perfect hexagon mesh poultry 
in Made 


with the improve 


of DRAWER KNOBS 
DRAWER PULLS 
and BACK PLATES 





m o, 2 
fore and after weavin 

widths 12 to 72 inches. Rolls co 
tain 150 lineal feet, guaranteed full 
length and weigh 

Ach your jobber to see 








with the 
famous 


e™ 


¥ 7+ 
~y 





finishes 





far * 
Dp 


products are famous 


y and top. value 


t's yours for the asking Wont 


edditione! AJAX product information? 


THEY CAN'T LEAK Write for our 


Stratofic Foot ond Check Volves # 
end leokage troubles, sove their ti SAX with =053 backplate 
cost mony times over in service ee 


calls. ideal for jet type pumps HAROWARE OF PRESTICN 
Ask for Bulletin 203 


interesting brochure 





order from your jobber Ajox Hardware Manufacturing Corporation 
4351 Valley Bivd. « Los Angeles 32, Calif. 


STRATAFLO 
PRODUCTS, INC. 


FORT WAYNE |, INDIANA 
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Campaign Headquarters 





Junior is putting 
on his Gi uni- 
form for the vet- 
erans’ porode 
to remind 
everyone to 
register so they 
can vote Nov. 4. 

















Dad's easy chair is empty 

—he's at the meeting of 

the citizens’ get-out-the- 
vote committee. 























Sis is boning up to 
write her entry in 
the Citizenship 
Essay Contest the 
businessmen's asso- 
ciation is sponsor- 
ing at school. 











Mother's helping her club make a tele- 

phone campaign telling everyone 

when and where to register. 
Grandma's sending 
registration reminders 
to all the church mem- 

« bers. Even little Sis is 
helping —rubber- 
stamping messages on 
the cards. 




















NOT THE FARM VOTE... 





* 
THE B/GC-C/J¥ VOTE... 
e | THE LABOR VOTE... 
OR ANY PARTY VOTE... 


will elect the Next President 


Politicians talk a lot about this and that “bloc” of voters 
being decisive factors in this election. So do all the poll- 
sters. You can’t blame them for trying to dope it out that 
way in advance... but... 

YOU know you're going to vote your own sweet way 
when you get behind that voting booth curtain—that 
where you live or work hasn't got a blankety-bloc thing 
to do with how you'll vote. You'll vote for what you be- 
lieve to be in the best interests of your family—your kids 
—and your kids’ kids. 

So YOU know that this year—as always—it will be the 
FAMILY vote that really decides things. And families 
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are working as never before to make sure every American 
votes. Right now in millions of American families, every- 
one from Little Sis to Grandma is pitching in to remind 
every eligible American to register to make sure of the 
opportunity to vote. And then they'll tackle the job of 
getting out the vote of every member of America’s 
44,000,000 families. They're the biggest “bloc” in Amer- 


ica—they ARE America! 
ELes 
ea ae 
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If your family is already working at 
the job—congratulations! If you 
aren't, talk it over at supper tonight, 
and pitch in tomorrow. 
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FARM EQUIPMENT 


806 Peachtree St., N.E. 


Section of SOUTHERN HARDWARE Atlanta 5, Ga. 


HEAT TREATED . 
FOR TOUGHNESS — 


TEMPERED 
FOR PERFORMANCE 


Y 


Special analysis ‘‘hot top" steel makes ‘EMPIRE’ 
tillage tools split-proof and curl-proof. ‘EMPIRE"’ 
built products are scientifically heat treated by our 
exclusive Isothermal process for extra springiness, 
clean scouring, keen cutting and longer life. There 
are none better. 

“lt pays to sell the line with ready trade acceptance."’ 


O4 ve) 


sad Cenlury 


THE EMPIRE PLOW COMPANY > 


1840) phon ; , : + 
CLEVELAND 27, OHnI0 








“Dramatic” is the word for the way that Case dealers demonstrate 
Eagle Hitch Farming. Here is the Break-Away Contour Plow, recoupled, 
raised, and ready to go on plowing after striking a stone that would cripple 
any ordinary mounted plow. On winding curves where ordinary plows 
weave in and out, Pivotal Action keeps this new plow cutting furrows of 
even width. Case dealers switch from plow to lift-type harrow to roller- 
packer to Utility Carrier without leaving the tractor seat. Live power take- 
off keeps combines working, whether tractor is moving or standing. Live 
hydraulic control lifts or adjusts, angles or straightens implements . . . 
mounted or pull-behind . . . standing still or on the go. Thus Case dealers 
raise the curtain on a revelation of new ease in doing farm work, new 
appeal in farm machinery. J. I. Case Co., Racine, Wis. 


SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 1952 














SALESMAN’S REI = ; 
\LESMAN os | 
> | z 
rrosrrct =TATt — oo, | 
—7 rece QuoTEeD | 
TED 
List OF os WAN 
Quantity 
Why I Did Net Sell Prospect 
Bu 
Whee Wul Prespert Be Ready Te Buy 
| Will See Prospect Aga 
Manager Adams, right, com- 


pletes a sale after shattering the 
customer's resistance with a 
Private demonstration. Results 
of follow-ups and demonstra- 
tions are recorded on the 
prospect's card 


By Ress Holman 


ORTON PE 


oOsPpEecl 


The most important factor in 
the success of this firm's selling 
program is its filing system of 
prospect cards, left. which keep 
the prospect's needs and inten- 
tions “pinpointed” to the time 
he buys. The complete card 
system usually contains cards 
for approximately 75 prospects 
at all times 





They give their prospects 
individual demonstrations - - 


AND 90% Buy! 


EPRESENTATIVES of the Franklin 

Farm Equipment Co., Frank- 
lin, Tennessee do most of their 
selling through individual demon- 
strations, and they sell 90 percent 
of the farmers for whom these 
demonstrations are given. 

Under the direction of W. C. 
Adams, manager, the company has 
spread its line of equipment over 
Williamson County for the past 
three years, as a result of this 
“show me” process. 

“One reason we sell so large a 
percentage of those for whom we 
give demonstrations is because we 
know definitely that the farmer is 
a prospect before we drive a ma- 
chine through his front gate,” 
Adams said. 

He went on to explain that he 
and his salesman, Oscar Sanders, 


may talk to a farmer many times 
before they are ready to hold a 
demonstration, and the company 
must be reasonably sure that he is 
going to buy some dealer's equip- 
ment or needs it so badly that a 
demonstration will help to shatter 
whatever sales resistance he has 
left. 

Oscar Sanders is the full-time 
field salesman for the firm. He goes 
into the field every morning and 
spends the entire day trying to 
make as many reluctant farmers 
as possible less reluctant. Since 
most prospects have to be con- 
tacted a number of times before 
they can be led to the dotted line, 
Sanders and Adams have achieved 
team work in selling that enables 
them together to close many sales 
that one alone might not close 
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The most important factor con 
tributing to the success of this 
selling team is the filing system by 
which they keep the prospect's 
needs and intentions “pinpointed” 
right up to the time he buys. Prac- 
tically all this information is shown 
on one card, which simplifies the 
system and keeps Adams and 
Sanders informed as to the buying 
intentions of the prospect 

The card index usually contains 
around 75 cards covering 75 
prospects. When Sanders calls on 
a farmer the first time his entire 
farm is described, down to the last 
detail, on one side of the card, 
while the back of the card has 
space to record the results of eight 
follow-up calls. It is this informa- 
tion given in the follow-up reports 
that enables Adams to decide 
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Once a farmer shows interest in a new piece of equipment. 
the salesman records all information concerning the prospect 
on the firm's report sheet, above 


when the prospect is ready for the 

“clinching” demonstration 
When a farmer shows interest 

in a new tractor or other equip 
ment Sanders makes out a dupli- 
cate salesman’s report to the com- 
pany. This contains all essential in- 
formation. The information on this 
report sheet then is listed on the 
prospect card and placed in the 
card index. As subsequent calls are 
made on the same prospect, report 
sheets are turned in covering 
sults of the calls. These, in 
are entered on back 
index card 

A prospect whose interest has 
been stirred by one of Sanders’ 
visits usually will call at the store 
to look over the tractor, combine 
or other equipment. When he 
calls at the store Sanders may be 
out in the field. Adams, who 
handles store sales, excuses him 
self, slips into the office, pulls the 
prospect's card file and briefs him 
self completely on the results to 
date of all calls made by the out 
side salesman on the prospect 
Briefly, then, he is equipped with 
sufficient information to 
where Sanders left off 

For example, the report on the 
back of the card may show that 
the prospect has an obsolete com- 
bine that could be used as a trade- 
in and then reconditioned and re- 
sold. Or he may have a 10-year 
old tractor, crib of corn, 300 
bushels of oats, hay or other farm 
products that the buyer could use 
for money on the purchase of a 
new machine. Since Adams op- 
erates a feed business in connec- 


re- 
turn, 
of the same 


take up 
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tion with his implement trade, any 
grain or hay is legal tender with 
him 

The card index report may show 
that a competing has 
called on the same prospect with 
an attractive proposition. Thus 
when a farmer with whom a sale is 
already pending comes into the 
store when Sanders is out, Adams 
can check the proper card, and in 
three minutes he will be as well 
informed about the status of the 
negotiations as his field salesman 
who had been conducting them 
Not only that, but since the card 
contains complete information on 
the prospect’s farm, crops, live- 
stock, machinery, etc., Adams has 
all the information that might be 
needed in making any additional 
proposition that will fit the situa- 
tion 

With preliminary step 
Adams guesses right 90 percent of 


salesman 


these 






M EQUIPMENT co. 


ALLIS - CHALMERs 


the time on when a prospect is far 
enough along to be “clinched” by 
a private demonstration. He doesn't 
deny that free demonstrations for 
just anybody and everybody might 
result in a few more sales. 

“But,” he explains, “you can 
waste a lot of time giving any 
farmer free cultivation of his land 
before discovering he has no seri- 
ous intention of buying. If you 
insist on giving him a lot of free 
plowing or harvesting and saving 
him a lot of hard work that he 
would otherwise have to do him- 
self, he is usually human enough 
to let you go ahead and do it. And 
after you run a new tractor o1 





If possible, get the prospect to 
sign for the machine before the 
demonstration, Adams says 


other implement through a few 
such demonstrations, you've got 
something you've got to sell as a 
used machine.” 

Adams says that the ideal meth- 
od is to get the prospect to sign 
for the machine before the dem- 
onstration is made, with the un 
derstanding that the order can be 

(Continued on 139) 
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A report to you about the men and machines that 
help maintain International Harvester leadership 


OPERATION TEST proves 
IH tractor dependability 


6 months on test track equals 5 years’ average operation 







OE 


pre oo lagers Ca-* 
—-.. + = EP se 
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IH engineers insist on “measuring” the dependability of 
IH tractors with tests of their own. This is the reason for 
OPERATION TEST on the IH farm. It confirms their engineer- 
ing theories . . . gives them convincing proof that their 
engineering is sound. 





Time intervals of operation in each of the various gears 
are recorded by electrically operated clocks. Above, a test 
engineer records data on a transmission endurance test. 
Detailed reports on each tractor tested are sent to the IH 
engineering department weekly. 










Year-around testing on the IH test track lets engineers 
test McCormick Farmall and standard wheel tractors in all 
sorts of weather. Here, three tractors are pulling mobile 
load units during a winter test in sub-zero temperatures. 
The load units permit varying or constant loads. 





IH test engineers look for trouble! After a tractor has 
been given the “torture treatment” on the track, it is torn 
down and checked carefully. Here, an engineer is looking 
for wear characteristics that will help International Har 
vester build even better tractors. 


Thorough testing like this assures International Harvester dealers of tractors and 
farm equipment that are first in performance, first in dependability the world over. 





INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use — McCormick Farm Equipment and Farmall Tractors . . . 
Motor Trucks ...Crawler Tractors and Power Units 


Refrigerators and Freezers—General Office, Chicago 1, Illinois 
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Northington pays a casual visit 
to one of the small service sta- 
tions in his territory. Through 
such friendly visits he receives 
authentic leads given voluntar- 
ily by farmers who gather here. 
He terms this canvassing mere- 
ly “visiting” 


This equipment dealer says -- 





Don’t Sell “Em Cold! 


— TERRITORY surveys can 
play an important role in build- 
ing sales, but R. L. Northington, 
owner of the Northington Imple- 
ment Co., Lampasas, Texas, is di- 
rectly opposed to any plan which 
calls for “cold” canvassing of the 
territory. Northington prefers a 
more homey approach to sales 
what he terms, simply, “visiting.” 

In this small town, this dealer 
sells from 40 to 50 tractors a year, 
substantial proof of the effective- 
ness of his sales technique 

As Northington points out, the 
process of digging up leads can be 
a costly venture. There can be too 
much time lost and too much en- 
ergy spent in trying to convince a 
farmer he needs a new tractor 
when he has not even entertained 
the idea of buying a new one 
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Such can often be 
the results of cold 
canvassing 

“C old canvass- 
ing,” said North- 
ing, “is seldom 
profitable. It is 
true that some 
leads can be fer- 
reted out in this 
manner, and a per- 
centage of the 
leads turned into 
sales. But few 
farmers appreciate 
being called away 
from what they are 
doing to listen to 
sales talk. In fact 
you seldom SELL 
a farmer anything 
—he BUYS 





Northington calls on prospect, finds him pre- 
paring to load some calves. Northington is care- 
ful not to call prospect away from his work 


Farmers usually know what they 
want, but they don’t always get it 
because of one influence which 
dealers should not overlook, North- 
ington said. 

“Many times,” he explained, 
“the wife enters the picture. She 

(Continued on page 140) 


Willing to talk business, the 
farmer invites Northington to 
his home. Deal is discussed 
without pressure. In_ selling. 
Northington believes first in 
finding a prospect who wants 
what he has to sell 
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HEN planting season rolls around, time 

is second only to seed in its importance 
to the farmer. And the farmer is justly in- 
tolerant of machinery which, through fre- 
quent breakdowns, robs him of his limited 
supply of this precious commodity. 

At John Deere, the prevention of such time- 
wasting breakdowns is the job of skilled 
metallurgists who are charged with making 
sure that the material used in each part of 
each John Deere machine possesses 
the characteristics necessary to the 
work it has to do. 

For instance, the intense wear 
to which a disk bearing is sub- 


N 























jected in the field will quickly ‘‘burn it out,” 
if it's lacking in any of the elements that give 
it toughness, hardness, and durability. And 
one of these elements is carbon 
Consequently, as one of many tests, filings 
of this casting—as are filings from each 
foundry heat—were tested by means of this 
ultra-modern carbon determinator. And, al 
though the carbon content was found to be 
almost of the minimum required, the entire 
heat was rejected as unfit 
So this disk bearing will never be used 
on a John Deere Disk Harrow, be- 
cause in just one way it failed to 
measure up to the uncompromising 


John Deere standard of Quality 








bis dish bearing will mever be used 
on @ Sohn Deere Dish Harrow / 





if 








JOHN DEERE - Moline, Illinois 


o> 
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Monthly parts vol- 
ume is expected to 
reach $15.000 dur- 
ing the 1952 season 
at this Virginia 
dealership. Vice- 
President Searson 
credits much of the 
firm’s successful 
parts volume to 
wide stocks, trained 
parts personnel, and 
an effective inven- 
tory control system. 
Slow-moving parts, 
he says, are the 
core of real cus- 
tomer service 


How these dealers developed a 
Big Parts Business 


pee KEY TO A flourishing farm 
equipment business is a well- 
stocked parts department super- 
vised by trained parts men and 
regulated by an effective inven- 
tory contro] system. That is the 
well-founded opinion of C. D 
Searson, vice president of H. M 
Gleason & Co., Inc., farm equip- 
ment dealers in Charlottesville, 
Va., who have seen total business 
volume rise with the expansion of 
the parts department. 

Sales of parts averaged $14,000 
monthly in 1951, and business to 
date in 1952 indicates that the 
company’s average monthly sales 
of parts for the year may top 
$15,000 

Searson feels that a parts de- 
partment, if it is to be considered 
well-stocked, must contain slow- 
moving parts as well as those in 
regular demand. And he places 
strong emphasis on the importance 
of effective inventory control. 

“An inventory control system 
takes the guesswork out of buy- 
ing,” he said, pointing out that 
knowing the current inventory 
level of each part helps make it 
possible to avoid those buying 
errors that lead to under-stocking 
or over-stocking. 

More important, from the com- 
pany’s standpoint, a large parts de- 
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moving parts as well as those in 


regular demand enables this busi- 


ness to maintain a monthly parts 


volume averaging nearly $15,000 


4 } 
| A bread inventory containing slow- 
) 
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By B. Miller 


partment brings in customers from 
as far as 50 miles away 

“We feel that parts and service 
have helped more than any other 
factors in building this business,” 
Searson said. “But it is also our 
belief that a fast parts turnover 
and customer service do not 
necessarily go hand in hand. A 
large inventory with small turn- 
over frequently is better than a 
small inventory with large turn- 
over. A big inventory that includes 
many slow-moving parts is the 
very core of real customer service.” 

Today, the company carries a 
parts inventory of more than 
$100,000 and the increase in busi- 
ness volume amply justifies this 


heavy investment in parts. In 1941, 
monthly sales of parts averaged 
$1,000; in 1949 this had increased 
to $12,000. The parts department 
staff has increased corresponding- 
ly from one employee in 1941 to 
the present four. The service shop 
has shown similar growth, from 
three mechanics in 1941 to 22 
mechanics today. 

Searson emphasizes that ma- 
chinery sales volume was _ in- 
creased substantially by the ex- 
pansion of the parts inventory. 
Since 1941 sales volume of ma- 
chinery has increased 16 times. 

The inventory control system 
utilizes six cabinets having sliding 
panels which contain individual 
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Greater-capacity MM Huskers meen less time in the field for 
modern farmer-businessmen 


— ae. HP - - 
Here's efficient at its low-cost best Modern farmers 
pick, husk and clean up te 25 acres of corn @ dey with the MM 
2+row Husker. 


Coming or going, o man's money chead when he harvests his 
crop with en MM Husker... Sellouts year after yeor! 





a 


e* 4 
ce. 





THERE’s aN MM 
: IN YOUR HANDS. 


nx Bie / ek es 


Did you ever cup your hands and 
notice the M’s that form in each 
palm? That’s your profit line! 
Double M’s for Minneapolis- 
Moline . . . for More Money out 
of farming! 

Here’s how thousands of mod- 
ern farmer-businessmen have put 
that profit line to work for them. 
They pick, husk and clean up to 
25 acres of corn a day with the 
MM 2-row Huskor, up to 13 
acres a day with the MM lI-row. 
Smooth-running, easy-pulling 
MM Huskors are built to get ail 
the corn, to cut work and slash 
harvest costs. 





« are 
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YOUR Profit Line! 


ADVANTAGES LIKE THESE MEAN 
MORE HUSKOR FOR THE MONEY! 


e Five position floating snouts 
guide even down and out-of-line 
stalks into gathering chains e 
Chains deliver stalks uprightly 
into longer MM Snapping Rolls 
eOnly lower 18-inches of snap- 
ping rolls grooved to prevent shell- 
ing in the field. e Spring-tension 
safety clutch e Sealed roller and 
thrust bearings on all principal 
drives e Cleaning fan is standard 
equipment e Uni-Matic Power 
available to provide finger tip 
control of picking height. 


We can now use a few additional dealers where we are not now represented. Write! 


MINNEAPOLIS-MOLINE 
MINNEAPOLIS 1, MINNESOTA 
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ANOTHER....in the current Aries off 
aggnsinte, dynamic, advertisement 
that is bringing thowtands off mew customers 
th Ferqutow Dealons... ands is helping to 
maky Ferquiow the moat wait Full fiw 
Fata Equipment Franchise, 
——_—_——_—_> 
Woulduit you ike to ridethn oat ofthis 
| your tonite may be auailably | 
Fou inhormalion, covitact your neantl 
Fergus Disthibitoy ov writ 


Horny Forquiow, Qe. Detroit 32 Michigan, 


mnehine’s FERGUSON? 








The Franchise 





The world-famous 


ERGUSON SYSTEM with SSC 


SUCTION-SIDE CONTROL 


will be found only in the 


Far More Powerful 


FERGUSON 30 


* If you want the most complete, the most perfect 
hydraulic control system ever built into a trac- 


tor, you'll find it omly in the Ferguson “30”. 
There can be nothing else like it... amy- 

where... for only Ferguson can have a hydrau- 

lic system with the vitally important Suction 


Side Control! 
You must see this control system demon- in power 
strated before you can truly believe the remark- . 
able things it can do. For example. . * in performance 
Where ordinary hydraulic systems merely a in economy 
raise and lower implements, the Ferguson Sys- 
tem, with Suction Side Control, raises, lowers 
and controls ground-engaging implements in 
direct relation to draft! 
Ask your Ferguson Dealer for a “Showdown’ 
demonstration right on your own farm. He will 
gladly prove to you the advantages of the 
famous Ferguson System with Suction Side 


Control! 


This Booklet Tells the Story | = 


Ask your Ferguson Dealer for a copy of “The - for a copy of “The 
Inside Story of the Ferguson System with 
Exclusive Suction Side Control.” It tells you 
things about tractor control that you may 
never have known before. Harry Ferguson 


Inc., Detroit 452, Michigan. . iz —E RGU SON T 4 i.e TOR 


Coprriatt 1962 by Harry 





and 63 Ferguson System Implements 


ay 
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cards for some 12,000 parts. One 
employee gives her full time to 
posting sales, posting stock orders 
and fill-in orders, calculating cur- 
rent balances of individual parts, 
checking allowable maximum and 
minimum of each part and, when 
necessary, calling attention to 
those parts whose sales are vary- 
ing from expected levels 

The manufacturer’s number and 
description of every part sold over 
the counter is recorded on a sales 
ticket. Sales tickets are passed to 
the inventory clerk who spends 
approximately four hours a day 
posting sales and deductions on the 
parts cards. 

Filed numerically, these cards 
record the name of the part, man- 
ufacturer’s number, mechinery it 
is used on, price, minimum and 
maximum allowance in inventory, 
date of sales, quantity and current 
balance. A part which the manu- 
facturer has replaced with a later 
modification is designated on the 
parts card by both the old and new 
manufacturer's number 

On parts approaching their min- 
imums, a red signal tab is clipped 
to the card indicating that the part 
should be re-ordered. Parts that 
fail to move are called to the at- 
tention of the buyer of that de- 
partment. 

Stock orders are posted every 
two weeks, fill-in orders on ar- 
rival of the invoice 

At the parts counter a book is 
available for jotting down parts 
called for, but not usually in stock. 
Two calls from a customer and the 
part becomes a permanent item in 
stock. 
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This inventory contro] system 
takes the guesswork out of buy- 
i and helps avoid buying 
errors that lead to under- and 
over-stocking of merchandise 


The company also has set up a 
card system for machinery. With 
a separate card for each machine 
purchased by the company, the 
parts clerk records a description of 
the equipment, date received and 
invoice number, cost price in code, 
and selling price. When the ma- 
chine is sold the date of the sale 
and name of the purchaser are re- 
corded, and the card is then filed 
in another drawer 

“This detailed data on each ma- 
chine reveals how long a machine 
has been in stock,” Searson said 
“If it is not sold within the current 
season, special sales effort is made 
to bring about its sale.” 

The parts counter at present is 
staffed by two experienced men 


The inventory control system 

utilizes six cabinets, each with 

sliding panels which contain 

individual cards for some 12,000 

parts. One employee devotes 

full time to posting sales, 
orders, etc. 


and two men in training. Those in 
training work under the super- 
vision of Charles Nelson, parts 
manager. Under present conditions 
of acute labor shortage, applicants 
for parts jobs are not required to 
have special experience. Normally, 
however, an applicant with field 
experience in machinery or with 
shop experience is preferred. Sales 
meetings, twice monthly from 7 
to 9 pm, supplement training on 
the job 





Seft Water Booklets 
Offered by Myers. . 


COMPLETE FACTS on soft water 
and how its use in the home and on 
the farm can pave the way for bet- 
ter living are illustrated in two 
new booklets prepared by The F 
E. Myers & Bro. Co., 15 So. Orange 
St., Ashland, Ohio 

Of interest to city and suburban 
dwellers is the booklet, “Whai 
Everyone Should Know About 
SOFT WATER,” a factual report 
on the benefits of soft water. This 
booklet lists the causes of hard 
water, its disadvantages, and how 
the use of soft water can save the 
average family $100 or more a 
year. 

The booklet, “Soft Water Is 
Needed On The Farm,” shows the 
farmer and the farm wife how soft 
water can bring about better pro- 
duction on the farm and better liv- 
ing in the house. 
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Here is a brand new cellar drainer! The com- <= 
plete unit— motor and pump — operates under j ; 
water. You'll sell more of this model than any 
other —for newly built homes, and for replac- 
ing old pumps. 

The new Fairbanks-Morse cellar drainer can 
be installed in a sump with a base 16” square 
and 16” deep. No float adjustment is necessary; 
operating range is set at the factory. Big screen 
area in base permits only trash-free water to 
reach the impeller. Motor and operating switch 
are enclosed in a water-tight, stainless steel 
housing, which also serves as a float control. It 
will discharge as much as 3600 gph. against a 
head of 10 feet. 

Be ready to get more than your share of the 
sump pump business in your area with this new 
submersible unit! Check your stock and order 
today! 
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Our dealers are “going to town” with 


FArIRBANKS-MorsE Submersible Pump! 


It will be a shame if you fail to get your share of the deep well business 
stirred up by our sensational Submersible Pump. 

This new pump has many selling features including water lubrication 
of motor and pump, simple installation, minimum use of pipe, and abso- 
lutely quiet operation, because both pump and motor are down in the 
well! Get the facts on a profitable Fairbanks-Morse dealership for 
water systems, cellar drainers and other fast-selling products. Write 
Fairbanks, Morse & Co., Chicago 5, Ill. 


FAIRBANKS-MORSE 


@ name worth remembering when you want the best 





PUMPS * HOME WATER SERVICE AND LAUNDRY EQUIPMENT * ENGINES + GENERATING 
SETS * HAMMER MILLS * MAGNETOS + MOTORS * MOWERS * SCALES 
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keep their used equipment lot clean 


By C. Thomas 


A’ A TIME when many dealers 
are finding it difficult to sell 
used equipment at a profit or even 
break even on such transactions, 
Hill County Implement Co., Fred- 
ericksburg, Texas, is solving the 
problem through package sales of 
used machinery 

In selling trade-ins no one in this 
company thinks exclusively of 
tractors. Sales efforts are concen- 


trated on the various tools any 
farmer will need with a tractor 
Then, too, it is the belief of this 


company that today’s buyer of used 
equipment will be a future custom- 
er for new machinery 

Consequently, these dealers at- 
tempt to analyze a farmer's needs 
and then sell him the tractor—and 
tools—that will give efficient ser- 
vice until the customer is in a po- 
sition to buy new equipment 

“We do not classify our custom- 
said W. H. Feller, 


ers, 


general 





This customer is satisfied. He's 

bought a good used plow that 

will tide him over until he is 

ready to buy new equipment 
for his farm 


120 





In selling used equipment, company attempts to sel] customer additional 
implements in a package deal. Here, the customer having decided on 
a tractor, the salesman takes the farmer around the lot for inspection 
of used implements. Company feels that in a package deal the customer 
will be more impressed with a fairly substantial reduction in price 
than by a piece-meal reduction in the price of individual implements 


manager. “That is, we do not think 
of them as belonging to separate 
groups—new equipment buyers or 
used equipment customers. 

“Any farmer or rancher can be 
a buyer of used equipment. In most 
instances the customer buying used 
equipment is seeking only tempor- 
ary relief. In the back of his mind 
is the thought that within the next 
year or two he will be in a posi- 
tion to buy new equipment. That 
may materialize within the given 
time, or it may never happen. Re- 
gardless of the future, a customer 
buying used farm equipment also 
is thinking of someday owning all 
new equipment.” 

According to Feller, there are 
any number of reasons which 
prompt a customer to consider used 
equipment over new equipment. 
And it may not be an immediate 
shortage of money. Such a custom- 
er could be building up his live- 
stock, marking time while trying 
to decide on a major crop change- 
over, or during a given year he 


could be investing in new buildings 
or in a major land improvement 
program 

“Therefore, with every used 
equipment prospect,” Feller said, 
“we try to help the customer an- 
alyze his needs—with full knowl- 
edge that this is to be no more than 
a temporary means to get the man 
‘over the hump’!” 

Feller points out that usually the 
customer is interested only in a 
tractor, believing he can pick up 
implements later as he needs them 

“But from the first we begin 
selling the customer his complete 
needs,” Feller said. 

The company’s average package 
sale consists of a used tractor, a 
used plow, a used cultivator, and 
a used planter. Feller insists that a 
dealer is more likely to profit by 
selling used equipment in packag- 
es than as individual units. In sup- 
port of this claim he listed the fol- 
lowing figures on a tractor and im- 
plements, over four years old and 
in average condition 
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is RED BRAND Fence preferred 


by dealers? an 


a8® grin 
... because they know that the constant demand by \ hy 
farmers for RED BRAND means a steady turnover 
and profit item for them... they can depend on it to 


bring in the money! . Poe 
In addition...RED BRAND dealers know that , 
Keystone is continually building their sales potential aS at grt 


through ... RADIO BROADCASTS .. . 2 and 3 times 


weekly—STATE and NATIONAL FARM MAGA- Psy 

ZINES ... monthly . . . ” < = 

... backed up by the extensive merchandising pro- = ~~ 

gram of RED BRAND Practical Land Use dealer-aids 

... including the “Willing Acres” full-color sound 2 i) » 
movie and book for helping farmers increase their a | - Y, 


income, illustrated Broadcaster interview booklets and 
ads for their local newspapers, farmer-dealer meeting 
guide and follow-up pieces, posters, product folders 
and displays...to help them sell not only RED 
BRAND fence but all their other products, as well! 


by farmers? 


... because they know that RED BRAND is made by 

Keystone with the right copper content to resist rust 

on the inside . .. and Galvannealed on the outside for 

extra protection against rust and corrosion. This dow- > a 
ble rust protection gives them a longer-lasting, more - 
economical fence value . . . that's why they keep com- 

ing back to RED BRAND dealers for more RED 

BRAND fence, year in and year out. Then, too, they 

know ... through the Radio Broadcasts, Farm Maga- 

zines and other material... that the way to get the ~ 
information on how Practical Land Use can increase 

their income is to... see their RED BRAND dealer! x 
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WRITE FOR THE KEYSTONE PRACTICAL LAND USE “PACKAGE” PROMOTION PLAN .../T TELLS YOU HOW TO 
INCREASE YOUR SALES THROUGH HELPING FARMERS INCREASE THEIR INCOME 


KEYSTONE STEEL & WIRE COMPANY Peoria 7, tilinois 
RED BRAND fence - Non-Climable fence - Ornamental fence - Corn-Cribbing - BaleTies - Nails - Gates - KeystonePoultry Netting 
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The Ne 5 
in balers ie Now 
Me / 












The 1952 production models of the revolu- 
tionary New Ipeta W-5 baler have worked coast 






to coast, border to border, proving to farmers that 






the six years of its development was time well 






spent. Unusual but downright sensible describes 









this ‘‘straight through" baler with its load-level The limited production in 1952 
: bale delivery and exclusive baling action. promises big things ahead for the New , 
From working parts compactly located close Inca W-5 baler... big things ahead 

together, to a plunger that is pulled from both for farmers, big things ahead for deal- 

sides rather than pushed centrally (the old fash- ers, and another of the many reasons 

ioned way), farmers see typical New IDEA common why people who know farm equipment 

sense and pioneering in a machine that has already say ‘A New Ibe is a good idea.” 






proved itself where proof is final—on the farm. 








= great 
features 






NEw 
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_.ite the baler farmers 
helped design — 


Hay hugged into 
the bale, not 
rammed and shat- 
tered. 


‘Pulled plunger 
prevents bind or 


“Special tying 


mechanism 2 
knots per tie, no 
loose ends. 











Company's blacksmith shop has proved popular with farmers 


The used tractor, for example is 


priced at $550, the price being 
based on the following items of 
costs 
Trade-in allowance $450.00 
Required labor and parts. 75.00 
Delivery costs 25.00 


$550.00 


Meanwhile, the cost to the deal- 
er of the implements included in 
the package is as follows: 

Cultivator 

Trade-in allowance 

Required labor and parts. 


$100.00 
12.00 


$112.00 








Plow 
Trade-in allowance $150.00 
Required labor and parts.. 20.00 
$170.00 
Planter 
Trade-in allowance $90.00 
Required parts and labor .. 10.00 
$100.00 


The dealer's cost, then, of all units 
in the package deal is as follows: 


Tractor annem 00.00 
Cultivator 112.00 
Plow 170.00 
Planter 100.00 

$932.00 


In the operation of many deal- 
ers, Feller pointed out, the equip- 
ment would be marked up singly 
about these amounts 





Tractor $550.00 
Cultivator . 135.00 
Plow (double disc) 175.00 
Planter 125.00 

$985.00 


Provided the dealer sold each 


124 


piece singly for this asking price 
his margin would be $53.00. How- 
ever, dealers seldom receive their 
asking price, being forced to sell 
at a lower price in order to make 
the sale. In the case of the equip- 
ment listed above, the actual tak- 
ing prices might be in these ap- 
proximate amounts 


Tractor $500.00 
Cultivator 100.00 
Plow 160.00 
Planter 100.00 

$860.00 


Advantages 


It is at this point that the ad- 
vantages of package selling are 
most prominent. If the pieces of 
equipment listed above were sold 
singly and at the “taking price,” 
the total amount of the sales would 
be $860.00, $72.00 less than the 
dealer's cost. 

“When used equipment is sold 
individually and the price reduced 
in each instange, the dealer can 
lose a substantial amount of money 
almost without realizing it. But 
package selling eliminates much of 
this loss. 

“For example, as a package deal 
this equipment would be priced at 
$1,125. We would, of course, be 
prepared to sell for a reduced price. 
We could lower the price substant- 
ially and still at least break even, 
for we have a margin over cost of 
$193.00.” 

And as Feller emphasized there 
are other advantages in package 
selling. 

“If we sold each item individ- 
ually we would have the details of 


financing to go through four times 
rather than just once. Worse, if we 
were selling equipment not of our 
line and had, say, a plow left on 
our hands, we would probably be 
eager to sell it for almost any price 
just to clean up our lot.” 

In preparing used tractors and 
implements for Feller at- 
tempts to hold reconditioning costs 
to a minimum. This enables him to 
price used equipment “right.” 

“Customers know that when 
they are not going to receive new 
equipment performance,” Feller 
said. “They want something to tide 
them over two, until 
they are in the market for new 
equipment, It is the cash differ- 
ence between the used and the new 
that sells used equipment.” 

In a highly competitive 
Feller’s used equipment lot in late 
spring was clean, good evidence 
that his package selling is an ef- 
fective plan 


sale 


a season Or 


area 


° 


Barn Equipment Group 
Elects New Officers . . 


WiLspuR HiccIns, JR., secretary 
of Starline, Inc., Harvard, Illinois 


was elected president of Barn 
Equipment Association, at the 
eighth annual meeting held at 
Rockton, Illinois, July 11-12. R. A 


Clay, sales manager, Clay Equip- 
ment Corp., Cedar Falls, Iowa, was 
elected vice-president, and S. G 
Burritt, Starline, Inc., was _ re- 
elected as treasurer 

Members of the new Executive 
Committee, in addition to Higgins 
and Clay, are D. D. Miller III, The 
H. D. Hudson Mfg. Co.; C. A. Han- 
son, James Mfg. Co.; R. W. Louden 
The Louden Machinery Co.; C. A 
Gutenkunst, Jr.. Milwaukee Hay 
Tool Co.; F. E. Myers II, The F. E 
Myers & Bro. Co.; F. W. Miller, 
Jr.. The Ney Manufacturing Co.: 
and Albert Magness, Standard 
Equipment, Inc 

Members of the association re- 
ported a favorable outlook for 
sales of sanitary labor-saving steel 
equipment, but expressed consider- 
able doubt as to their ability to fill 


the demand in the immediate 
future, due to steel shortages. In- 
ventories of material are being 


used up rapidly and unless new 
supplies are available, it is certain 
that shipments to dealers and users 
will be delayed. Increasing desire 
on the part of producers to sell in 
whole milk markets is broadening 
the demand for steel barn equip- 
ment which can be kept clean 
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Dealers Everywhere Marvel — NEVER BEFORE... 
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MOST COMPACT SAW MADE 


20° SIZE (ILLUSTRATED) 271 





TOPS IN VALUE... TOPS IN PERFORMANCE. 
TOPS IN PROFITS TO YOU! 
Here’s the sensation of the chain saw field . . . the Model 3 Lombard 


Woodlot Wonder Sow, priced at only $265. 


Deolers everywhere tell us these saws stand up and toke it like big farm 
machinery, yet they are feather-weights in action. That's because of 
Lombard’s fifty year reputation for fine engineering and building quality 
machinery. 







Nationally advertised in Country Gentleman, Saturday Evening Post, and 
leading State Farm Papers, this saw is creating sensational sales records 
If you want a leader, get on the Lombard Band Wagon. Write, wire today! 





DEALER OPPORTUNITY IN SOME AREAS 






MODEL 3 BOW SAW $297.5 


FOB. FACTORY 
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Garrett Succeeds Mussell 
in A-C Eastern Territory 


NELSON L. GARRETT has been ap- 
pointed eastern territory manager 
Tractor Division, Allis-Chalmers 
Manufacturing Co., according to an 
announcement by Frank Mussell 
vice president and sales 
manager. Branch manager at Syra- 
cuse, New York, since 1950, Mr 
Garrett succeeds Mr. Mussell, who 
was recently made vice president 
and general sales manager 

In his new position, he will 
supervise branches at Atlanta, 


general 


Georgia; Charlotte, North Caro- 
lina; Columbus and Toledo. Ohio 
Harrisburg, Pennsylvania; Indian- 


apolis and La Porte, Indiana; Syra- 
cuse, New York; and Toronto, On 
tario, Canada 

Mr. Garrett joined Allis-Chal 
mers at the Des Moines, Iowa 
branch in 1938, after attending the 
State University of Iowa and being 
in sales work in another industry 
During the war he was on special 
assignment 

In 1946 he became a blockman 
at the La Porte, Indiana, branch 
He became agricultural sales man- 
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SELF-UNLOADING 
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ARM WAGONS 


The Only Complete Wagon Line 
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COBEY DEALERS 
PROFIT BY THIS 
ONE-SOURCE SUPPLY 


These features moke 
sales: 





more ond easier 


@ WING WAGon — mode! 35. two wheels, 


7 ft. x 12 ff. platiorm, 3 tons meximum 
capacity. Easy te load and unload 


© weavy-oury ume WaGon—Mode! 31-A. 


Built-in hydroulic hoist opereted from 
PTO, 150-bu. grain box, 7 ft. x 12 ff. 
platform, 6-wagons-in-! convertibility 
UTILITY WAGON BOXES — 10 ft., 12 ft, 
14 ft. Each 100-bu. capacity 


@ wi-speey WaGon Gear — Model 11-A. 


Adjustable in length and width for use 
with any wagon box 

— With side 
extensions and bow top for handling 
chopped forage. PTO-operated 3- chain 
conveyor 


© se tii-speed WAGONS — Mode! 21-A. Quickly 


changed from Filet Platform te 100-by. 


Grain Box, Hay Rock, Stoke Rack, or 
Stock Rack; 3-ton cop., 7 ft. x 14 ft. 
platform. 


Model 21-8, same os 21-A except platform 
is8 fx 16% 


Engineered and Monutactured by 
THE COBEY CORPORATION 
GALION, OHIO 











POWER -ORIVEN 
SPRtADERS ~ ™ ' 





WAY RAKES end 
FORAGE HARVESTERS 
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N. L. Garrett 


ager at the Columbus, Ohio 
branch in January, 1947 where he 
remained until his promotion to 


branch manager at Syracuse 


° 


Williston C. Rich, M-M 
Executive, Passes .. . 


WILLISTON C. RIcH, 70, a direc- 
tor and secretary of the Minne- 
apolis-Moline Co., died July 17 


Mr. Rich was born in Red Wing 


Minn., and began his association 
with the Minneapolis Steel and 
Machinery Co., one of the prede- 
cessor companies of the present 





W. C. Rich 
Minneapolis-Moline Co., in 1905 
He became secretary of the com- 


pany in 1919 and held that positior 
through the merger of the Minne- 
apolis Steel and Machinery Co., the 
Moline Plow Co., and the Minne- 
apolis Threshing Machine Co. into 
the present firm 

Mr. Rich was an alumnus of 
Shattuck Military Academy in 
Faribault, Minn., and attended the 
Massachusetts Institute of Tech- 
nology. He was a member of the 
Minneapolis Athletic Club 











STOCK... 


Campseit CHAIN comes to you in tough 
fibre-board containers — made to withstand 


DISPLAY... 


the roughest handling. 


AN e sg £ L L No wood fo splinter . . . no nails to 
snag hands or clothing . . . tokes less 
storage room .. . in many cases, saves you 


cost of re-packing for re-shipment. 


CAMPBELL CHAI 


Size, Grade and Working Load Limit is 


printed on label for quick, easy identification. 





more easily and 





profitably with 


"“CAM-PAK” 






eee 


Cam Cat oO 
Campbell Campbeit i 
"Com-Pok” “LoverPeh” 
stendard for ell gredes 
peckage unit stem : ef Campbell 
for Proof Coil 9 es _—_ Chein 4 
Chein and 4 Cah p ; \ 
BBB Coil Chain a) 
AMPRELL CHAIN ~ : 
AVAILABLE IN 
These sizes and quantities, in self- These Fibre Drums—capacity 600 Ibs. 
colored and hot galvanized finishes —con be re-used. Lever action metal 
3/16"—250 ft. 5/16"—100 ft. head is easily replaced after opening. 
1/4” —150 ft. 3/8" — 75. 
Chain for everyneed... INDUSTRIAL... MARINE... FARM... AUTOMOTIVE Z 


CAMPBELL CHAIN (Coméauy Camrseil 


CHAIN 


MAIN OFFICE—YORK, PA. « Factories York, Pa., and West Burlington, lowa 





MAKERS OF FAMOUS GAMPBELL LUG-REINFORCED TIRE CHAINS 
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M-M Offers New Medel R A cl 


Twe-Piow Tractor ..... 


A NEW, MORE powerful 2-plow ‘ { 
tractor, the Model R manufactured 
by Minneapolis-Moline, Minne- 4 ‘ WO A [ D . { 
apolis, Minn., and factory equipped 


for handling 3-point implements, 
has been added to the company’s 


line of equipment \ 
M-M engineers have perfected ' 

the hitchor for the R model. This 

triple-catch linking arrangement 

makes attaching and detaching of j 


implement a one-man job. The 
hitchor’s simple design permits 3- 
point hitched implements to be 
hitched up easily in less than a 
minute, it was announced 

Improved speed and perform- 
ance on all jobs is possible with the 
easy-to-operate hitchor. Triple- 
point hitching ease with Uni- 
Matic automatic levelling is avail- 
able for all semi-mounted tools. 
The hitchor picks up and locks-in 
all implements, regardless of the 
land contour, and does all the 
heavy work of picking up the im- 
plements. From the tractor seat, 
the operator inserts one pin in the 
top linkage, and the R tractor is 
ready to operate. 

Hitchor implements can be at- 
tached close to the tractor, offering 
a short unit—an important factor 
in the easier handling ease that the 
R provides. q 

The R tractor has a swinging 
drawbar for pull-behind or power 
take-off implements This is 
pivoted for contour work and may 
be pinned rigid for straight-row 
work. The tractor develops 27.89 
h.p. at the drawbar. The heavy- 
duty engine has been designed to 
produce 15 percent more power 
than ever offered on the Model R ’ ; 
tractor. Four kinds of power are 
available: drawbar, hydraulic, Uni- 
Matic, power take-off, or belt; and 
the unit is available in four front 
types: the U with universal tread, 
the S with standard front wheel | 
tread, the E with adjustable front 
treads, and the N with single tread 
for narrow row crop work 

Features include balanced 
weight; automotive steering; im- 
proved disc-type brakes with in- 
creased linkage ratio of 28 to 1; 
rear wheels adjustable from 52 to : ' 
88 inches on types E, U, and S, and 
up to 96 inches on type N; all con- 
trols within reach of the tractor 
seat; Flote-Ride seat; modern 
starting and lighting equipment, 
with six-volt battery; over-center = 
hand-operated clutch; automotive ; — 
type instrument panel and wobble s Se 
stick gear shift 
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OUNCING 
REATEST FARM TIRE VALUE! 


Firestone 


GROUND GRIP OPEN CENTER 
TRACTOR TIRE 


Here's why your customers get 
more for their money when they 
buy this tire... 


® Two extra tread plies give extra protec- 
tion against impact breaks. 


@ Flared tread openings insure positive 
flexing and cleaning in all types of soil 
. won't plug at shoulders. 


®@ Double-thick tread base at center bar 
ends eliminates possibility of bar ends 
punching through body. 


@ Tapered bar construction gives a sharp 
bite at center and maximum penetration 
at shoulder for greater traction. 


You can build bigger sales and profits by 
showing your customers all the many work- 
saving, money-saving advantages of this 
amazing new tractor tire. Ask them to com- 
sca pare before they buy . . . no other tractor 
f () ) tire gives so much for so low a price. 


Originator of the First Practical Pneumatic Tractor Tire 











Deere Introduces 
Two New Tractors 


Deere & Co., Moline, Illinois re- 
cently introduced two new genera! 
purpose tractors, Models 50 and 60, 
at a series of sales meetings held at 
the company’s Tractor Works at 
Waterloo and at branch houses all 
over the country. The two new 
models are successors to the John 
Deere models B and A 

Model 50 is a heavy-duty, 2-plow 
tractor, while Model 60 is a heavy 
duty, 3-plow unit, 
Model A. Both units feature new 
duplex carburetion for greater fuel 
economy and faster cold-weather 
starting; live power shaft which 
independently of the 
transmission clutch and eliminates 
much shifting clutching for 
merly required high - pressure 
power trol that operates independ- 
ently of both the transmission and 
power shaft to provide hydraulic 
power without clutching or shift- 
ing gears; quick-change wheel 
tread that makes re-spacing of 
tractor rear wheels an easy, one- 
job; new, effortless steering 
to eliminate fatigue; safe-guarded 
construction that includes pressure 
cooling system with thermostatic 
ally controlled radiator shutter, 
improved crankcase’ ventilation 
system, aluminum-alloy main bear- 
ings, replaceable connecting rod 
bearings, heavy cast-front-end sup- 
port, and larger-diameter rear 
axles 

Both models 50 and 60 are avail- 


successor to 


operates 


and 


man 
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able with a wide variety of front- 
end assemblies and tire equipment 
With the 2-piece pedestal, the own 
er can select Roll-O-Matic or con- 
ventional type wheels, single front 
wheel, adjustable or fixed front 
axle, all of which are interchange- 
able. Special long rear axle models 
also are available. For tall crops 
the company recommends Model 
60 Hi-Crop—a special tractor with 
many clearances 

Advantages listed for the 
units by the manufacturer include 
quick-change wheel tread, prac- 
tical styling, unexcelled view 
ged construction, 
control, full-view 
el, comfortable 


new 


rug- 
accurate speed 

instrument pan- 
seat with adjust 
able back convenient hand 
clutch, and big-capacity fuel tank 
(16 gals. for the Model 50, and 20% 
gals. for the 60) 

Each unit is said to offer out- 
standing ease of attaching and de 
taching, plus complete adaptability 
and adjustability to all crop and 
field conditions. The No. 2100 in 
tegral tool carrier, engineered 
specifically for the power and 
capacity of the new models, is of 
close-coupled design and facilitates 
attaching and detaching of equip 
ment 

Available for the new models is 
a complete line of specially de 
signed matched integral equip- 
ment, including many new tools 
Owners of Models A and B tractors 


rest, 


Left. the new John Deere Model 
60 tractor, with a 9-foot KB 
wheel-carried disk harrow. By 
direct engine-driven Powr-Trol, 
the operator raises, lowers, and 
sets the equipment to any depth 
by use of the convenient Powr- 
Trol lever. Below, the new No. 
2100 Integral Tool Carrier with 
a 3-bottom plow works behind 
the Model 60 unit 


their present 
with the new 


can adapt many of 
integral tools for use 
Models 50 and 60 


° 


Armstrong to Manage 
S. E. Tractor & Equipment 


WILLIAM C. ARMSTRONG has been 
appointed business manager of the 
Southeast Tractor & Equipment 
Co. of Nashville, Tennessee. He 
will concentrate on the develop- 
ment and coordination of the ex- 
panding for Fer- 
guson tractors and implements, it 


sales program 
was announced 

Mr. Armstrong was 
for 15 years with the John 
Plow Co. in Nashville and St 
before joining Southeast 


affiliated 
Deere 
Loui 


William C. Armstrong 
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~ 
THIS (S WHAT MAKES 
~~ gy 
YS ks (1 OLFFERENT 
—— ant “ The new and unique hitch mechanism 
Pom \ —fast, easy, effective, non-flopping, 
—_—_ N 
mh really tough. 
s The solid round 2%" diameter main 
axle. 
The bolted construction with Elastic 
Stop Nuts that never loosen. 
The high-tensile steel, tough top- 
structure. 
The solidly mounted gangs—the bene- 
fit of experience, not guesswork. 


ye Joulunes- 


% Transports over all kinds of roads at TOP %& Destroys trash, briers, brush, scrub, corn 
tractor speed . . . reduces disc wear. stalks and haulm in one trip over. 

% Desirable and effective soil preparation on 
all kinds of farming due to deep and con- 





*% "Indestructo” Bearings with 5-year guar- 


antee. . 
1 Po trolled penetration. 
*% Famous Prismo Reflector stencilling on *% The most flexible-rigid frame on the market 
rear for maximum highway safety. . . . withstands extreme lurching . . . no dis- 
% Equipped throughout with the famous top tortion . . . no concentration of stress and 
quality Elastic Stop Nuts—they never loosen strain . . . resilient to the Nth degree. 
. it's the original all-bolted disc harrow. % Comes in widths of 7, 8, 9, 10 and I! feet. 


Dealers! Already in less than « years time, thousands of farmers 
n most parts of the country ere receiving plus-profit dividends 
from the Mobil-Disc. It's another example of how Ferm Tools, Inc 
builds only quality farm implements priced to sell. It's the reason « 
Farm Tools, Inc. franchise is so valuable. Perhaps you ere in one of 
the few select territories now being opened 


Write Farm Tools, inc. for nome ond oddress of neorest Form 
Tools, Inc. Form implement ond Horvey Line Distributor 
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Reversing is accomplished by a 
conveniently located lever, so 
farmers can save time and fuel by 
returning in the same furrow with- 
out the necessity of driving across 
head lands at end of field with 
plow out of ground, and eliminat- 
ing dead furrows or high ridges 
from back furrows 
Many special adjustments are 
provided, such as rear frame depth 
adjustment, one adjustment to 
change the angle of both blades 
and one adjustment to change the 
width of cut from 8” to 10” 
Standard equipment includes 

26” heat-treated disc blades, anti- 
friction bearings in sealed heavy 
duty dust-proof hubs, and adjust- 
able top link for Ferguson and 
Ford tractors. Distribution will be 
through farm implement. dis- 
tributors 

Farmtec Introduces New equipped with three point hitch ° 

Reversible Dise Plow .. . system. Designed to eliminate side 

draft and penetrate hard soils with @Qliver Corporation Sales 
FARMERS TOOL and Equipment a minimum of horse power, the At Beeerd Level ...... 

Company, 8541 Amelia Street Model RA provides large tracto1 

Oakland 21, California, announces performance for the smaller trac CONSOLIDATED NET sales of $71,- 

for immediate distribution, a new tors. Constructed of structural and 412,000 for the first half of the 

design in a mounted-type, two- alloy steels, electric-welded, with fiscal year ended April 30, 1952 

way reversible disc plow for Fer- stress proof steel disc standards, it have been reported by The Oliver 

guson, Ford, and other tractors is built to meet severe conditions. Corporation. This volume is the 








og OY Mt thawley UP AGAINST 
ANY MACHINE—AND SEE WHICH SELLS! 


MT. HAWLEY is daily demon 
strating that it's the best “All- 
Purpose” elevator by the severest 
test—customer preference! Set up 
alongside others, MT. HAWLEY 
always sells first 
Customers like the radically new 
performance and construction fee 
tures—for the MT. HAWLEY was ee A IT's 
built with the modern farmer in 
mind Strength without dead weight—is the funde 
DON'T BE AFRAID TO SELL "EM LONG mental design advantage of the MT. HAWLEY 
(Available in Lengths from 26° to 66°) Mode! 150. Even without Double X trussing thru 
MT. HAWLEY is one machine points, MT. HAWLEY sections are stouter than 
ital canis tae a Gen, “a dee others. Upper and lower troughs are tied to 
lo “seeselanaggiee other iis gether with Tee and Angle irons, hydraulically 
dior, non-c0g or tule? ciceinesniien riveted. Unlike others, MT. HAWLEY does 
Up te 66 foot, the New MT not wholly depend on sheet metal for 
HAWLEY is ideal for filling 40 ft stiffness and rigidity. The unique 
dies or ble erthe end qrencsies structural steel frame carries most 
requiring super-long machines. of the lead. 
Don't be fooled by appearance 
look for sound structural design 
MT. HAWLEY has the strongest 
stiffest construction—bar none! 
Getvenized Stee! Ry» Aacguete 


able. Present Stoc 
Even With Stet” 


Write Dept. 8-1 for literature on the 
Mt Hrawle new MT. HAWLEY Model 150—the ele- 
Y MFG. CO. vetor that's setting the pace for cws- 











tomer satisfaction. 














Mt. Hawley Airport Peoria 4, Ilinois 
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There aren't many places where these two 


newest Goulds water systems won't go. The 


a a 


amazing tankless Balanced-Flow unit takes 
care of most shallow-well installations-—the 
tank-mounted deep-well system gets those 


spots just beyond shallow-well limits 


They re brand new—with many exclusive sell- 
ing features backed with aggressive, profitable 
selling and promotional plans. Ask your 
nearest Goulds distributor about these new 


units, or write us today! 


GOULDS PUMPS INC. + Seneca Falls, N.Y. 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 





SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 


1952 


133 








Hi-Lo Adjuster 


DUST COLLECTOR 


Patents Applied For 


Makes raising or 
lowering dust col- 
lector quick and 
easy 


Just Crank Dust Collector To 
Desired Delivery Height 


Blower Pipe Telescopes Auto 
matically 


Locking Pin Holds Dust Collec 

tor Steady Even In High Winds 
Here’s a new product with 
natural appeal to all ham- 
mermill owners. It’s simple, 
easy to put on and after 
it’s on there’s nothing to 
take apart or assemble 
again. It makes the delivery 
height of dust collector ad- 
justable approximately 6 ft 
from Lo to Hi—eliminates 
hammermill storage prob- 
lems and simplifies high- 
way transport. 
Complete with telescoping 
mast, cable winch and blow- 
er pipe (replaces original 
pipe and mast—dust collec- 
tor not included). 
Ask your jobber or 
manufacturer 
Another Product of 


write 


OTTAWA WARNER CORPORATION 


pase a * ansas City, Mo 








highest for any six-month period 
in the company’s history, and is an 
increase of $16,597,000, or 30% 
over sales for the same period last 
year 

A. King McCord, president, 
stated that $6,036,000, or about 
812° of the total sales volume for 
the half-year, represented defense 
production for which Oliver has 
diversifed contracts at a number 
of its plants. He said that this 
phase of the company’s activity is 
expected to increase during the 
balance of the fiscal year. Sales of 
the company’s regular products 
for the first half, excluding all de- 
fense work, are 20°7 higher than 
volume of the same products for 
the six months last year 


Increased Net 


Mr. McCord declared that esti- 
mated net earnings for the first 
six months this year were $3 
596,000 after provision of $4,- 
687,000 for income and excess 
profits taxes. This is an increase of 
about 14% over net earnings for 
the same period in 1951 of $3,- 
159,000 after provision for income 
taxes of $3,159,000 


eo 


New Olsen Farm Gate 
Introduces to Trade . 


A NEW KIND of farm gate that 
combines free-swinging and “flex- 
up” action to enable the outer end 
of the gate to be lifted freely has 
been introduced by The Refinite 
Corp., Special Products Division, 
Omaha, Nebraska 

Designed by John Olsen, an 
Iowa farmer, the Olsen farm gate 
contains a single pivot bolt through 
each joining, so the outer end 
easily flexes up or down. A light 
touch lifts the outer end over 


manure or other ob- 
structions, Handy for farmers who 
keep hogs and cattle in the same 
the gate can be flexed up 
so that hogs may 
while cattle are 


snow drifts 


pasture, 
at the outer end 
pass under easily 
detained in the enclosure. Also, 
this flexing action enables the 
farmer to place the gate on sloping 
ground, it was announced 

Instead of swinging inside the 
gate post, the entire end of the 
gate rests against the post, provid- 
ing additional strength. The “flex- 
up” action enables the gate to be 
swung up and over the other end 
of the post when desired 

A special gate rod holds the gate 
at any desired opened position 


2 


Pricing Provisions for 
Machinery Resellers . 


OPS HAS AMENDED its ceiling 
price regulation covering resellers 
of machinery and related manu- 
factured goods to clarify certain 
pricing provisions 

The action is covered by 
ment 10 to CPR 67 

Section 4 is amended to make it 
clear that a reseller may not use a 
manufacturer's published list 
prices if the manufacturer has 
changed his discounts since June 
24, 1950, and has not received 
OPS approval of such a change, 
even though during the period 
April 1 through June 24, 1950, the 
reseller determined his selling 
prices on the basis of the manu- 
facturer’s published list prices 
Previously, in such cases, the re- 
seller was required to apply to 
OPS for a method of determining 
ceiling prices. Under these circum- 
stances, today’s amendment of 
Section 4 requires the reseller to 
determine his ceilings on the basis 
of the most recent net invoice or 
delivered cost, plus the applicable 


Amend- 
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AMERICA’S 


GARDEN TRACTOR 
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make. EVERY SEASON a PROFIT SEASON 





year-round versatility 


Simplicity Garden Tractors two value- 
packed models in the most popular horsepower 
ranges save user's time and labor every 


month in the year. And when your customer 
has tried Simplicity for one job, he'll be back 
for other versatile implements to speed his 
work on other tasks 


year-round promotion 


Simplicity Garden Tractors are backed by 

a reliable, well-established company and 
supported by the industry's most powerful 
consistent advertising, with regular merchan- 
dising and dealer sales helps to turn 
prospects into steady customers 


year-round satisfaction 
Simplicity is America’s No. 1 Garden Tractor 

quality-designed and quality-built for 
thorough customer satisfaction. Simplicity 
offers the best all-round performance of any 
garden tractor the right product with the 
best support for steady profits! 


SIMPLICITY MANUFACTURING COMPANY 
5204 Spring Street, Port Washington, Wisconsin 
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markup as provided under this 
section. 

Section 4 is further amended to 
make it clear that in determining 
commodity cost, the net invoice o 
delivered cost is the cost of the 
commodity being priced when pur- 
chased from a normal source of 
supply or a customary source of 
supply for resellers of the same 
class of the same or similar com- 
modity. For example, in the case 
of a retail reseller the normal or 
customary source of supply would 
be a wholesaler, distributor or 
jobber and not another retail re- 
seller. 

The invoicing requirements un- 
der Section 12 have been amended 
to provide that the invoice given 
to purchasers must include the 
brand or trade name only in the 
case where the selling price of the 
commodity exceeds $10 

The definition of “Net invoice 
cost’ under Section 17 has been 
amended to make it clear that 
manufacturers’ excise taxes may 
be included in net invoice cost only 
if it was the seller's practice to in 
clude these taxes as a part of net 
invoice cost during the period 
April 1 through June 24, 1950. 


Farm Machinery Shortage 
Predicted for 195.3 Crops 


A SERIOUS shortage of new farm 
machinery to plant and harvest the 
nation’s 1953 farm crop was fore- 
cast in August by John Ransom, 
Director of the Agricultural Ma- 
chinery and Implements Division, 
National Production Authority 
Department of Commerce 

Production of machinery to 
meet the American farmers’ needs 
for 1953 crops must get underway 
as early as the third and fourth 
quarters of 1952, Mr. Ransom said 
Inability of manufacturers to place 
orders for and get delivery on 
steel already allotted them may 
mean an industry setback of as 
much as 30 percent off 1953 re- 
quirements 

Predicting that 1952 crops will 
be 100 percent harvested, Mr 
Ransom pointed out that although 
the rate of production steadily de- 
clined, inventories kept a fair por- 





Dearborn Introduces New 
Peanut Digger-Windrower 


DEARBORN Motors Corr, Bir- 
mingham, Mich., has added to its 
line of farm equipment a Peanut 
Digger and Windrower, designed 
to lift two rows of peanuts, turn 
them into a single compact wind- 
row and at the same time invert 
the nuts toward the sun for quick 
drying, according to G. D. An- 
drews, vice president in charge of 
sales. 
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Strong construction and a mini 
mum of moving parts are said to 
insure Maximum service from the 
new digger. Two shares which dig 
the nuts are followed by two re 
volving conical drums, turning in 
the opposite direction from the 
tractor wheels. These drums en 
gage the peanut vines and carry 
them over the drums where they 
are laid in a single windrow. This 
action removes a_ considerable 
amount of dirt from the peanuts 


tion of the farm machinery indus 
try running during the steel strike 

Most plants that were forced to 
shut down completely now are 
starting up at the rate their inven- 
tories and steel receipts will per- 
mit Howeve! inventories are 
seriously depleted and out of bal- 
ance in critical items. Production 
will be at a greatly reduced rate 
until balanced supplies of the 
needed steel are obtained 

Reports from the industry indi- 
cate effect of the steel strike as 
stee] items formerly easy to get 
are still in easy supply; items 
formerly difficult to obtain are 
now almost impossible. Especially 
critical are forging-quality steel 
bars, Mr. Ransom said 

Department of Agriculture sur- 
veys indicate production of farm 
machinery at 16 percent above the 
1949 rate if the nation’s food and 
fiber needs are to be met. Produc- 
tion on June 1 was estimated about 
equal to the 1949 rate 


+ 


Johnson Celebrates 50 
Years with J. 1. Case .. 


On Juty 28, 1952, Theodore 
Johnson, president of the J. I. Case 
Co., Racine, Wisconsin, was award- 
ed the Case 50-year diamond pin 
in honor of his 50 years of service 
with the firm. Mr. Johnson has 
been with the Case 
Company since 1902, the first year 
tractors were sold commercially 


associated 


7 





Theodore Johnson 
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Fast repairs can save a farmer's crop—win you 


1 future sales! 





“My dealer's on the job right around the clock!" 


Won about parts or service? Not me. I figure 
that’s my equipment dealer's job. That's why | 
like my New Holland dealer, Charles H. Long, in 
Sweet Valley. He’s on the job right around the 
clock. I know I can call him day or night and my 
equipment will be back on the job soon after. He 
makes a point of 24-hour service and I make a 
point of doing business with him.” 

says WILLARD CORNELL 
R. D. #2, HuNLock Creek, Pa 


There’s no better way to build loyal, steady 
customers than by keeping the quality of your 
service high. Check yourself against Neu 
Holland’s 8-point service standard. If you don’t 
measure up, chances are that you’re losing out 
on extra profits all along the line. 

1. Carry enough parts to service all equipment sold 
2. Keep a well-lighted service shop set up to handle 

heavy equipment 


3. Assemble, start and deliver all equipment sold 
Give owner necessary operating instructions 

4. Send servicemen to schools prov ided by New 
Holland to learn the latest servicing methods 

5. Have enough servicemen to service equipment 
already in use, plus additional equipment sold 

6. Sell only within an area which will allow proper 
service to customers 

7. Make follow-up calls within an appropriate length 
of time to be sure the machine is in adjustment 
and that the customer is using it properly 


Run schools for owners covering the fundamen 
tals of service and operation of their equipment 

If you agree that the New Holland standard is 
an outline for good business, write us to see if 
there is a dealership available in your territory 

You've got a stake in the future when you carry 
the line that’s “First in Grassland Farming.” 
The New Holland Machine Co., a subsidiary of 
The Sperry Corporation. 


Xe New Ho.tLtaANnpD 


‘First in Grassland Farming” 


NEW HOLLAND, PA. « MINNEAPOLIS « DES MOINES + KANSAS CITY + BRANTFORD, ONTARIO 
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This new light-weight sprayer 
has great volume sales possi- 
bilities. Two 11% Gal. sprayers 
can be sold for less than the 
price of the larger, standard 
3% gal. unit. And two can be 
sold easily: one for weed killing 
sprays and one for general use. 
This is the perfect sprayer for 
the average homeowner and the 
suburbanite who loves to putter 
in the garden. It’s the lowest 
priced 1% gal. unit on the 
market, yet bears the Chapin 
mark of high quality in every 
line. Handy and just the right 
capacity, it’s rust resistant, 
easily filled, and easily carried 
Stock up today. Build your 
sprayer sales, Sell the advan- 
tages of having TWO of these 
sprayers 










on hand 


MANUFACTURING 
WORKS, Inc. 
100 Chopin St. 
Botovia, N. Y. 


Canadian 
Representative 


FRANK HACKING 
(Canada) itd. 

44 Yonge Street 

Toronto, Canede 











Martin Ronning, center, chief engineer of the farm machinery division 

of Minneapolis-Moline, shows his Modern Designs Award to Executive 

Vice-President S. L. Angle, left. and Vice-President and General Sales 
Manager F. N. Langham 


He was the recipient also on his 
golden anniversary occasion, of a 
handsome silver tray, a gift of his 
fellow officers, engraved with 
their signatures and presented to 
him at a luncheon in his honor 


Began As Clerk 


Born on a farm in Racine County, 
Mr. Johnson started with the com- 
pany as a clerk in the accounting 
department. His beginning pay 
was $40 a month, and his first pro- 
motion was to the job of computing 
and paying dealer commissions 

In 1908 he became an assistant 
collection manager, and four years 
later left for his first field assign- 
ment at Des Moines. Eight months 
later he was called back to Racine 
and assigned to the general sales 
department. One year later he be- 
came private secretary to the 
company's four officers. In 1915, 
he was promoted to chief account- 
ant. 

Important promotions came in 
1918, when he was made one of 
two assistant treasurers of the 
firm, and in 1924 he was elected 
secretary of the company and a 
member of the board of director 
In 1944 he was promoted to the 
office of executive vice president 
and in 1948 L. R. Clausen became 
chairman of the board and M: 
Johnson became the sixth presi- 
dent of the J. I. Case Co 

The Farm Equipment Institute 
gave Mr. Johnson the first of his 
F. E. I. assignments in 1935. In 
1941, he became a member of the 
executive committee, and in 1948 





became chairman of that commit- 
tee. He was elected president of 
the Institute in 1949. 

In addition to his responsibilities 
with the Case organization, Mr. 
Johnson is active in community 
affairs. His business philosophy, 
developed out of a half-century of 
experience, is simple: “Do your 
your best on the job to which you 
are assigned, and the future will 
take care of itself.” 


. 


Ronning Receives Award 
for M-M Uni-Tractor .... 


MARTIN RONNING, chief engineer 
of the farm machinery division for 
Minneapolis-Moline Co., has been 
chosen to receive the Modern De- 
signs Award for excellence in gen- 
eral mechanical design of the com- 
pany’s new Uni-Tractor. The 
award is presented by the editorial 
staff of Design News, design engi- 
neers 

Mr. Ronning, designer of the 
Uni-Harvester, of which the Uni- 
Tractor is the basic carrier unit, 
conceived the idea for this machine 
five years ago. During that time 
several experimental models were 
built and revised. The first of its 
kind in the farm machinery field. 
the unit was introduced to the 
public in 1951 

The Uni-Harvester is so designed 
that three separate attachments 
may be adapted to the basic unit 
They are the Uni-Combine, Uni- 
Huskor, and Uni-Picker-Shelle: 
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M-M Appoints MacFarlane 
Manager in Louisville . . . 


Wayne H. MACFARLANE has been 
appointed manager of the Minne- 
apolis-Moline Company's Louis- 
ville, Ky., manufacturing plant, 
effective July 25 

Mr. MacFarlane has served as 
liaison officer between the Louis- 
ville plant and the home office in 
Hopkins since the merger of the 
B. F. Avery & Sons Company with 
the Minneapolis-Moline Company 
in March, 1951. 





W. H. MacFarlane 


P. H. Noland, vice president and 
former manager of the Louisville 
Plant, will devote all of his time 
to product education and research 
activities for the company 
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Aveo Purchases Hern 
Facilities at Fort Dedge 


Avco MANUFACTURING Corp. has 
contracted to purchase the land 
and buildings occupied by the Horn 
Brothers Co. at Fort Dodge, Iowa, 
for development as a central dis- 
tribution outlet for Avco’s line of 
New Idea and Horn equipment 

The new property will house the 
largest branch of the New Idea 
Farm Equipment Co., sales agents 
for New Idea and Horn products 
and will] serve a 9-state area in the 
mid-West and Southwest 


. 


And 90° Bay! 
(Continued from page 110) 


cancelled if it doesn't perform 
satisfactorily. He gets many of 
them to do this, but he doesn’t 
make it a hard and fast rule. No 
offer of a demonstration is made, 
however, until he is sure the 


farmer thoroughly understands 
what to expect of the machine and 
seriously intends to buy one from 
somebody 

All of Sanders’ demonstrations 
out in the field are private. While 
many dealers find it advantageous 
to invite surrounding farmers over 
to watch the operation of a ma- 
chine being tested on somebody's 
farm, he finds a number of draw- 
backs to this practice. Frequently 
an invited farmer is already using 
or is interested in a competing 
model of the demonstrating ma 
chine and persuades the prospect to 


look around a little more before 
buying Consequently when 
Adams puts on a field demonstra 
tion there is usually no one 
present except the salesman and 
his prospect 

Frequently, however, Sanders 
closes a sale without making any 
demonstration of his own. If, on 
one of his follow-up calls he finds 
the prospect about ready “to be 
shown” he invites him to get in 
his car and drives him over to the 
farm of some owner who has al- 
ready bought one of the company’s 
machines. He watches it perform 








First in QUALITY... 
first in UNIFORMITY... 





MANUFACTURING CO INCORPORATED 





Parts to fit 


ALL MAKES of cutter bars 


Any power mower loses efficiency rapidly when the cutting mechanism is not in 
good working order. Prompt, periodic renewal of knives, guards and related 
parts is necessary for fast, clean cutting . . . and to insure peak operating effi- 


ciency under all cutting conditions. 


That’s why the service-minded dealer keeps a balanced stock of HERSCHEL 
PARTS at all times. Field-tested, they're guaranteed to fit accurately the appli- 
cations for which they are intended. Dependable HERSCHEL PARTS are made 
by specialists in the manufacture of farm cutting edges for 65 years 


@ AVAILABLE ON REQUEST: Copies of Herschel Cata 
log No. 87 and the Herschel Wall Chart showing parts 
to fit all makes of power mowers. 


R. HERSCHEL MFG. CO.., Inc., Peoria 8, Ill. 


Pioneer mokers of cutting ports te fit mowers end combines. 


Branches at: Minneapolis, Minn.; Omaha, Nebr.; Auburn, N. Y.; Harrisburg, Pa.; Toledo, Ohio 


DISTRIBUTORS 


R. C. Cropper, Macon, Georgie 


HERSCHAS SE 
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FARM EQUIPMENT 


The Hume trademark means 
proven designs, proven quality, 
proven salability — a special- 
ized line with big volume, big 
profit potential. 





HUME 
PICK-UP REELS 

Picks up down-tangled crops of small 
grain and soybeans. Fit all combines. 





HYDRO RIGID DISK FRAME 


Makes your present disk a a hydrau- 
lic disk — also acts as disk transport. 
£ 





PERFO 

CROP GUARD 
Allows for high-speed cultivation of 
small plants without damage from 


lumps, smothering 





HUME GREEN CROP HARVESTERS 


TractoR-Rower [lelt) cuts and wind- 
rows in one operation. Windrow Loader 
loads at high speed. The perfect green 
crop harvesting team 


Also MANUFACTURERS 
of Cut-Lode Harvesters, Lifter Guards, 
Floating Cutter Bars. Write for details 
on the Hume line and dealership 


H. D. HUME COMPANY 
Mendota 26, Illinois 











the operation of a satisfied 
used who is ready to testify 


under 
as to 
its merits 

By this 
he sells 
one else in 


method Adams believes 
more combines than any- 
the county and sells 
more tractors than combines. This 
vear he is building volume on 
forage harvesters 

Farm Party 


Just before harvesting time each 
year Adams gives a big party for 
all the users of his line of equip- 
ment and a few others who are 
prospects. The invitations are con- 
fined strictly to this group and 
the program arranged accordingly 
While new implements are attrac- 
tively displayed, no one is asked 
to buy. It is strictly a friendly 
fellowship and an educational af- 
fair with the purpose of making 
everyone enjoy himself 

The educational feature is a film 
and lecture given by a factory 
representative and designed to give 
helpful information about the care 
and use of the harvesting machines 
which those present already own 
and will soon use in the approach 
ing harvest 

While this pre-harvest barbecue 
is more or less a select affair for 
customers who will profit by it 
most, another big annual party is 
given for everybody who wants 
to come. 

Adams believes this all-inclusive 
social pays off in that attention is 
drawn to the Franklin Farm 
Equipment Co. That kind of favor- 
able publicity never hurts any- 
one, he says 

While Franklin Farm Equipmen 
Company is managed by W. C 
Adams, it is owned by George P 
Bullard, who also owns an imple 
ment business in Nashville 


. 


Don't Sell "Em Cold 
(Continued from page 112) 


would rather have a new car 
TV set, or perhaps have the home 
remodeled. It is all too easy for 
dealer making a cold call to blur 
into the midst of one of thes« 
family disagreements. And, wher 
this happens, you have got the 
woman folk against you from the 
beginning. Often they put 
so much opposition, farmers won't 
think of pressing the issue. All the 
tractor salesman has gained in such 
instances is the ill-will of the farm 
wife.” 
Sull 


der 


can 


Northington must find 





'2 H.P. Airmaster 


PORTABLE COMPRESSOR 


~ ' - & 





eet ee 
Model No. C-13 


The Most for Your Money 


Single cylinder air cooled compressor 2.8 CFM 
displacement « Heavy gauge stee! tank + All new 
materials—-no war surplus parts « Complete with 
automatic pressure switch ¢ 10 ft. cord + 25 ft 
hose with air chuck ¢ Only standard motors used 

guaranteed 1 yr. * Semi-pneumatic tired ball- 
bearing wheels « Also available in sizes from 2.8 


CFM to 8&8 CFM in single and twin cylinder 
models. Electric or gas engine driven « Ideal for 
general farm use pressure greasing spray 


painting. ete 


Write for General Catalog 


DECKER 


MANUFACTURING CO. 


ROCKFORD, ILLINOIS 








leads, and he has discovered a 
highly effective method. He regu- 
larly visits all the country stores 
and small service stations in his 


territory 
Sales Approach 


“I am so well known around 
Northington said, “that 
walk in, I usually get a 
jab about being out 
looking for someone to unload a 
new tractor on. I talk with the 
owner while waiting for a neigh- 
bor to drop in for a little kerosene, 


here,” 
when I 
good-natured 


tobacco, or some gasoline. We get 
to talking, and if this farmer 
knows of a neighbor who men- 


tioned interest in a new tractor | 
isually get that information 

Seemingly, it would be 
for Northington to dash 
iately to the prospect's farm, clos« 
the sale and continue with his vis- 
iting routine 

“But the lead may be no good,’ 
Northington said. “I may know the 
farmer. He may be one of thos 
fellows who is of the opinion that 
there is only one make of tractor, 
and he is driving it. Too, there may 
be the question of whether or not 
that particular farmer is po- 


simple 
immed- 


Ina 
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sition to buy a tractor.'I can learn 
of his financial situation by con- 
sulting my banker.” 

According to Northington, there 
is no better way to lose good will 
than to sell a farmer something he 
cannot afford nor get financed 
And then there are those farmers 
who will not change to another 
make of tractor for any reason 

“There are a number of farm- 
ers,’ Northington continued, “who 
have a closed mind. For them 
there is only one make of car—all 
others being inferior. This holds 
true with tractors. When this type 
change to another make, it isn't 
because of any sales talk. Usually 
they have observed a neighbor's 
equipment in operation and sell 
themselves.” 

From these visits Northington 
learns important facts that have a 
direct bearing on the sales he will 
try to make. In a smal] communi- 
ty, it would seem that news of this 
type would be everybody's infor- 
mation. But it doesn't work out 
that way. Often Northington has 
a deal closed before a competitor 
knows one is in the making 

“Of course,” said Northington, “a 
few prospects drop in for infor- 
mation prior to buying. But usual- 
ly these sales will not materialize 
immediately. Most of the farmers 
who make this a practice only 
want manufacturer's literature to 
mull over and dream over. This is 
true because more than 50 percent 
of the farmers buying a new trac- 
tor have their mind made up on 
the make they want 

This explains why Northing does 
not always drop everything to fol- 
low up a lead obtained at one of 
his sources of information. Accord- 
ing to him, there are some dealers 
who refuse to acknowledge facts 
They will not admit that there are 
certain farmers in their territory 
who would not have their make 
tractor as a gift. While they do not 
openly admit it, they refrain from 
trying to sell such a farmer—they 
give a salesman the lead. Too many 
of such leads discourage the sales- 
man, and he looks for another job 

“Finding the prospect for what 
you have to sell,”’ Northington con- 
cluded, “is the secret of success in 
this business. And it takes friends 
to weed out the likely prospects for 
the dealer. He cannot get another 
fast enough himself to do the en- 
tire job. When you have plenty of 
leads in hand you do not work un- 
der pressure. You can well afford 
to sell in a relaxed manner. And 
that is what closes the deals for 
na* 














FINE EDGE TOOLS SINCE 1886 


COUNCIL Bush Hooks are made of finest quality high carbon 


tool steel, 


reinforced on each side by soft steel extension from 


the eye. The hook is forge-welded, hammered to shape, ground 
to cutting edge and tempered in automatically controlled 
electric furnaces. 


Write for descriptive catalog on Bush Hooks, 
Bank Biades, Weed Cutters and allied items. 


Distribution through Jobbers 


THE COUNCIL TOOL COMPANY, INC. 


WANANISH, NORTH CAROLINA 
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TO SHOW THEM 15 TO 
Stic THEM 







COPPER CONTINUOUS SPRAYER 
The World's Most Beautiful 
Sprayer 


Twin 
Nesste 









Made in 
2 sizes: Pint, Qvert 
World s finest continveus sproyer 
lerge, glistening selid copper 
tonk. Pump berre! is highly polished bros 
seomiess. Appeoling, modern design Sproys 
ony liquid. Pint, Quert (39 eunce!. Strongest 
construction. Extreme'y pepuler. A fest seller 


“a ' SPEEDEX GARDEN & 
|g 5 TREE SPRAYER 
E-z 

























| Solid bross 


5 GAL] & 


lorge odjusto 


= 4 
FLAME GUN SPRAYER KNAPSACK SPRAYER Rims ble nozzle for 
' 


HUNDREDS OF USES 
2000 degrees controlied heot 
Destroys weeds. brush, rubbish 
For burning sofety strips ond steel 
fre lenes. 4 gol. tonk. 7 ft. of BF conditioned preventing 


preet hese. Light 


Perteble. Burns kerosene of B norsic. (® 


renge oi! 


nq i 
Finest knopsock sproyer mode Pump eprayng wees 








\ Wd shee ; 
yt! eum cae 


billing, et« 


. Sturdily byilt 

Compoc! FB reaching the doch = Adjvstoble bross wey SU 
jecommended by Exten- low priced. In big demond 
sien Services.) 





eo copper tonk 





~ 











D. B. SMITH & CO.£FT}maw sr UTICA 2, N.Y. 


ORIGINATORS OF SPRAYERS SINCE (888 


ee 
CAMADIAH ELPRLSEMTA 


ey SEN mith sOx 4 


’ conten onoee 6 5 iv 3 0 Amada 
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EXACT POWER 
CUSTOMERS 
WANT! 


PLOW ¢ HARROW 
SEED @ CULTIVATE 
e DISC 


ments for all models! 


It sells itself ! 


1% 02% e305 eH.P. 
WALKING TRACTORS 


tor a large and small Garde: 
Sturdy, extra strength constrw: ti 
for power and traction. Vari.! 

speed transmission, individual g««. 
tool controls. Model shown is 3 Hi | 

with 10” plow 


NATIONALLY ADVERTISED 


Widely used in every state and in for- 
eign countries. SHAW is Best, Most 
Profitable Complete Line to Sell! 


GARDEN and SMALL FARM 
TRACTORS: 


Opportunity Knocks! 
Dealers make EXTRA MONI 
tools and power take off Artic 


NEW SAW ATTACHMENT 
Fells Trees, Cuts Wood and Weeds 


ao) |e 











50 
SUCCESSFUL 
YEARS! 
SNOWPLOW 


BULLDOZE « MOW 
SAW @ RAKE 




















5°¢8¢12¢H.P. 
RIDING TRACTORS 


That Will Handle Ge 
Lowest cost power 


pod Sized Farm 
Handles 10, 12. even 
14-inch plows. Cultivates, mows, rakes, 
does dozens of other jobs with ease 
Works astride or between 42° rows 
Uses P.T.0O. pulley 


‘ 
OPENINGS for DEALERS 


Write for Free Literature, Ful! Details, 
Prices and Information on Dealerships 









(-((0a 


ar S@eavTiFvur 


Ellaner Til 


DAYTONA GEACH, FLA 


WITH THE CHILDREN 











You should enjoy the lux- 
ury of this five million 
dollar vacation paradise 

. hundreds of gorgeous 
acres and palm trees—on 
the ocean between Or- 
mond and Daytona Beach. 


Every con 


Golf, tennis, fishing and ocean bathing at your door 
venience for children . . . nurseries, playgrounds. Near gay enter 


tainment . . unsurpassed sightseeing, amusements, recreation 
Fully equipped apartment—villa with living-dining room, seperate 
bedroom, tiled bath, electric kitchen—e Shangri-La for your entire 
family—only $59.50 weekly. Two and three bedroom villas slightly 
higher. Florida is superb right now—write for folder, rate sheets 


and any special! information 


BEACH 


FLORIDA 
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Patterns are available for practically 
all plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Send today for catalog and 
trade prices. 


STAR MANUFACTURING COMPANY 


1#Onw & BOLT CO 
est 











Oivisionw oF Liinors 
CARPENTERSVILLE ILLINOIS, U.S.A 


1873 
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the home-owners 
gun... designed to 
meet contractor 
specifications 









; Home owners 
everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It's a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 


Write today for full details 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 
2612-26 N. Martha Street * Philadelphia 25, Pa. 





We 











Buoyant 
Shredded Rubber 


Colorful water-resistant 
plastic coated fabric. At 
tached in two minutes. Will not 
mat! 






THE FAMOUS deep-padded 


body-fitting MENDY Posture 
Tractor Cushion makes an idea! farm item. Big and soft, it 
absorbs rough riding like a sponge. Ruggedly built, sectionally 
stitched, double-sewn seams, heavy tie cords 


Toke advantage of current low prices! Or- 
der TODAY from your local distributor or 
write us for your nearest source of supply. 





s 311 Bell St 
Montgomery 
= Inc. Alabama 








LALA OYA 


K 


ADVERTISEERDS INDEN 





re Copper & Krass Ir 
lds Metals 


cox Mfg. Co Y 


Isinglass & Glue ¢ 


nd Associate Chaim ¢ oe 


reid Ce f 
ell, Burdsa & Ward Yale and Towne Mfg ¢ 
and N Co Youngstown Manufact 
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VARIJET 


The VARUET Sholiow Well de- 
livers 40-70°> more woter, 


ee+FOR EASY SALES AND INSTALLATIONS Yel reduces mater lod ond 
Stock them today... Sell them tomorrow! 


> Here’s the answer to fast, easy-to-handle, easy-to-sell, easy-to-install 
water pump business! These four F & W pumps come packaged 
completely assembled with tanks, pumps and accessories. There are 
no extra parts to buy or stock. Installation is rapid and easy. They're 
naturals for low-expense, high profit merchandising. In addition, each 
of these F & W pumps is a leader in its field with sales advantages that 
really sell. Whatever your customers’ needs, there’s an F & W pump 








MULTI-PURPOSE 
The F & W Multi-Purpose con- 


to meet their particular situations. And you can count on F & W’s vert: from shallow to deep 
: 2 8 - of . : > well by moving jet off pump 
advanced design and precision manufacture for outstanding perform- down into well. 


ance and years of service. Write for details today! 


——ee 





FLINT & WALLING MANUFACTURING CO., INC. 


919 Ook Street, Kendallville, indiana 





, ’ 
SHALLOW-WELL PISTON SHALLOW-WELL JET 
Where a shollow-well piston The “Mighty Peanut™ is on 
type pump is desired, this economical shallow well jet 
Mode! is an economica! work- eqval in capacity to any com- 
horse, cvailable with either 4 porable type, yet priced to 
or Ya HP Motor. meet volume competition. 


Ras 


F.W means Wilt’ by Flint & Walling 
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“If we farmed today as we did only ten 
years ago, we'd go broke in a hurry,” says 
a successful power farmer. 


There’s a new pattern for farm profits 
— new ways in tillage, new crops, new 
practices to save soil. But it takes new 
power to put the pattern into use. 


Yesterday's grain binder... corn 
binder . . . and hay loader take too much 
expensive labor and important time. Like- 
wise, yesterday's tractor power demands 
too much fighting with hand levers... 
too much time to mount tools . . . and to 
move wheels in or out to fit each job. 


Tractors such as the Allis- Chalmers 
Model CA with two-bottom plow and 
the Model WD with three-bottom 
plow have the new work power to make 
new practices pay. But farmers — even 
with money in the bank — change only 
as fast as they are sold on the idea. 


Allis- Chalmers dealers have the power 
to change the farming pattern. Their 
future — and that of the communities 
they serve — depends on how well they 
put that power to work. 


Tune in . . . The National Farm and 
Home Hour... NBC... Every Saturday 








“10 CHANGE THE PATTERN 











THE ORIGINAL 
WORLD'S STANDA 
GLASS CUTTER 


/ 






















No. 024* — Universal For Sheet and 
General Glass Cutting. Most popu- 
lar and largest selling glass cutter 
ever manufactured 






Ne. 023*— Wherever Tapping is Advis 
able. The original world's standard 
ball knob glass cutter 










No. 03! -— For Cutting Plate, Heavy, 
Laminated and Polished Giass. Devel- 
oped in co-operation with the largest 
plate glass plant in the world 









Neo. 032 -For the same specialized service 
as 031, with ball handle 













No. 888—Single Wheel Refill Cutter 
Factory Standard 


Glass 





. No. 7*- Standard Glaziers’ Wood Handle 
Every glass cutter in Red Devil's complete line Model. Six wheel turret heed, quick change 


is equipped with the exclusive Chapmanized wheel... with the turn of a screw 
and Red Devil’s process of pressing the edge and grinding 
Ne. 45*— Magazine Refill Wheel Glass Cutter 
and honing results in a uniformly smooth wheel requiring For general glass cutting and tapping. Six 
no breaking in and assuring keener, lighter cuts. extra wheels are carried in magazine handle 
No. 08 — Special Glass Cutier For Extra Hard 
Glass. Specially developed for vitrolite, carrara, 


All Red Devil Glass Cutters have these Quality stippolyte, opalescent and all extra hard glass 


Features: Red Devil’s easy finger rest handle; 
long reach head; oversize glass-hard bearing; 
pregreased; Chapmanized. 


Ne. 06—Special Smal! Wheel. For pattern cutting 
and art glass work 





*theets Federal and al! service specifications 
SEE YOUR JOBBER 


Red Dewil Tools  ininion ss, row soney.vsa " 


opp? > £ > 2 7 
JA hl j | F . — 
f F & on {/, , | (* | rs] we ~~ “& 
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4M if 6. Master 
oe § Bike Locks 


PACKAGED FOR YEAR ‘ROUND GIFTS 


4 + fap: Again — with this packaging “first” — 
l . Master gives the independent hardware 
trade a new selling tool. Gift packaging 
of the No. 1517 Combination Bike Lock 
— means more sales . . . more profits for you. 
ae Keep a carton on your counter or near 

your cash regis- 

ter for big repeat 

business. Order 

now, from your 


jobber! 


No. 1517 


OTHER 
FAST-SELLERS 
FROM THE ONLY 
COMPLETE 

BIKE LOCK 

LINE 


No. 518 No. 520 
Make sales faster with “Back to school" means bike lock sales! 
t dl k Master's complete line enables you to fill 
as er a oc s any need . . . meet any price. Check your 


stock now! 


kL 
Master Jock Company, Milwaukee 45, Wis. © World's Leading Padlock Manufacturers 
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